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“When we received our Eveready Flash- 
light display case, we placed it on a counter 
directly to the right of the cash register. 
This is the story of why we did this and 
why we are keeping it there. 


“We find that a majority of men on enter- 
ing will come right down the aisle of the 
store. Also a great many, on making a 
single purchase, will buy more than one 
item if there is some way of getting their 
minds off the first purchase. 


“While the customer waits for change, 


Eveready display case and cash 


register are working partners 


W. F. Bevitt & Company, Logan, 
W. Va., understand the psychology of 
sales. Read how they placed their 
Eveready display case close to the 
cash register, with telling results: 


the Eveready display case is staring him in 
the face—a silent salesman. This is a great 
reminder. They become interested and 
often buy a flashlight. A great many sales 
result in this way.” 


What selling stunt have you used 
that has proved effective? We'd like 
to hear from you. Tell us the story 
in your own words and send a picture 
along if possible. Eveready Flash- 
lights and Batteries are ever-steady 
profit makers. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New YorK SAN FRANCISCO 
Atlanta Chicago Dallas Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ont. 
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N electrical jobbing business that 
is one of the largest in the 
country has been built up by Frank 
H. Stewart, president of the Frank 
H. Stewart Electric Co., Philadelphia, 
Pa. The initial capital put into this 
business was the sum of *485, which 
Mr. Stewart had saved many years 
ago from small earnings. He paid his 
basement rent the first month, painted 
his name on the door and with the 
remainder of his capital for expense 
money went out on the road se'ling 
goods. He came back with a full 
book, had the goods sent to the base- 
ment, unpacked and packed them 
for re-shipment with his own hands 
and sent them out. From this small 
acorn grew, ete. The article that we 
have in store from Mr. Stewart for 
next month on “How to Start Busi- 
ness with a Small Capital,” is there- 
fore written by one who knows where- 
of he speaks. 
* * * 
HILE the National Home Light- 
ing Contest, just completed, did 
not have within itself a commercial 
aspect, nevertheless, it was expected 
that every live dealer and contractor 
would immediately take active steps 
to cash in on the public interest 
aroused through the contest. Over 
2,000,000 school children in the United 
States and Canada within the past 
few weeks have been pouring over the 
problem of home lighting.*~ Their 
parents have been helping’ them. 
Right now publicity is going the 
rounds of the press concerning the 
National winner in the contest—Julia 
Groo of Portland, Ore. Coincidently, 
the spring building season is coming 
on and thousands of homes are to be 
lighted—better than in the past. You 
will find many dealers who are 
apathetic in the face of this great op- 
portunity. It is up to you jobbers’ 
salesmen to inquire of every dealer as 
to his progress in following up the 
contest. If he hasn’t started, see that 
he does start something definite. 


Published monthly. Entered as second class matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 1879. 
Copyright, 1925, by The Electrical Trade Publishing Company. 





ELECTRICAL TRADE PUBLISHING COMPANY 


Seeoiee HOWARD EHRLICH, Pres. 


CHAS. W. FORBRICH, Vice-Pres.-Gen. Mgr. 


53 West Jackson Boulevard, Chicago 


CLEVELAND: 
H. F. Frick, Mgr. 
409 Marshall Bldg. 


CHICAGO: 
R. D. Flavin 
Western Adv. Mgr. 


NEW YORK: 
D. G. Pilkington, Mgr. 
280 Madison Avenue 


“DO IT ELECTRICALLY Wabash 0144 


Publishers also of the EMF ELECTRICAL YEAR BOOK 


53 W. Jackson Boul. Telephone Caledonia 0270 Telephone Cherry 2067 
Subscription: U. S., $1; Canada, $2; Foreign, $3 
Member Audit Bureau of Circulations 


BOSTON: PACIFIC COAST: 


Geo. E. Pomeroy, Mgr. R. H. Thiess, Mgr. 


216 Byrne Bldg. 


170 Summer St., : 
322 Los Angeles, Calif. 


Room 





















THE JOBBER’SfI]}SALESMAN 






























Standard Sizes of CONDUITS for the Installation of Wires and Cables 
THE NATIONAL ELECTRICAL. CONTRACTORS ASSOCIATION OF THE UNITED STATES 
THE NATIONAL ELECTRICAL CODE 
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Make certain on oa 
every wiring job re 
5 r with this f 
HAT size of conduit? What about elbows? Ques- Chart. po slip Pl 
tions instantly and authoritatively settled for any this coupon in the ff 
job where rigid conduit is to be installed. mail now; that’s ,° 


allyou need todo. ? 
This Chart hangs on the wall as handy as a calendar— 
and as necessary when wiring must be figured. 


It is a quiet reminder of Sherarduct—the Rigid LQ.° National 
Conduit. The Chart is free, and so intensely practical ’ Metal Molding 
you will regularly use it. Company 


National Metal Molding Company Pittsburgh, Pa. 


Please send free Chart of 
WORLD’S LARGEST PRODUCERS OF ELECTRICAL [eaTiONAL PRODUCTS) 


Standard Sizes of Conduits. 
: CONDUITS AND FITTINGS oo 











1474 Fulton Building, Pittsburgh, Pa. 10 &; Name 
Represented in All Principal Cities Pas 
& ° 
ge Firm 
ea ; 
r oe 
Cs re | E Ul ‘ Pd Address 


The Rigid Conduit That Bends 1474 
vei cs ro SS 90S ANNONCES SSe S 
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Editor’s Page 


Putting the Window Trims to Work 
WO nation-wide window trimming con- 
tests have just been concluded by two 


prominent manufacturers. These were 
participated in by a large number of job- 
bers’ salesmen. <A significant thing in connec- 
tion with both of these contests was that the 
majority of the photographs of window trims 
submitted, were accompanied by reports telling 
of the greatly increased business that was 
directly traceable to the window displays dur- 
ing the time that they were in effect. 
Every jobber’s salesman knows the value of 
a dealer’s window as a producer of business. 
Every dealer ought to know this, but a great 
percentage of these dealers need some kind of 
a spur to make them act. Standard window 
trim material, carefully designed, by scores of 
manufacturers is available. We can think of 
no way in which the jobber’s salesman can in- 
crease the sales of his dealers and incidentally 
his own than to keep everlastingly on the job 
in seeing that this window trim material is put 


to work. 
* * * 


“Show Us Distribution” 


“Show us distribution and demand for your 
line and we will stock it.”” Most electrical job- 
bers will remember of having made this state- 
ment to a manufacturer’s representative. Also, 
on unnumbered occasions, we have heard elec- 
trical manufacturers quote these same words 
and usually in a way to indicate that they 
thought the electrical jobber was the one to 
originate the idea. It is nothing, however, but 
an age-old bone of contention between the 
wholesaler in any line of merchandise and the 
manufacturer in that line who is trying to gain 
entrance to the field. There are arguments on 
both sides of the question and always will be. 

Without attempting to argue the question 
pro and con it may not be out of place to make 
mention here of a somewhat unusual case in 
the drug field which has been noted by “Sales 
Management” and is interesting. A _ large 
drug jobber in St. Louis is building up his 
business by a method that is unique. Briefly, 
he specializes in these very accounts that for 
some reason have not before been able to get 
distribution in his territory. The first step in 
his policy was to obtain exclusive distribution 
of a few well advertised lines which should 
enjoy a fairly rapid turn-over. His only stipu- 


lation was “Show us an adequate advertising 
campaign and a good product.” Further than 
that he did not go—the matter of distribution 
then being up to his own organization. The 
salesmen were then sent out to get the neces- 
sary dealer accounts, and it was pointed out to 
them that in the end it should mean increased 
volume for them, since re-orders were bound to 
come through them in the future. 


To further encourage the men to push these 
lines, which were more profitable than the 
staples, a sliding scale of commissions was ar- 
ranged. As soon as the sales force was thor- 
oughly lined up on the new arrangement, this 
jobber set out in earnest to increase the distri- 
bution of the lines which he had on an exclusive 
basis. 


All this of course meant hard work and real 
selling on the part of the jobber. But the 
point was that the dealers seemed to appreciate 
his efforts more than those of the manufac- 
turers’ representatives who had made infre- 
quent calls and had made no headway toward 
adequate distribution. The dealers apparently 
took more stock in the jobber’s word that a 
certain product would “go over” in their local- 
ity—this because he was one of them and en- 
joyed their confidence. 


* * * 


Your Personal Inventory 


N English newspaper man by the name 
A of Captain John W. Gorby, rece itly ad- 


“~ dressed a body of advertising men on the 
general subject of “Some new demands on the 
Salesman”. The standards of Knowledge are 
being constantly raised and a salesman has to 
know more than he formerly did. In other 
words, the days of the bluffer are ended and 
there is no excuse for the salesman who does 
not know his own business. 


A new method of appraisal is, therefore, in 
order—an appraisal of the man’s value to him- 
self, his firm and society. According to Cap- 
tain Gorby, this should be based upon four 
factors: (1) Knowledge of his goods; (2) 
Genuineness as a man; (8) Business ideals; (4) 
Trusteeship of other people’s money. With 
the days of the regular stock inventory past it 
is perhaps not out of order for every man to 
take an inventory of his own resources, and this 
guide of the captain’s is certainly not a bad one 
as a starter. 





And Tonight— 


and tomorrow night—and for 
all nights thereafter, many a “Standard for Show Windows” 
storekeeper thanks the day some 
Jobber’s salesman made it pos- 
sible for him to have color light- 
ing in his windows. 


On Many Streets— 


we see proof every day that these 
salesmen who work with their 
dealers and contractors are real 
business doctors. When they sell 
color lighting to a merchant they 
have given a good prescription. 


X-Ray Color-Ray 


doubles the pulling power of a 
show window. It attracts more 
people and thereby sells more 
goods. 


Bigger Business 


for you, for your dealer and con- 
tractors and for the merchant 
follows in the path of common- 
sense lighting advice. See that 
your dealers know all about No. 
66 X-Ray Color-Ray! 


CURTIS LIGHTING, Inc. 
1113 W. Jackson Boulevard 
CHICAGO 


31 W. Forty-Sixth St. 3113 W. Sixth St. 
New York Los Angeles 
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At the right—A “Jove” 
X-Ray Reflector with Col- 
or-Ray, No. 66, attached 
ready for use. Color-Ray 
is made for either “‘Jove”’ 
or “Jupiter” X-Ray Reflec- 
tors. Ask for information. 
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When the Credit Man Packed 
» s 
His Grip 
He Found Out Many Things That Mr. Dun and Mr. Bradstreet Had Left Out 
of Their Books—And They All Know Him Now as “Ferd” 


By FRANK B. RAE, Jr. 


OR 14 years F. W. Seywert was an orthodox credit 
) ee an average, old-fashioned, run-of-mine 
credit man, of whom I would not venture to say he 
was any better or any worse than others of the breed. 
He sat in a cushioned chair in an office for eight or 
nine hours every day. On his right was Mr. Dun’s well 


and favorably known book of ratings; on his left a simi- 





caatteaailit 


At the Sales Conference, the Well Worn Buck Was Passed to the Credit Department. 
Order That Had a Smidgin of Fat On It Was Turned Down For Credit. 


Sieve. 


lar hefty tome by Mr. Bradstreet; in files within easy 
reach were numerous and presumably accurate reports of 
folks’ financial status; on his desk lay the day’s orders 
which might be accepted or turned down according as 
whether Seywert’s information and disposition were pro- 
Seywert, I say, was just a good, journeyman 
You know the kind I mean. 


pitious. 
credit man. 





To Hear ’Em Tell It, Every 
Only the Two Per Cents Got Through the 
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Not long ago came a change of management where 
Seywert worked. For one thing, they established a sales 
conference with the laudable ambition of finding out 
what, if anything, anybody knew about the company’s 
sales—to whom made, and at what profit, and if not, why 
not. All readers of Jopper’s SALEsMAN have taken part 
in such gatherings, so we all know what happened—the 
well-worn buck was passed to the credit department. To 
hear ’em tell it, every order that had a smidgin of fat 
on it was turned down for credit; only the two per cents 
got through the sieve. So the new boss invited Seywert 
to sit in the conference. 

It is no part of my present job to tell what happened 
there but the final outcome was highly heterodox. Sey- 
wert slammed down the lid of his old roll-top desk— 
that same dear desk at which he’d sat undisturbed for 
all his 14 tranquil credit man’s years—and went out on 
the territory. I don’t believe he knows why he went or 
what he thought he might conceivably find there. He 
just up and went and the things he learned about sales 
and salesmen, about credits and credit men, and about 
the friendships and good-will and humanities of busi- 
ness—which, in the last analysis, are about all there is 
to business anyway—what he learned about all these 
things is worth your going on to read. 

But before we start, I must give you one illuminating 
side-light. F. W. Seywert used to be Mister Seywert 
to most folks before this trip. Now he’s Ferd to all 
of us. 

“T thought because I knew about men and about their 
accounts that I knew the men and the accounts. I was 
All I had before I went around the territory 
was the facts. What I found out was the truth. There’s 
considerable difference between facts and truth, espe- 
cially from a credit standpoint. . 

“Most credit men are devotees of the three C’s—capi- 
Those three words sum up 


wrong. 


tal, capability and character. 





When 





The Author—His Shape; Face, For- 
tunately or Unfortunately, 
Shaded. 


the 
Were Biting at 
Timigami. 


all one needs to know about a man to pass upon his credit. 
But where we credit men make mistakes—where I per- 
sonally went on making a mistake for fourteen years— 
is in thinking that the reports will give you the truth on 
these points. They don’t. You can’t get a man’s char- 
acter out of a credit report. 

“In my trips I was not introduced as the credit man, 
of course. I didn’t want to scare anybody. The sales- 
men with whom I traveled introduced me as secretary 
of the company, and what I ostensibly called for was 
to glad-hand the trade without accompanying the gesture 
with an order book. This gratified most everybody. To 
have a sure-enough officer of the corporation come around 
seemed to give a real thrill to these small-but-loyal cus- 
tomers. They almost instantly expanded, told me a 
lot about themselves, about their obligations and expec- 
tations, 

“Wherever I could I tried to help them in some way, 
I found that accountancy, record keeping of every sort, 
and estimating are all hard work for these smaller cus- 
tomers. They try to do too much and succeed in doing 
too little, as a rule. With my training and experience 
I was able to be of considerable practical aid to these 
chaps. 

“They told me all sorts of things that I am sure 
they’d never tell a salesman. They would praise a cer- 
tain feature of our service and complain of something 
else; they would talk about the salesman and tell of 
some of his little faults or peculiarities that would mean 
business if corrected; they would explain, often without 
knowing it, why they fell back in their payments at 
certain seasons; and they’d ask for all sorts of advice. 
The result was that I came to know the men we sell to 
—not from a credit-report or financial-statement stand- 
point, but from a human standpoint.” 

“And,” I stuck in at this point, “I suppose you hustled 
back to your desk and cut their (Turn to Page 76) 





Fish 








He Has Passed 
the Whole String With High 
Credit Rating. 


And This Is Ferd. 
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Fan Sales for 1925 


DIEHL MFG. CO., ELIZABETHPORT, N. J. 
ALTERNATING CURRENT— 






































































































Dia. Speed. Black $50.00 
Ceiling 52” Three Finish, List. 
Oscillating 
Bracket 9” One Black 15.00 
and Desk 10” Three’ Black 20.50 
12” Three Black 80.00 
16” Three Black 35.00 
Non-oscillating 
; : : : a a : Bracket 9” One Black 10.00 
F IT is true that lightning does not strike twice in al tik sae ia. aan 16.60 
the same place, the jobber’s salesman this year may 19° Three Black 23.50 
predict that there cannot, in the nature of things, pieces -cauieuenie 16” Three Black 27.00 
be as unusual or bad fan season this year as in 1924. , . Célling 56” Three Black 50.00 
But the same old question arises now as always: “How Oscillating : om 
- > ale , ig oy early >” is not Bracket 9” One Blac 15.00 
can I get the dealer to place his order early It is n rine oA + le ss aps 
beyond us to provide an article of extraordinary wis- 12” Sieee  Winak 30.00 
dom on how to do it, but we are going to do something re _—- 16” Three Black 35.00 
different this year in presenting below a condensed tabu- seeaae 0 - PP an Black hie 
lation of what the leading manufacturers have to offer and Desk 10° Thvee Black 16.00 
in their respective lines. This may save considerable 3 = a — 
. 5 5” ree ack 27. 
thumbing through catalogs to find out what your com- , 2 ~ 
petitors are up to. The information given is for stand- EMERSON ELECTRIC MFG. CO., ST. LOUIS, MO. 
ard types—110-volt, 60-cycle, if a. c. ALTERNATING CURRENT— 
a re ee : F Ceiling Dia. Speed. Finish. List. 
COLONIAL FAN & MOTOR CO., WARREN, O. 32” 335 — — Lacq. — 
si 52” 225 “rench Gray 56. 
ALTERNATING CURRENT— , 56” 225 Dk. Mah. Lacq. 54.00 
Ceiling Dia. Speed. Finish. _List. Oscillating 
eres Bl. Jap. $54.00 Bracket 9” 1550 ~~ Polish BL. 24.40 
Oscillating " and Desk 10” 2100 Dull BI. 15.00 
Bracket 10” 1800 Bl. Jap. 22.50 12” 1600 Polish Bl 31.40 
and Desk 13” 1600 Bl. Jap. 29.00 16” 1600 Polish BI. 36.00 
16” 1550s BIL. Jap. 34.00 12” 1050 Polish BL 33.60 
Non-oscillating 16” 1050 Polish BI. 38.20 
Bracket 8” 1800 Dull Bl. Jap. 10.00 12” 1050 French Gray 35.00 
and Desk 10” 1800 Bl. Jap. 18.00 Non-oscillating 
12” 1600 BI. Jap. 23.00 Bracket 8” 2300 Lt. Mat Brass 7.50 
16” 1550 BIL. Jap. 26.00 and Desk 9” 1600 Polish BI 11.00 
DIRECT CURRENT— 12” 1600 Polish BI. 24.40 
Ceiling 56” 220 Bl. Jap. 52.00 DIRECT CURRENT 
Oscillating Ceiling 56" 230 Dk. Mah. Lacq. 52.00 
Bracket 10” 1800 Bl. Jap. 22.50 Oscillating 
and Desk 12” 1850 Bl. Jap. 29.00 Bracket 9” 1800 Polish BI. 23.60 
16” 1400 BL. Jap. 34.00 and Desk 10” 2350 Dull BI. 15.00 
Non-oscillating 12” 1800 Pol’sh BL. 31.20 
Bracket 8” 1800 Dull Bl. Jap. 10.00 16” 1650 Polish BI. 34.80 
and Desk 10” 1800 Bl. Jap. 18.00 Non-oscillating 
12” 1850 = BI. Jap. 23.00 Bracket 8” 2400 Lt. Mat. Brass 7.50 
16” 1400 Bl. Jap. 26.00 and Desk 9” 1800 Polish BI. 17.60 
eens ; —————— = 12” 1600 Polish BI. 23.80 
ee ee ee ee TE. @. GALVIN ELECTRIC MFG. CO., ST. LOUIS, MO. 
ALTERNATING CURRENT— Pan a ee 
Ceiling Dia. Speed. Finish. i Oe 
EG" 245 Bauer Barff $52.00 ae eene : ‘ ad } 
Oscillating Bracket Dia Sneed. Finish. . . 
‘ f ” »sk ” ah ee y ‘ ’ $32.( 
Bracket 10” Single BI. En. & Nick. 15.00 a rhree Bl. Enam $32.0 
and Desk 10” Three Bl. En. & Nick. 2075 sila nalts seein 
+ ie “a ag . m3 yp and Desk 10” Single Bl. Enam. 12.50 
em csstthaili ee DIRECT CURRENT— 
— : a _ . ae aries Oscillating 
Bracket 10” Three BL. En. & Nick. 16.25 Mracket 10” Tie Be Ween. 29.00 
and Desk 12 Three Bl. En. & Nick. 23.00 ee at a Three Bl. En- 82-00 
DIRECT CURRENT— ALTERNATING OR DIRECT CURRENT (Universal) 
Ceiling 32” Single Bl. En. & Gold 82.00 ~~ Oscillating ‘ - a ( Universal) 
48” Single Bl. En. & Gold 40.00 ; oo 
Oscillating ” Three Bl. En. & Gold 50.00 and Desk 10” Three’ Bl. Enam. 22.00 
Bracket 10” Three Bl. En. & Nick. 20.75 A. C. GILBERT CO., NEW HAVEN, CONN. 


and Desk 12” Three Bl. En. & Nick. 30.00 
16” Three BI. En. & Nick. 35.00 ALTERNATING CURRENT— 





Non-oscillating Non-oscillating 
Bracket 10” Three’ Bl. En. & Nick. 16.25 Bracket Dia. Speed. Finish. List. 
and Desk 12” Three Bl. En. & Nick. 23.00 and Desk 6” 2750 Black $3.95 
ALTERNATING OR DIRECT CURRENT (Universal) — 8” 2100 Ivory 4.95 


8” Single Bl. En. & Nick. 7.50 8” 2100 Black 6.50 
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GENERAL ELECTRIC CO., SCHENECTADY, N. Y. 
ALTERNATING CURRENT— 





Ceiling Dia. Speed. Finish. . List. 
82” 400 Gr. Enam. $40.00 
52” Three Gr. Enam. 52.00 
Oscillating 
Bracket 9” 1500 Gr. Enam. 15.00 
and Desk 12” Three Gr. Enam. 30.00 
16” Three Gr. Enam. 35.00 
Non-oscillating 
Bracket g” 1500 Gr. Enam. 10.00 
and Desk 12” Three Gr. Enam. 23.00 
DIRECT CURRENT— 
Ceiling 32” 400 Gr. Enam. 40.00 
52” Three Gr. Enam. 52.00 
Oscillating 
Ceiling 9” 1700 Gr. Enam. 19.00 
and Desk 12” Three Gr. Enam. 80.00 
16” Three Gr. Enam. 35.00 
Non-oscillating 
Ceiling 9” 1700 Gr. Enam. 15.00 
and Desk 12” Three Gr. Enam. 28.00 








HUNTER FAN & MOTOR CO., FULTON, N. Y. 


ALTERNATING CURRENT—( Universal)— 
Ceiling Dia. Speed. Finish. List. 
52” 225 $52.00 





Oscillating 


Bracket il panes Bl. Jap. 19.50 
and Desk. 12"> — -...:.: Bl. Jap. 30.00 
16” * les: Bl. Jap. 35.00 
Non-oscillating 
Bracket 9” er Black 10.00 
end Desk- 742" ck. Black 23.00 
16” pect Black 27.00 








KENDRICK & DAVIS CO., LEBANON, N. H. 


ALTERNATING OR DIRECT CURRENT (Universal)— 
Non-oscillating 
Bracket Dia. Speed. Finish. List. 
and Desk = 8” 2200 Bl. En. & Nick. $10.50 











NATIONAL SCHEW & MFG. CO., CLEVELAND, O. 

ALTERNATING CURRENT— 
Gyrating Dia. Speed. Finish. List. 
Column 15” 1400 Bl. Enam. aes 
Gyrating 
Ceiling 15” 1400 Bl. Enam. 

DIRECT CURRENT— 
Gyrating 
Column 
Gyrating 
Ceiling 15” 1500 a | eee 





15” 1500 ee 








PEERLESS ELECTRIC CO., WARREN, O. 
ALTERNATING CURRENT— 





Ceiling Dia. Speed. Finish. List. 
er | ~sacue Bl. Jap. $54.00 
Oscillating 
Bracket 10” 1800 Bl. Jap. 22.50 
and Desk 12” 1600 Bl. Jap. 29.00 
16” 1550 Bl. Jap. 34.00 
Non-oscillating 
Bracket 8” 1800 Dull BI. 10.00 
and Desk 10” 1800 Bl. Jap. 18.00 
12” 1600 Bl. Jap. 23.00 
16” 1550 Bl. Jap. 26.00 
DIRECT CURRENT— 
Ceiling 56” 220 BI. Jap. 52.00 
Oscillating 
Bracket 10” 1800 Bl. Jap. 22.50 
and Desk 12” 1850 Bl. Jap. 29.00 
16” 1400 Bl. Jap. 34.00 
Non-oscillating 
Bracket 8” 1800 Dull Bl. 10.00 
and Desk 10” 1800 Bl. Jap. 18.00 
12” 1850 BI. Jap. 23.00 
16” 1400 Bl. Jap. 26.00 








ROBBINS & MYERS CO., SPRINGFIELD, O. 
ALTERNATING CURRENT— 

Ceiling Dia. Speed. Finish. List. 

56” 225 Black $54.00 





Oscillating 
Bracket 9” 1850 Black 21.00 
and Desk 10” 1580 Black 21.00 
12” 1550 Black 30.00 
16” 1500 Black 35.00 
Non-oscillating 
Bracket 8” 1550 Black 10.00 
and Desk 9” 1850 Black 15.00 
12” 1550 Black 28.50 
16” 1500 Black 27.00 
DIRECT CURRENT— 
Ceiling 56” 225 Black 52.00 
Oscillating 
Bracket 9” 2200 Black 21.00 
and Desk 12” 1550 Black 30.00 
16” 1500 Black 35.00 
Non-oscillating 
Bracket 9” 2200 Black 15.00 
and Desk 12” 1550 Black 23.50 
16” 1500 Black 27.00 








SIGNAL ELECTRIC MFG. CO., MENOMINEE, MICH. 








ALTERNATING CURRENT— 


Oscillating 
Bracket Dia. Speed. Finish. List. 
and Desk 9” 1700 Alum. $16.00 
Non-oscillating 
Bracket 9” 1700 Alum. 10.00 


and Desk 8” 1800 Bl. Jap. 7.00 
ALTERNATING OR DIRECT CURRENT (Universal)— 
Oscillating 
Bracket 


and Desk 8” 1800 Gr. Ducon 9.75 








WAGNER ELECTRIC: CORPORATION, ST. LOUIS, MO. 
ALTERNATING CURRENT— 





Ceiling Dia. Speed. Finish. List. 
56” 225 $52.00 
Oscillating 
Bracket 12” Two 30.00 
and Desk 16” Two 35.00 
Non-oscillating 
Bracket g” 1500 10.00 
and Desk 12” 1500 23.00 
DIRECT CURRENT— 
Ceiling 56” 225 52.00 
Oscillating 
Bracket ig? Two 30.00 
and Desk’ 16” Two 35.00 


Non-oscillating 
12” 1500 23.00 








WESTINGHOUSE ELECTRIC & MFG. CO., EAST 
PITTSBURGH, PA. 
ALTERNATING CURRENT— 





Ceiling Dia. Speed. Finish. List. 
56” Two Dull BI. $52.00 
36” 440. Dull Bl. 42.50 
Oscillating ? 
Bracket 10” Three’ Black 20.75 
and Desk 10” Three Ivory 22.00 
12” Three Black 30.00 
16” Three Black 35.00 
Non-oscillating 
Bracket 10” Three’ Black 15.00 
and Desk 12” Three’ Black 28.50 
16” Three’ Black 27.00 
Column Gyrating 
(Double) 12” 1050 Black 110.00 
DIRECT CURRENT— 
Ceiling 56” Three Dull BI. 52.00 
Oscillating 
Bracket 10” Three Dull BI. 20.75 
and Desk 10” Three Ivory 22.00 
12” Three Dull BI. 80.00 
16” Three Dull BI. 35.00 
Non-oscillating 
Bracket 10” Three Dull BI. 15.00 
and Desk 12” Three Dull BI. 23.50 
16” Three Dull BI. 27.00 
Column Gyrating 
(Double) 12” 1050 Dull Bl. 110.00 
ALTERNATING OR DIRECT CURRENT (Universal)— 
Oscillating 
TR Sra Black 7.50 


Non-oscillating 
ee. setae Black 7.50 
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Making Yourself Worth More 


No Contest, Pep Talk or Bonus Plan Will Put Into a Salesman Anything 
That Was Not There Before—They Only Spur Him to Use It 


By FRANK FARRINGTON 


that his sales manager is anxious to keep him stimu- 

lated to full selling capacity. He has had plenty. of 
evidence that. the sales manager spends a good deal of 
time in devising methods for speeding up the selling force. 
Some salesmen have had so much of this prodding that 
they are sore about it and wish they might be left to 
their own devices. They are tired of pep talks and team 
contests and inspirational letters and bulletins. 

What not all salesmen are prepared to admit is that 
the selling force of which they are members needs stimu- 
lation if the business is to be profitable, and what they 
sometimes forget is that 
if they do more business, 
unless they work under a 


"Tiree i is probably no jobber’s salesman but knows 





shortsighted or unfair 
management, they will 
receive more salary or 
commissions, or both. 





The salesman must, in 
the long run, be paid in 
proportion to the amount @ 
of business he produces. Be 
No salesman has a right BS = 
to expect that he will 
continue to receive the 
same salary if his sales 
decrease, and no sales 
manager has a right to 
expect that he can hold 
without in- 

remunera- y 


with 


a salesman 
creasing his 
tion in proportion as his 
sales increase. 

There are 
who seem to have the 
idea that they should be 
given a raise just be- 
cause they have been with the concern so many months 
or years. That is the wrong idea. No matter if a sales- 
man stays with the same house 10 years, if his sales total 
no more for the tenth than for the first year, there is no 
reason why his pay should be larger. 

The only real basis for a request for more money is 
ability to point to increased sales, to be able to show 


salesmen 


that you are earning more and so are entitled to receive it. 
There is nothing to the promise you make to yourself 
that if you are paid more you will hustle and turn in 
The sales manager does not raise sala- 
It works the other way around. 


more business. 


ries on that basis. 


When you hustle and turn in more business, then you 
get paid more money. 
will not make him a better salesman. 


Paying a salesman more money 








“Foxy Sales Managers Appeal to Our Interest in Prizes and 
in Contests.” 


You, as a salesman, want more pay. Then go after it. 
Don’t waste time waiting and hoping that someone will 
recognize you for a go-getter before you have demon- 
strated that you are such. There is just one way to get 
an increase in pay, and that is to earn it. 
ceive it after you have earned it, not before. 
Children must continually be urged to do the things 
that are for their own good, that are essential to their 
own growth and development. One thing that leads me 
to believe that what the psychologists say may be true, 
that the intelligence of the average adult is that of a 
normal 15-year-old, is the fact that salesmen must con- 
tinually be reminded that 
for their own advantage 


You will re- 


they should hustle 
harder. 
Children are not the 


only ones who must be 

urged to do what is to 

their advantage. People 

want to be safe and to 

avoid accidents, but it 

takes a “Safety Week” 

or a “Safety First Cam- 

paign” to sell people on 

the idea and get them to 

practice its rules. New 

York City, by strenuous 

Yj advertising effort during 

“Safety Week’ reduces 

1 the number of accidents 

for the period to 50 per 

cent of Why 

couldn't the people effect 

that without 

any campaign to put it 

They could—but 
they do not. 























normal. 














I | reduction 
“ 


over? 


The 


force of salesmen could increase their sales by individual 


Just so with the electrical jobber’s salesman. 


personal endeavor just as much as they may increase 
them under the whip of the sales manager. They could, 
but do they? They do not ordinarily. They jog along 
in the rut and wait for the stimulation they may condemn 
when it comes. 

No contest, pep talk, bulletin, letter or bonus plan will 
put into a salesman anything that was not there before. 
It only spurs him on to use it. 

There are some salesmen who are top-notchers anyway, 
who have in them that ambition and energy that makes 
hundred-pointers of them whether anyone stimulates 
them or not. They start at the bottom and finish at the 
top, no matter what helps or obstacles they encounter. 
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These men steam ahead all the time without regard to 
conditions. They know the boss wants them to do their 
best and that may help, but they would do their best 
anyway. They are that kind. They cannot be satisfied 
with doing any less than their best. Such men succeed 
in whatever they undertake and it is too bad that more 
of us are not that way, but more of us could be that way 
if we tried. 

It is an old and a true saying that you can’t keep a 
good man down, but for all that, there are men who think 
they are good salesmen and think that someone or some 
force is keeping them down when they ought to be up. 
If you are kept down by any circumstances, you may be 
sure that the responsibility rests mainly upon yourself. 
You are not trying hard enough to climb up, or you don’t 
know how to do it. 

It may be that you lack energy, or it may be that you 
have plenty of energy but lack sufficient knowledge of 
electrical merchandise. There are men who know all 
about salesmanship but fail because they do not know 
enough about their line. Usually, however, any sales- 
man who uses all the brains, all the ability he has, will 
get ahead and will not need boosting. 

Sometime ago I read an account of how the Todd 
Protectograph Co. helps its sales force to better work 
through a house organ which it calls the ““Klassy Klothes 
Kronicle.’’ In this the salesmen are urged to give more 
care to their dress. There was a “Clean Up and Doll 
Up” contest put on and the men were urged to clean up 
their territory and doll up themselves. 

It seems to me that such a plan lacks something of 
being perfect. It may have produced and probably did 
produce results, because salesmen do not always give as 
much care to dress as they might, but isn’t such a method 
getting a good way away from good business methods and 
almost burlesquing the idea? 

Salesmen ought not to allow themselves to reach a 
point where they are made the subject of such a campaign 
I don’t believe there are many electrical 
supplies salesmen who need the prodding of any “Klassy 
Klothes Kronicle” to keep them looking fit to meet their 
trade. 

All of us, from school children up, respond to the 
stimulus of some kind of a prize offer. 


as the above. 


Foxy sales 
managers realize this and they appeal to our interest in 
prizes and in contests. But the best return and the only 
sure return a man gets from such a contest is the increase 
in commissions, the increased pay due to increased effort. 
Why cannot we do the additional work, make the ad- 





ditional effort that brings increased return, without re- 
quiring the sales manager to club us into it? 

Those salesmen who do not have to be boosted or driven 
into making all the effort of which they are capable are 
probably no better than you in salesmanship. You may 
know more about electrical goods than they. You may 
know your trade and its requirements better. The point 
wherein they beat you is in doing their best all the time, 
every day they are at work, while you do your best, per- 
haps, only when stimulated to it. 

All that stands between some men at the bottom of 
the sales force and other men at the top is their lack of 
that aggressive spirit that moves men to strenuous effort, 
to doing their best all the time instead of occasionally. 

Other men cannot do much better work under the whip 
of the anxious sales manager than they will do of their 
own free will. They are willing workers, but they do 
not know how to work to advantage. They have started 
out to sell goods before knowing enough about salesman- 
ship or about the line they want to sell. These men need 
to be urged to study rather than urged to work harder at 
selling. The man who works hardest at trying to sell 
electrical goods for the jobbing house behind him may 
lack a good deal of making the most sales. He may be 
making too hard work of what he does. There is a right 
way and a wrong way and the wrong way calls for harder 
work and produces less results. The wrong way sales- 
men need first of all to learn the right way. If such 
salesmen are stimulated, they ought to be stimulated to 
learn rather than to practice, but they ought to realize 
for themselves the fact that they are lacking in knowl- 
edge. They want to be worth more money and they 
ought to understand that they have it in their power to 
make themselves worth more. They ought not to wait 
to be stimulated. 

You may know enough about your line to sell it to the 
dealer who is himself none too well informed and who is 
a minor factor in the trade. You may be able to handle 
that man’s business because he does not ask you questions 
you cannot answer and because he is not being visited 
by some competing salesman who shows him what really 
intelligent salesmanship is. I hope you do not belong in 
that classification, but you may. If you do, you realize 
that you are failing to get the business of the better class 
of dealers, and you are failing to get business in com- 
petition with salesmen who excel you. 

One of the certain ways of making yourself worth more 
is to study your business faithfully, learning more about 
your merchandise, the products. (Turn to page 88) 


| 











The Aggressive Spirit 
Fills In This Gap \ 


_Bottom of the Sales Force 
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Problems 


Questions Relative to 
the Operation of a 
Sales Department An- 
swered from Month 
to Month by Aggres- 
sive Sales Managers 


Manufacturers’ Literature | 

S FAST as possible I am having | 

A manufacturers put the names of | 

our salesmen on their mailing lists 

and send copies of all literature direct 

to the salesmen’s homes. Here they have more op- 

portunity to give it undivided attention than they have 

during the few hours they spend in the office, with its 
distractions. 

Personally, I keep an envelope in my desk marked 
“salesmen as a whole” in which every piece of new 
literature is put when it comes in. Periodically I take 
this envelope home and give each piece at least one care- 
ful going over, marking each important new development 
or sales pointer. The marked copies I then bring into 
cur next sales conference—these are held on the average 
every two or three weeks—and quiz the men individ- 
ually and collectively on the most important points. 
In other words, the literature forms the basis of a kind 
of school work in which we all are expected to take 
an interest. 

The salesmen when outside carry samples of some 
of the most important pieces of literature, using them 
either to substantiate their sales arguments or to interest 
the dealer in using quantities, In the latter case, the lit- 
erature is often supplied direct from the manufacturer to 
the dealer. Certain kinds of literature we keep in stock, 
however, in a special room which is furnished with 
numbered bins for the purpose and a chart giving the 
manufacturers’ names and the bin numbers. This is 
always kept in order so that any of the office force 
can find the necessary literature without loss of time. 
Frequently, in going over our records, I will have quanti- 
ties of certain literature sent to selected dealers whom 
I know will make good use of it, and ship from this 
office stock. Our salesman who has the customer is always 
notified of the shipment and on his next call checks up 
to see what disposition has been made of it. 

In general, I think that the manufacturer’s literature 
is one of the most important adjuncts in selling any 
line. It cannot be too thoroughly analyzed, and then 
utilized to its full possibilities. At the same time, 


I believe that there is too much waste under the present 
plans of distribution which the average supplier em- 
ploys. 
than not enough. 


Manufacturers as a rule send too much rather 
Every piece that does not eventually 





of the Sales Manager 


Answers this Month 

By Mr. O. H. Frickel, 

Sales Manager of 

Republic Electric 

Company, Davenport, 
lowa 


reach a dealer represents an economic 
waste and a _ merchandising expense 
which has to be borne by all of us. 
The fault is not at all to be laid to 
the manufacturer’s door for we are all 
to blame in a measure. The manufacturer's representa- 
tive comes in. He is a chap we like and always anxious 
to help. He has a new booklet that looks like a winner. 
We opine that we can use some of them to good advantage. 
“All right, says he. Put you down for a couple of 
thousand.” And we let it ride. Perhaps a thousand is 
all that can be used after more mature study of the 
situation. This method is too easy-going. The manu- 
facturer should be more stringent with us, and we, in our 
turn should analyze our requirements more closely. 


Entertainment 


In a general way, I would say, “ don’t start anything 
you can’t stop.” There is a manufacturer’s representa- 
tive I know who always has with him a very good brand 
of cigars. Invariably one of them is laid on my desk 
when he comes in. It is just a little sort of habit of 
his, and, being human, I have the same sort of habit 
of picking it up and starting to operate on it. The pro- 
cedure does not mean much more to either of us by 
this time than a hand shake. Yet in his rounds he 
must pass out hundreds where a pleasant word or smile 
would mean as much. I do not mean to say that a good 
cigar does not occasionally have its place. But, to use 
an expression sometimes used by printers and ad writers 
—all display is no display. You interlard your copy 
with capitals, italics, underlined words, etc., until nothing 
really stands out. In the same way, you can, as sales- 
men, come in with every pocket bristling with cigars 
(where perhaps you should be carrying a new sample 
or two) and you can give them out wholesale until 
there is absolutely nothing in the gesture. Whereas, if 
just occasionally a perfecto is pulled out, handled lov- 
ingly and presented with just the right touch of ceremony 
it will mean something. 

There is one form of entertainment that we believe 
in thoroughly and do as nearly in correct form as we 
know. Twice a year we give a banquet to our con- 
tractor-dealers. This is given in the best hotel and con- 
ducted along the lines that would be followed by a 
chamber of commerce, or a trade or technical organiza- 
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tion. Booze is taboo. Liquor is a good social lubricant, 
but in a crowd there are always one or two who can- 
not stand it and make fools of themselves in public, 
and who will come to you the next day literally with 
tears in their eyes say “Why did you let me do it?” 

We find that these dinners, conducted along dignified 
lines are attended practically 100 per cent and have 
helped materially in bringing about more friendly rela- 
tions among the contractor-dealers in our territory. 

Another thing which we do not forget is to send a 
nice bouquet of flowers to any of our contractor-dealer 
friends This should come under the head 
of “entertainment” for there is no time when one needs 
We 


get a lot of satisfaction ourselves from doing this and it 


who is ill. 
more to be entertained than under such conditions. 


is always appreciated. 


Sales Letters, House Organs 


We get out a monthly price list, fully illustrated and 
containing at present 16 pages, although this is to be 
considerably enlarged. This goes to all prospects and 
customers. 

One of the features on the front page has caused con- 
siderable comment. Our slogan is “Service With a Smile.” 
This is prominently displayed and under it are shown 
Many 
who receive the publication have said that this serves as 


the pictures of our executives and sales force. 


an intreduction to all of our men and that they have be- 
come “acquainted” with them, so to speak, even before 
they called. So we shall keep it up. 

At every sales meeting I pick out half a dozen or more 
lines and dwell upon them, starting a sort of contest 


among the men on the sale of these particular products. 


hen I send a sales letter every Saturday to each sales- 
man, outlining progress made with each of these lines— 
a kind of score sheet with each man’s sales tabulated. 
This is a source of considerable friendly competition 
among all of us. 


Sales Manager’s Visits to Customers 

Our motto is “Courtesy and Service.”” On the visits I 
make through the territory, I aim first to cement a closer 
friendship and relationship between our customer and 
our salesman who travels that territory; to cement him 
closer to the house and myself. 

I have found that occasional visits through the territory 
are very much worth while, but order-taking should 
not be the main purpose of my visit. I am inclined to 
feel that our representative should be of that type and 
standard that he will sell himself to such an extent as to 
receive his share of the business. The dealer is no differ- 
If the manufacturers’ 
representatives cannot sell themselves or their goods when 
calling on us, it would be useless for their sales managers 
to make a call. What I have in mind in this case is 
when a manufacturer is trying to induce us to handle his 
line which will parallel some lines which we already handle 
but of another manufacturer’s make. It will take person- 


ent than ourselves in this respect. 


ality alone to make any change outside of price and qual- 
ity, of course. 

The only time that, as sales manager, I try to get 
business, or orders, is at those places where we at one 
time received support, but for some reason or other the 
customer has dropped off of our books; and at those 
places only when our men do not seem to get any business 
after calling on the customer repeatedly. 





Twenty-Year Men at Memphis and St. Louis 


During the year 1924, eight Memphis and St. Louis workers 
of the Wesco Supply Co. had rounded out 20-year terms of 
years 


continuous electrical service. Despite this stretch of 








St. Louis Group—From left to right are: Jules Tripple 
warehouse superintendent, employed by Wesco, April, 1904; 
Edwin Hein—service manager, employed by Wesco, April, 1904; 
John L. Buchanan—president and supervising manager, St. 
Louis, employed by General Electric Co., October, 1904; L. R. 
l.ink—-secretary and treasurer, employed by General Electric 
Co., August, 1908. 


“Reliability.” 





these men are still in the bloom of youth, so to speak, the oldest 
heing 50 and the youngest 34. All occupy active parts in the 
Wesco service and give background to the trade-mark word, 















Memphis Group—From left to right: W. R. Herstein—vice- 
president and supervising manager—Memphis and New Orleans, 
employed by Electric Supply Co., January, 1904; E .W. Frye— 
field representative in ‘Tennessee, employed by Electric Supply 
Co., August, 1904; W. A. Munding—sales manager, employed 
by Electric Supply Co. July, 1904; Thos. Sneed—mail clerk, 
employed by Electric Supply Co., August, 1904. 
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Profit-Making Pointers for Your 
Dealers 


Every Time You Can Get a Dealer to Put One of Them to Work You Boost 
Your Own Sales As Well As His 


HERE is a certain date which 
that has 
considerable news interest to 





occurs this month 





which your customers can 
tie up, and that is Friday 
the Thirteenth, which also 


occurs similarly in March. 





The following idea can be 


Superstition 
Psale 


part of next month. 


passed on to the customers 
you call on, the first week 
of this month, and the first 
Ask the dealer during the interview 

Follow this with the “discovery” 








L 





if he is superstitious. 
that there is a Friday the Thirteenth in the calendar 
month. Then drop the hint that everyone in his locality 
will be talking about “superstition” on that day. Suggest 
then that he tie up with the “News Value” of the day by 
conducting a “Superstition Sale.” Get him to run a se- 
ries of small black teaser advertisements in the news- 
paper for the three days preceding, the thirteenth, say- 
ing “Next Friday is the 13th. Are you superstitious? 
If you are, watch our window!” On the day before, 
Thursday, change the copy to read, “We will give every 
thirteenth purchaser who comes into our store on Friday, 
any article in the store valued up to $5.00.” 


The advertising should be localized in the dealer’s 
window, by placing posters, enlarged duplicates of the 
newspaper's ads as teasers. On the day of the ‘“Super- 
stition Sale,” a poster should carry the offer that is 
made to every thirteenth purchaser that comes into the 
store. The dealer will back up a little on giving away 
that mtich merchandise, but it is easy to show him what 
his gross volume would amount to if he were compelled to 


give away any quantity of merchandise as premiums. 


HE coming month is one in which all of your cus- 

tomers and potential customers are looking for an 
opportunity to get rid of stock which they have carried 
over. This is particularly true of stock which was bought 
for Christmas, and wasn’t moved in January because of 
Make it a 
business this month to look around carefully in each cus- 


the stagnant condition of post-Xmas trade. 


tomer’s store, making mental note of the items displayed 
which seem to be overstocked. Then open your canvass 
with this statement, “Before I talk to you about new 
stock on some of your items, I would like to help you 
Then 


tell him about the plan used by an Indianapolis dealer. 


get rid of some of these shelf warmers at once.” 


This dealer had overstocked on curling irons, marcel 


irons, and Xmas combination sets. This dealer sent out a 


government postal card to a list of 2,000 names hand- 
picked from the telephone directory. The postal card 
carried the following message: 

Dear Friend: 

Just got a tip from one of the clerks in Brown's 
Electrical Shop that they are overstocked on curl- 
ing and marcel irons and that they are planning to 

I happened to 
overhear the prices they are to advertise at, and it 
looks to me like a remarkable value. Suggest that 
you watch their window, for an announcement of 
the day of the sale, as I think they will be snapped 
up before noon at the price they are offered. Every 
thing smooth sailing here. E. W. 


close them out by a special sale. 


The text on each postal card was in script. It was 
written by a good penman in the store, and from the 
original a zine plate was made for by printing it on the 
card. The address on each postal card was written in 
hand by the same girl who wrote the original “form.” 
Two day’s after the cards were mailed the sale started. 
One day before the local newspaper carried an announce- 
ment of the sale. The entire lot was cleaned out in two 
days, in addition to a fair amount of other merchandise 


which was sold without a mark-down. 


EEP after vour customer’s 
dead stock. Get it cleaned 
out during February. 


Money is made on the use 


of money and not on 
merchandise. What your 
customers need is turnover 


on their investment, and it’s 
up to you as their ‘‘busi- 








ness advisor” to help them 
get their money out of slow 
moving items, and get it into saleable merchandise. A 
so-called “Mystery Advertising Campaign’’ will appeal 
to any number that you ca!l on as a good plan for Feb- 
ruary or March. The first move in a Mystery Campaign 
is a liberal sized mystery advertisement in the local news- 
paper, containing a cut showing a huge hand inserting a 
key in a lock. 





The type need not contain the name of the store. It 
should merely read: “The mysterious key—the picture 
tells the story.” This can be followed by the same ad- 
vertisement with this copy at the bottom: “The mys- 
terious key—Watch your door knob.” Attach to the 
doorknobs of every house in the town big pasteboard 
keys, six inches long and three inches wide. They should 
bear no inscription and by this time the curiosity of the 
entire town will be thoroughly aroused. 
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Then comes the explanation. Every person within a 
radius of 20 miles should receive another big key through 
the mails. In one side of this should be the address of 
the person to whom the key is sent and on the other 
side the message: “The mysterious key—the Black Ap- 
pliance Co. requests your presence at its aniversary cel- 
ebration next week. Our big circular tells the story.” 
With the key should be a large handbill which details 
the plans for the celebration, giving particulars of the 
program and entertainments arranged and quoting spe- 
cial prices on practically every line of merchandise 
handled. 


The day the sale opens pasteboard keys again are to 
be hung at the doors of every house in town bearing the 
words. “This key opens the biggest anniversary sale you 
ever attended.” 


T. PATRICK’S DAY oc- 
curs the third week in 
March, and every jobbers 
salesman ought to have 
one good resale idea to 
pass on to his customers 
for capitalizing on the 
“wearing of the green.” 
A good opener for the 
coming week might be: 
“What are you doing, Mr. 
Dealer, in the way of preparing for St. Patrick’s Day?” 
Of course he will come back at you with, “What do you 
mean, what am I doing to prepare for St. Patrick’s 
Day? Suppose I'll wear a green necktie.” You can 
follow this with, “You might be interested in a plan 
used last year by a Philadelphia appliance store on 
March 15, 16 and 17, that practically cleaned out all 
of their dead stock. 




















“They took their letterheads a week in advance of 
these dates, and had a strip of green printed at the top 
and bottom. On this green letterhead, they sent a 
letter to their entire mailing list, stating that they had 
ordered 200 small potted shamrocks to give to their 
customers, as long as the 200 lasted. They were to be 
given free, but the letter suggested to the individuals 
who received it that it would be a good plan for them 
to look around in their homes and see if they needed any 
new lamps, plugs, etc., before they came down to the 
store. 

“The plants when they were received were placed 
in the window, with a sign which said that they were 
free to any customers whose name was on their books. 
Their newspaper advertising carried the same _ story, 
three days before the seventeentl . 

“On that day, this merchant «:stimated that over 400 
people visited his store, and tlhe majority of those re- 
ceiving plants remained to Suy some item that they 
needed to show their appreciation.” 

We suggest to jobbers’ salesmen that if they pro- 
pose the plan that they find out in advance from a lo- 
cal florist about securing a quantity of shamrocks, and 
what the price would be. If the customer is too small 
to afford the plants as a gift, they can be offered with 
certain items of merchandise or with a certain amount 
purchased during the three days. 





yeaa have been numerous plans for getting a deal- 
er’s customers to buy shares of stock in the dealer’s 
business, thus placing the financial responsibility upon 
the consuming public. Some of the largest and most 
staple commercial enterprises in this country have been 
built upon this basis. The obvious advantage is that peo- 
ple are interested in buying their merchandise at their 
“own store” and are constantly sending their friends there 
as well as boosting at all times. O. W. Breidenthal Co., 
Kansas City, ties up such a plan with the promotion of 
their electric washing machine sales. We suggest that 
jobbers’ salesmen pass the idea along to their customers. 

It is possible that no plan of this kind has been used 
in their community—and it might be well received. The 
Breidenthal company permits the purchasers of electric 
washing machines to earn the price of the machine them- 
selves. When the purchaser, or any other customers of 
the store, suggests the names of other women who might 
be interested in a washing machine, the purchaser re- 
ceives a $5.00 certificate for each sale made. When 20 
of these have been earned, the holder is given a $100 
share of stock in the company. This is stock entitled to the | 
regular dividend rate, and cnce the customer becomes a 
stock holder, it is only natural for him to work for the 
company’s success. 


PROGRESSIVE young 
jobbers’ salesman in a 
southern New York terri- 
tory, which he travels by 
auto, takes his customers 
out to the curb to sell them 
their radio outfits and sup- 
plies. He has fitted up his 
automobile with loop an- 
tennae, a power amplifier, 
and a receiver. When he 

drives into a small town, he parks his car in a con- 
spicuous place, and tunes in. He then places a sign on 
the front of the car reading that outfits and supplies like 
this can be purchased at............ (mentioning the name 

of his customer). When this jobber salesman comes to 
make up his order on radio supplies, with his customer, 
he asks him to step out to his car to see what he is do- 
ing to help the dealer advertise in his own town. He 
then suggests that the dealer fit up his car in the same 
way, and that he keep it tuned in when he is driving 
about town in the evening, and that he keep it tuned 
in when he keeps it parked in front of his place of 
business. You might mention to your customer that 

M. A. Bowlin, a dealer in Jacksonville, Fla., fitted up 
his auto in this way, and packed the curb and half of 
the street wherever he parked, and that he sold out all 
of the outfits he hed in stock the first 10 days after the 
first demonstration, and had to wire for sufficient stock 
to fill the requirements of his customers. 














ICK out in each town that you are working this 

month either your best customer or your best prospec- 
tive customer and use the following “entering wedge” to 
secure an order for electric appliances. The suggestion can 
be used to build up the order for appliances, around which 
can be grouped the necessary stock of supplies that should 
go with such an order. The suggestion is based on a plan 
worked out by C. E. Culver Co., (Turn to Page 74) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* 


CENTRAL STATES* 
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MARKET PRICES MARKET PRICES MARKET PRICES 
Dec. 15 to General Dec. 15 to General Dec. 15 to General 
COMMODITY Jan. 15 Trend Jan. 15 Trend Jan. 15 Trend 
BlalslSlqiElglalelela| El gialslaiiit 
m | a Slal/fXl(Hlal8] slalaelRlalA 

Transformers, insulators, distribution equipment $i] 6] 1,80] © 1/14] 7] 1) 21] 0 1 0 Bud &.. 
Poles and pole-line hardware ............... oot SEE T @l SEW, O Si/iS| 4] 2119; 1 ri i St 4 aed 0 
Switchboards and accessories .................. 2110} 9] O|; @1! 0 24 9} Si Eley 3 tT Si Sy 2 ad 1 
Motors and control apparatus ................. Sill] &| Oj] 18] 1 Ro ll | 6 Ra But of 6i 3 SA 0 
eg. A ee eee ee 14/12] 4] O;}@8} 2} 11} 11] Of} Of] 19] 8 rat Bt 1 Bul BJ 
WIE GUNN. Vices deac news Gove ces cee atta 14 | 16 0 2 | 28 0} 11) 11 0 0 | 22 0 4 + find 0 
CY GABA ods bb aes chins ca ivdaeeeae 16} 14] 0 _# 26 | 0 al 10} 1 ‘ied head So} Si 31 98 ed wd 
PONE sos heey ike hides o's a eee ee cened 11/15] 4] 0] 29] 1 7115] 0 Kd | 88: 0 0; 1 Bee 0 
RR. Commi GAO, Orin cid uke eine coseeds 16 | 13 1; 19] 11 0} 11] 11 laa Bod Bes 6 2 1 7 | 0 
Whee rile os a al itis aileklenidabumn'cs eecas 4 | 20 5} 18/11 0 8 | 12 2 abel 5 0 2 6 0 5 ® 0 
ORION FE idizsd scion. Waa be eines Racebao pce 25 6 0 0} 18) 18 |] 15 8 0 be bad | a8 7 2 0 1 |»: ll 
ig ik oes tien hescsdievenscs 4;16/ 9] 0] 29] O 6/16] 0 aad | 0 0; 8] 1] O Budi 0 
Commercial lighting units..................... 7310] 7| O| 24 5| 14] 2 ce | ne 2}; 5] 1 1 pe 1 
Residential lighting units...................... Gi Si @] @feel ¢ 41/10] &5| 1|15] 8 2} 8} 1] 0 diac 0 
Street lighting equipment...................... $] 4/11 ELIT 0; 6/138] 0; 18 0; S$} 3] 0 Ken 0 
oaking appliances ..6..cccccscccces secees Is}1s| 2] 1/2) 4] 9/15) 1] 1/15} 7H] S$} 5] 1] Of 6] 8 
Motor-driven appliances ..........seeeeeees $/15] 6] 0| 2] O 1; 12] 9] 1/21] 0 0; 5/ 2] Oo| 7] Oo 
PRM ales cee he ste weG cnepnrisk sas on elmenge 0 19 0; 19 0 1 1; 18 0 a |» 0 2 3 1 4 
WINN 6 Koa, Seana, eis aed tee «aed 23 1 0 0 | 24 0 || 18 2 0 0; 19 1 5 1 1 0 Bud 1 
Flashlights and batteries...................... 13/11] 4] 0] 28] Of}, 15] 6] 1 Bu | iad 8 bee | o Ew, Bad 0 
Tialeeme OI. on ono ccc ce kccccsecccens: 0} 8/13] 0] 16] O Oo} @] 187 @} 18} @ 0 &, a2 Sa Ba | oO 
RRA TRON ION 5. si «olen sinic.c Seseree ors beans ens 10 5 3 Be i: 0 q 5 + 1115 0 2 1 0 1 2 0 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla 
homa and Texas; Central States all between. 
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Are You a Good 
Hand-Shaker, 
Speech-Maker 
and Baby-K1sser 


T IS said that a great manufacturing com- 
pany employs a golf expert. It is the busi- 
ness of this man to see the superintendents 

and presidents of subsidiary companies and talk 
to them about golf. They 
like to talk with a man 
who knows the game, and 
can show them a new 
stroke, and the like. This 
man does not know any- 
thing about the business 
of the firm by which he is 
employed, and cares less. 
He simply knows about 
golf. The company recog- 
nizes the value of the 
margin of success. It is 
not only what is printed 
on the page, but the mar- 
ginal footnotes that 
count. 

A famous _ furniture 
dealer employed a man to 
collect the material for 
his speeches and some- 
times put them into shape. 
He recognized that a part 
of the success which he 
coveted was due not to 
selling furniture but to 
making speeches at dinners. 

Personal appearance counts. Not neces- 
sarily in its direct effect, but as a marginal in- 
fluence upon your customer. A man may be so 
rude and gruff that he cannot interest people. 





The Margin of Success 


Certain Accomplishments Quite Foreign to the Practical Knowledge of Your 
Business Are Essential to Success 


By DR. FRANK CRANE 


But the ability to converse fluently is an asset 
to any man, It may not pertain to the subject 
in hand. It has a marginal value. 

Most men who are elected to political office 
owe their success entirely 
to the margin. A man is 
not selected for mayor or 
governor or president be- 
cause he is best fitted tg 
do the job, but because he 
is a good hand-shaker, 
speech-maker and_ baby- 
kisser, none of which arts 
he needs in the discharge 
of the duties of his office. 
They all come along in 
the margin, and are bet- 
ter appreciated by the 
people than his solider 
qualifications. 

It may be that the solid 
and enduring qualities 
last the longest. But they 
do not get the man his 
position in the first place. 
Very often the success of 
a salesman or of a repre- 
sentative of a firm de- 
pends more upon his mar- 
ginal qualities than upon 
his knowledge of the business in which he is 
engaged. 

There is no use quarrelling with this trait of 
human nature. It is present, and we must take 
account of it. 


Copyright, 1925, by Dr. Frank Crane 














An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 


Sufferers from cancer 
of the throat need no 
longer fear a_ radical 
operation because it in- 
volves removal of the 
larynx, or “voice box;” 
for science’s latest gift 
to the human race, illus- 
trated here, is the West 
ern_ Electric-Mackenty 
artificial larynx,  de- 
veloped by Dr. John E. 
Mackenty of New York, 
and Dr. Harvey Fletcher 
of the Western Electric- 
A. 'T, & 'T. laboratories 
When the larynx is re- 


moved in cancer operation the 
windpipe is provided with an 
orifice in the front of the neck, to 
permit breathing, and the victim 
can make no intelligible sounds. 
This artificial larynx, provided 
with a pair of rubber vocal cords, 
sets in vibration the air forced 


up from the lungs, and_ these 


vibrations are carried through the 
“pipe stem” to the mouth, where 
they are modified by lips, teeth, 
tongue and soft palate as in ordi 
nary speech. 


Bob Emery of WEEI is seen 
broadcasting “word pictures” of 
shoe styles. In order to get the 
proper inspiration he looks at 
what he is talking about—Under 
wood, 



























Following the adverse decision of the U. S. Supreme Court, 
forbidding the city of Chicago to divert more than 4167 cu. ft. 
per sec. through the Sanitary District Canal, the city has aroused 
itself to fight for the preservation of its health. This picture 
was taken at Lockport, Ill, where the controls are located to 
regulate the flow. An electric power plant of considerable size 
is also located here, which will be affected by the decreased 
flow.—©Underwood & Underwood. } 
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George Schleicher, 
Jr. and his unique 
“Radio House,” each 
room containing a 
miniature radio set 
and by opening any 
of the windows music 
or speeches from dif- 
ferent stations may 
be heard.—©Under- 
wood § Underwood. 











With nearly 4,000 people gathered to witness the 
ceremonies and join in the carol singing, President 
Coolidge turned on the electric lights which decked the 
permanent national Christmas tree, in token of his ac- 
ceptance of this gift. From left to right in the front 
row are: President Coolidge; Mrs. Coolidge; F, N. 
Feiker, operating vice-president of the Society for 
Electrical Development and Lt. Col. C. O. Sherrill.— 
Harris § Ewing, S. E. D. Service. 








Robert H. Gault, pro- 
fessor of psychology — in 
Northwestern University, 
Evanston, Ill, is tempor- 
arily with the National Re- 
search Council in Washing- 
ton, and while there has 
discovered the possibility of 
learning to understand 
speech by having vocal vi- 
brations communicated to 
the sensitive skin. He is 
shown here speaking into a 
transmitter, analagous to a 
telephone. The listener 
holds a receiver in his hand 
and “feels” what is being 
said, provided he learns the 
game. This may be a new 
means by which the deaf 
may learn to understand 
speech.—©Underwood § 
Underwood. 
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This new invention, called the “Galvanoset,” 
forces medicine directly through the skin to 
the affected part of the body, getting direct 
results, it is said, and avoiding the stomach 
disturbance common in taking some drugs in 
the usual way. Also—it’s much more pleasant 
than taking many obnoxious tasting medicines 
through the mouth.—Underwood., 



















Mrs. Nellie Curran, who entered 
the employ of the New York Edison 
Co. 48 years ago is honored by John 
W. Lieb (right), vice-president and 
general manager, who is shown here 
presenting her with a service button. 
At left, Arthur Williams, vice-presi- 
dent in charge of commercial rela- 
tions. The services took place at the 
veteran employees’ ball, at which 225 
other veteran men and women em- 
ployees were similarly honored.— 
Kadel §& Herbert. 







A diver descending to the record-breaking depth of 318 feet from the 
salvage ship “Blakely.” Captain Benjamin Leavitt, of Philadelphia, in- 
ventor of the high pressure armored diving suit shown, is reported to 
have salvaged a $600,000 cargo of copper that had lain since 1869 with 
the wreck of the British frigate “Cape Horn” off the coat of Chile, S. A. 
Special pressure-resisting, deep-sea lights made by the Westinghouse Lamp 
Co. enabled the divers to work almost in daylight at a depth that is as 


dark as night and under water pressure 10 times air pressure. 


Lusitania with its $4,000,000 in gold 
lies in about 252 feet of water, bring- 
ing it easily within the range of 
divers equipped with the armored 
diving suit and the deep sea lamps. 


This young man gets in, not be- 
cause he is electrical, but because he 
is a salesman—also about the young- 
est one at large, for he is but 15% 
years old. His name is Julius Gant- 
ter, a name that he originated him- 
self out of his real name Gasiorowski, 
which latter seemed to cramp him 
in his sales work. He sells photo- 
graphs for Underwood & Underwood 
and goes to school at the same time. 
He handles his trade with courtesy 
and tact, and is always looking out 
for his customers’ interests. Largest 
sales in one week, $125, for part time 
on a three-dollar article. 





The 





































Max McGraw 


President, the McGraw Co., Omaha, Sioux City and St. Louis 
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MEN YOU SHOULD KNOW 


Max McGraw 


ROM newsboy to president of a large jobbing cor- 
Froeestio with an annual volume of business totalling 
several million of dollars and an operator of public 
utilities serving 35 town, the self- made career of Max 
McGraw is a story found oftener in the realm of fiction 
than in actual business life. 
As a schoolboy, young McGraw began his business 
career carrying newspapers. 


President 
The McGraw Co. 


was in the basement of 401 Fourth Street, Sioux City, 
la. To him was issued Wiring Permit No. 1, in that 
town and the first job done on the permit was the wiring 
of the residence of Winfield S. White. 

Jos. R, Lehmer was then in the railroad, mill suply and 
electrical equipment business in Omaha, Nebr. His was 
the type of business that Max McGraw strove to pattern 

after. Lehmer had built up a 





He had a route covering seven 
and a half miles, but that did 
not daunt him, Rather it oc- 
curred to him that if he could 
carry a morning route why 
not an evening route, too? Soa 
he added the evening route, 
covering the same ground that 
he went over in the early morn- 
ing hours. During the six 
years that he carried these two 
routes he traveled more than 
30,000 miles, tolling off his 15 
miles on horseback daily 
through summer and _ winter, 
rain and snow. 

Early showing his interest 
in things electrical, he was te 
be found at odd times studying 
the mysteries of the network 
of wires in the local telephone, 
electric light and power plants; 
and in the shops of electricians 


of hard work. 


From 


business life. 





A “Self-Made Man” 


HE ability to recognize op- 
portunity is not necessarily 
a gift of fortune. 
quired, but only at the expense 


one of MceGraw’s attributes. 
the time he made two 
news routes flourish where but 
one had flourished before, he has 
been putting things together and 
constantly enlarging and doubl- 
ing up on his opportunities. The 
story of this self-made man is 
of the kind oftener found in the 
realm of fiction than in actual 


big business from practically 
nothing and on practically no 
capital, and Max was deter- 
mined to duplicate his success. 

Fired with ambition, he 
worked hard during his first 
year as an electrician and then 
determined to do things on a 
bigger scale. With Frank G. 
Smith as partner, McGraw 
founded the McGraw Electric 
Co., in 1900, when but 18 years 
old. After six months, Mr. 
McGraw, senior, bought out 
the half interest owned by 
Frank G. Smith, and the part- 
nership existing between the 
two was dissolved. Although 
a partner, it was solely as a 
silent partner that Max’s 
father continued throughout the 
life of the McGraw Electric 
Co. 


The value of sticking was 


It can be ac- 


This ability is 








he came into closer contact 
with the various kinds of ap- 
paratus which made possible the harnessing of electricity. 
But it was not until he actually experimented with elec- 
tricity that the desire to make the electrical branch his 
life-work was aroused. 

With a fellow playmate, Ross Brown, young McGraw 
rigged up a telegraph line between their homes. Then 
it was that Max resolved to become an electrician. He 
subscribed to a correspondence course and after the 
evening work of carrying papers was over, he would pore 
over his studies until late in the night, despite the fact 
that he was to arise at four in the morning and carry 
papers. The time came when he was ready to announce 
to all who were in need of his services that he was a 
practical and efficient electrician. 

You wouldn’t expect a young chap to save very much 
money out of even two news routes, but in the years that 
he carried newspapers Max saved $500, with which he 
embarked in business as Max Mc Graw, Electrician, aged 
17 years. This was in the year 1899. And for six 
months afterward he continued to carry papers, giving 
up his route only because of the press of electrical work 
that came to him. 

His first advertising appropriation was but a few 
dollars, invested in business cards. His business place 





* 





soon demonstrated to young 
Max, for he secured two big contracts at the age of 
18 years. The first was a contract to install a complete 
electric light and power plant in the Sioux City stock 
yards, at a cost of $12,000. The second was the job of 
wiring and installing a lighting system in the Sioux City 
opera house, at a cost of $10,000. How satisfactorily 
these contracts were executed can be judged by the fact 
that in the spring of 1913 the Sioux City stock yards 
deubled the size of its electric light and power plant, and 
the contract was voluntarily given to McGraw. 

In 1902 the firm moved to new quarters, securing the 
first floor and basement of the building owned and occu- 
pied by The McGraw Co. of today. For the first floor 
and basement, the McGraw Electric Co. paid a rental of 
$40 a month—space today having a rental value many 
times this amount. The McGraw Electric Co., continued 
in successful business until 1903—a period of three years. 
In this year Max attained his majority, and feeling that 
his 21 years entitled him to attempt bigger things, he set 
about to enlarge the scope of his company, certain that 
bigger business would result if the company had larger 
financial backing. The company was at that early date 
doing considerable wholesale business and was at that 
time a member of the Electrical (Turn to Page 82) 
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Potash and Perlmutter Discuss 
Organization 


By MONTAGUE GLASS 


“I was to a meeting of the National Coat Pad Manu- 
facturers of North America yesterday, Mawruss,” Abe 
Potash said one morning recently, “And that feller 
Sigmund J. Geschicht certainly gave a wonderful talk 
about Organization.” 

“What did he say?” Morris Perlmutter asked. 

“What did he say!” Abe exclaimed. “Say! A smart 
feller like Sig Geschicht talks for an hour and an 
ignerammus like me should be able to tell you what he 
said yet! What am I, a dictionary?” 

“Well, couldn’t you give it 
to me in your own language?” 
Morris insisted. “Or was it 
such a wonderful talk that you 
couldn’t understand it without 
an interpreter?” 

“Maybe if I had the pins I 
could show you,” Abe said. 

“What pins?” Morris in- 
quired. 

“Well, a large gold headed 
pin was Sig Geschicht him- 
self,’ Abe explained, ‘Then 
there was two red headed pins 
which represented Sam Wachs- 
man and Louis Gurin, Sam 
being the head of the manufac- 
turing department and Louis of 
the sales department. Then 
under them two red Wachsman 
and Gurin pins was four pins 
with pale blue heads represent- 
ing Sig Geschicht’s wife’s bro- 
ther by the name Tabachnik 
for the cutting department and 
three others for the foremen of 
the sewing machine operators, 
the pressers and the finishers, 
and finally, Mawruss, underneath them last four pins 
was a couple of boxes white headed pins, and the whole 
thing was Sig Geschicht’s organization. 

“And in that way, Mawruss,” Abe concluded, “Sig has 
got his clothing business moving like clockwork.” 

“Well, any clothing manufacturer will tell you that 
clothing moves very slow, nowadays, even as slow as 
clockwork sometimes,” Morris said, “although with Sig 
Geschicht wasting his own and his employees’ time on 
colored head pins, Abe, I’m surprised that Sig is able to 
move his stock of clothing even as fast as clockwork.” 

“Just the same, Mawruss, Sig has got a wonderful 
organization there in his clothing factory,” Abe insisted, 
“Which, would you believe it, Mawruss, he’s got the 
handling out of even office supplies down to such a fine 
point that if Sig himself wants some envelopes, he’s got 
to fill out a requisition and hand it to the supply clerk for 


Working Here. 





‘Sure We Could,” Morris concluded. 
Learn That We’ve Got A Lot Of Pin Heads 

But What Good would 

It Do Us?” 


signature and entry, before he can get the envelopes from 
the supply department.” 

“IT presume, Abe,” Morris said, “that if Sig wants to 
give a customer a cigar, he’s got to call a meeting of the 
directors and pass engrossed resolutions or something, or 
maybe Sig don’t hand out cigars to customers any more, 
because in up-to-date schemes like Organization, Effi- 
ciency and Modern Business Management, it throws such 
a monkey wrench into the workings of the Organization 
for a member of the Organization to be amiable to a 
customer, that several red 
headed pins are apt to be 
mixed up with the white headed 
and blue headed pins and the 
gold headed pin himself might 
even’ Gawd forbid get away 
with a lead pencil from the 
supply department without the 





requisition being counter- 
signed.” 

“In fact, Abe, things are 
getting into such a_ pass, 


y understand, that hotel pro- 
prietors ain’t running hotels 
any more,” Morris continued. 
“They’re running Organiza- 
tions, with the result that the 
most important guest in the 
hotel is less important than the 
least important member of the 
Organization. The elevators 
for the convenience of the ele- 
vator starter and the elevator 
operators, and the restaurant 
has got to be managed so that 
the head chef, ten assistant 
chefs, the dish washers, the 
waiters and the bus_ boys 
should be able to operate according to the plans made 
for them by the Organization. 

“As for the guests, Abe, there should ought to be a 
correspondence course in how to become a hotel guest 
in ten lessons by mail, because nothing balls up the 
Organization of a big hotel like an amateur hotel guest 
who has got such back-number ideas that he thinks any- 
body who can afford to pay eight dollars a day Euro- 
pean plan for a room and bath, is qualified to take his 
place at the foot of a big hotel Organization as a regis- 
tered guest.” 

“Another highly organized business, Abe,” Morris con- 
tinued, “is transportation on ocean steamships. The man- 
agers of steamship lines have got their Organizations 
down to such a fine point, y’understand, that anybody 
who has enough intelligence to become a combination of 
an architect, a certified public ac- (T'urn to Page 80) 


“We Could 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 
Inc., and the great. American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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Several Promotions In 


E. S. & E. Co. 
resignation of L. E. 


LeVee 


managership of the Buffalo 


The 
from the 
Electric 


and Erie branches of the 


Supply & Equipment Co, has precipi- dent is Morris J. 
tated a number of promotions in that 


organization. Don White, formerly 


manager of the Elmira house, has leans. 
been made manager at Erie; Gris- 


wold, formerly assistant manager at 


Elmira, has been made manager; 


Phillips, formerly service manager at 


Erie, goes to Elmira as assistant as the 


manager, while Frank Gannah_be- 
comes assistant manager at Erie. 
Bradley, previously manager at six years. 


Scranton, succeeds Ed LeVee. 


Rex Electric Starts in 
New Orleans 


A new jobbing concern known as 
Rex Electric, Inc., has started oper- 
ations in New Orleans, La. Its presi- 
Elgutter, who has 
for the past 17 years been identified 
with the jobbing business in New Or- 
The secretary of the company 
is C. A, Disher who will have charge 
of the inside and credit department. 
His experience dates over a period of 
a little over 12 years with such firms 
Johns-Manville 
States Rubber Co., and with one of 
the leading jobbers there for the past 
In addition he has been 
secretary and treasurer of the Electri- 


cal League for the past three years, 
as well as director in the Mississippi 
Electrica! League. 

Robert H. Gatlin, who will have 
charge of the price and billing depart- 
ment, had some eight or nine years ex- 
perience in contracting, jobbing and 
construction lines, most recently hav- 
ing been connected with the Todd 
Shipbuilding interests of New York 
and New Orleans, 

Gus A. Elgutter, a brother of Mor- 
ris, will have charge of the purchasing 
He has like- 


wise been in the jobbing business in 


Co., United and lamp department. 
different lines; and recently with the 
‘Todd Shipbuilding Co., for a period 
totaling 10 years. 





It would be hard to discard from this hand. They are all 
aces. If there ever came a panic and the Milhender Electric 
Supply Co. of Boston, Mass., had to let any of them go it would 
be a case of “Which shall it be? I looked at John and John 
looked at me.” But to get down to roll call. (1) Right, Ed. 
Dobkin; left, W. L. Millett, both of the radio division. (2) 
Arthur Moore, left and Jack Brennan, right, see that you get 
real service when you enter the retail store. (3) Two knights 
of the grip, Eddie Weinstein, left, and Mark Levine, right. 
(4) When it comes to radio ask “Mickey” Morris, he knows— 
inside salesman. (5) Charley Nickerson, credit manager and 
Moe Himan, outside salesman. (6) Two old pals snapped to- 


gether, left, Joe Milhender, president, and right, Lewis Shiro, 








now vice-president of the Magnus Electric Co., New York, N. 
Y. (7) Henry Wolfers sure did his share in making the Mil- 
hender fixture catalogue a success. When he is not working on 
catalogues, he is buying fixtures to put in ’em. (8) And when 
it comes to other catalogues here are two others with the 
“know-how” complex—Dick Shinnock, left, manager of the 
radio division, and M. J. Hockell, right, lamp and appliance 
division. (9) Here J. Milhender, president, gets in the second 
time, to give moral support to that modest violet, R. H. Mac- 
Donald. “Mac” is radio salesman. (10) And now, last, the 
crowning feature or dessert, the man with the smile is Al. Hood. 
And with him Ed. Loman, manager of the supply department, 
who appears to be about to borrow ten. 
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“U.S.” Royal Portable Cord 


Here’s a portable cord that’s hard boiled. It can take all the punishment 
it is ever likely to get from the roughest customer, and come back for more. 


All the forces of destruction that make the life of wire a hard one can’t 
phase this cord. Wear and Tear, Grease, Dampness or Dirt, none of them 
can put “U. S.” Royal among the cripples. Pound it, twist it, knot it, yank 
it, treat it rough for many months, and it will still be in top form. On port- 
able tools and other equipment it will outwork and outlast, several times over, 
any fabric covered cord made. 


The reason is that “U. S.” Royal’s construction is sound through and 
through. Its fine copper strands are covered with a cotton wrap—this in 
turn with a coating of 30% rubber. Conductors are twisted together with 
a filler of long staple cotton. The heavy outside cover is a special compound 
of tough, non-absorbent gum rubber which gives “U. S.” Royal its remarkable 
staying power. 


That’s why you can sell it! 


The tougher the portable cord is, the easier becomes the selling. There’s nothing the 
equal of “U.S.” Royal Portable Cord. Talk it up to your customers on every call. 
They can’t be disappointed in it, and once sold they will always be sold. 


A sample is yours for the asking. 


United States Rubber Company 


1790 Broadway, New York City 


COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES 


Atlanta Chicago Kansas City ~° Omaha San Francisco 

Baltimore Denver Minneapolis Philadelphia Seattle 

Boston Detroit New Orleans Pittsburgh St. Louis 

Buffalo Houston New York Portland, Ore. Syracuse 
Indianapolis Salt Lake City 


Also makers of ‘‘U. S.”? Paracore Wires and Cables 
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Annis Succeeds A. J. Selzer 


January: 1, C. H. Annis was ap; 
pointed Sales manager of the B-R 
Electric Co., of Kansas City, Mo., to 
succeed A. J. Selzer who resigned to 





accept a position with the Manhattan 
lectrical Supply Co. of New York. 

Mr. Annis has been engaged in the 
telephone and electrical business since 
1907. He came originally from the 
Buckeye State (the home of presi- 
dents and lesser politicians), having 
secured his first electrical experience 
with The Dean Electric Co. of Elyria, 
Ohio. 

He was associated with the elec- 
trical interests of Kansas City from 
1910 to 1913 then being transferred 
to that happy land of banjo and cot- 
ton fame, otherwise South Carolina 
and Georgia, operating a _ telephone 
and electrical supply business in Sum- 
ter, S. C., and Atlanta, Ga., until 
1917. 

Since 1917, Mr. Annis has been con- 
nected with the B-R Electric Co. in 
various capacities, acting as assistant 
sales manager and manager of mer- 
chandise sales for the past three years. 

He was born in Amherst, O., in 
1885, and obtained his education in 
the public schools of Amherst and at 
Oberlin, O. 


* ” * 


Pierce Company Up and Doing 

Fred Judge who was formerly man- 
ager of the Tampa branch of the 
Holt Electric Co., has now gone with 
the Pierce Co. as special representa- 
tive in the field. 


Lyle Scott, formerly with the Con- 
tinental. Motors Corp., is. now in 
charge of’ the stock records in the 
service department. One of the first 
things he turned his attention to was 
the installation of a Rand visible card 
system. 

Bedford Caldwell, formerly em- 
ployed as chief clerk, returned after a 
short absence to take charge of the 
Mazda lamp department. 


+ 8 


Warner Sayers to Wed 


Friends of Warner Sayers, secre- 
tary and sales manager of the F. D. 
Lawrence Electric Co., Cincinnati, 
O.,. will be interested to learn of 
the announcement of his engage- 
ment to Miss Virginia Burkhardt. 
Sayers, who lives at 320 Garrard 
street, Covington, Ky., is the son of 
Mr. and Mrs, Eugene B. Sayers, and 
his bride-elect is the only child of 
Mr. and Mrs. Andreas E. Burkhardt 
of Cincinnati. 

Miss Burkhardt is one of the most 


charming girls in Cincinnati society. 
She was graduated at Miss Doherty’s 
school and then went to Miss Ben- 
nett’s fashionable school in the East, 
and following her.debut, three or four 
years ago, was a favorite at parties 
on the Hudson, in Boston, Philadel- 
phia and Chicago. She is a lover of 
the out-of-doors, a fine horsewoman 
and has traveled far and wide with 
her parents. 


N. E. L. A. Convention Goes 
to ’Frisco 


The forty-eighth convention of the 
National Electric Light Association 
will be held in the Exposition Me- 
morial Auditorium, San Francisco, 
Calif., June 15 to 19 inclusive. Pres- 
ident Griffith has appointed Robert 
B. Grove, United Electric Light and 
Power Co., New York, N. Y.jeastern 
traffic manager, and Godfrey H. At- 
kin, Electric Storage Battery Co., 
Chicago, Ill., western traffic manager. 

No manufacturers’ exhibit will be 
held this year. 








Step aside and make room for a bunch from the Lone Star State. 
of the Western Electric Co., Dallas, Tex., together with some favorite customers. 
(1) Left to right: Knox Lee, engineer of the East Texas Public Service Co., Mar- 


shall, Tex.; E. 
‘Texas Public Service Co. 


They are men 


F. Haling, salesman, and J. L. Kelley, new business manager, East 
(2) Left to right: W. C. Sturdivant, owner, T. C. Electric 


Co., Brownwood, Tex., and C. W. Franks, salesman, chasing business in the wilds of 
Texas. (8) E. F. Haling, again engaged in his favorite pastime of giving cigars to his 


customers, in this case J. C. Kelley. 


(4) Franks is at it again, standing on the steps 


of a church in Brownwood, with J. H. Ragsdale, owner of the Pecan Valley Electric 


Co., Brownwood. 


They have just sold a lighting installation for the church. 


(5) 


Stanley Zercher, lighting specialist, with the evidence at Caddo Lake, near Marshall. 
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The P & S Standard 


Porcelain Interchangeable Parts 


——._.— 
WITH 


The Single Center - Screw 


The “Pioneer 


renty years ago P ©&S Key and Keyless devjeés 
rith the Single Center Screw Featu — 
r ides srche e Parts. 


‘Development 


Increased demand for this rugged construction 
— with the Single Center Screw Feature = 
was met by adding the Chain Pull and Push Button devices to the line. 


Meeting Future Requirements 


And today = because of its constantly growing 
popularity — we shall continue to develop 
the Porcelain Interchangeable Line with the Single Center Screw Feature. 


ASK THE BETTER JOBBERS 


Tested With Full Current Load — Every device with moving parts is TESTED 
with FULL CURRENT LOAD before leaving the factory. 


Pass & Seymour, Inc. siim Syracuse, N. Y. 








28 THE JOBBER'’SfAJSALESMAN 





“Hesarbs” Stage Twelfth 


Annual Jamboree 


Saturday, January 12, isn’t quite clear mere a trifle as the meaning of a word, 
as to the technical meaning of “Hes- where there was no cross-word puzzle 


The Josser’s SatesMaNn reporter arb.’” But judging from the good time involved. 


who “covered”, in the fullest sense, had by the several hundred Hesarbs, 


As near as we can judge a Hesarb 


E. S. & E. Co’s 12th annual convention near Hesarbs and honary Hesarbs. is a jobber’s salesman in the employ 
at the Jermyn Hotel, Scranton, Pa.,on Nobody cared to be annoyed by so of the Electric Supply & Equipment 

















Some “Hesarbs” and others at the E. S. & E. Jamborec. 
(1) No, not Gallagher and Shean, but “Pretzels” Henzel, man- 
ager of the Reading branch (left) and Frank C. Groves of 
National Metal Molding fame around Philadelphia. (2) Here 
is the new line up of branch managers. From left to right: 
G. W. (Pretzels) Henzel, Reading; A. H. Bradley, boss at Buf- 
falo; D. B. (Don) White, Erie; W. A. Griswold, Elmira, and 
G. P. Wilcox, assistant secretary of the company and located 
in the main office at Albany. (3) Don B. White, just pro- 
moted to the office of manager of the Erie branch is assisting 
H. Zimmerman (right), salesman in the Buffalo house, to count 
up his prize money. (4) The pompous gentleman on the left 
is that “man about New York State,’ W. Brewster Hall, New 
York state representative for Pass & Seymour, and on the right 
is-G. Griswold, newly appointed manager of the Elmira branch. 





(5) And here are the fellows that footed all the bills at the 
convention. They are J. O. Morris, vice-president and general 
manager, and H. E. Page, president and treasurer. (6) The 
old admiral himself—none other than L. E. (Ed) LeVee, erst- 
while manager of the Buffalo and Erie branches but from 
now on and until further notice, eastern manager for the 
American Ironing Machine Co. of Chicago. (7) Here’s the 
reason why we see so many “Simplex” ironing machines around 
the country. Left to right are: Harry Bohn, sales manager, 
H. G. Gross, president and L. EK. LeVee, eastern manager, 
American Ironing Machine Co., Chicago. (8) The H. & H. 
line. From left to right: Alexander (without his ragtime band), 
Philadelphia representative, Haynes Everest, sales manager, and 
Whiton, Baltimore representative—all of the Hart & Hegeman 
Mfg. Co. 
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Fifty odd manufacturers, partially represented by are, we might say, \ “dyed in the wool’ — they’re 
the above list of nationally known trade marks, have permanent. 
selected the Connecticut All-Bakelite Attachment You will lend distinctiveness to the appliances you 
Plug vot because it was cheap but BETTER. make or sell by the inclusion of the All-Bakelite 
Also—the distinctive colorings of the All-Bakelite Attachment Plug. The cost may be a few cents more 
Plug harmonize fittingly with the design and finishes but there is a certain sales impetus that more than 
of the appliances it 1s a part of—and these colors offsets the cost difference. 


THE CONNECTICUT BLECTRIC MEG. CO. 
MAIN OFFICE AND FACTORY AT SRIDGEPORT, CONN. 
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ae gi 0 Ved’ ) ai “Aw 


i if KD | ! 
tt Neat & ro jae a bias Ow 


tc 






























the. company 
it keeps! 











































30 


THE JOBBER’S[A]SALESMAN 














a cleaner 
with these 7 advantages 


@ A cleaner built by one of the largest electric cleaner makers—a 
maker with 15 years’ experience. 


@) A cleaner which has no superior at any price. 


@ A cleaner that sells to housewives the world over at one price, 
$39.75 —a low enough price for volume sales on a cash basis with- 
out canvassing. 


() A cleaner that requires no service from jobbers or dealers —one 
carrying an unqualified two-year guarantee, instead of the usual one- 
year guarantee covering only certain parts. 


©) Acleaner that offers a fair profit on each machine. Quick turn- 
over multiplies this profit into a fine yearly total. 


© Acleanerthatis being advertised monthly to eight million women. 


@) A cleaner that is easy to get from your nearest jobbers. No big 
stock investment. 


Twelve thousand live dealers and over three hundred jobbers already 
realize that the Bee-Vac is such a cleaner. They appreciate the 


money-making possibilities which these seven advantages hold for 
them. Write for our proposition and learn what they mean to you. 


BIRTMAN ELECTRIC COMPANY 
Dept. B-10-2 + Lake and Desplaines Streets - Chicago 


BEE-VAC 


STANDARD EvectRic CLEANER 
£3975 


WHY PAY MORE? 
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Co., whether he be traveling out of the 
Albany, Scranton, Erie, Elmira, Read- 
ing, Buffalo or Wilkesbarre house and 
it is our candid opinion that “Hesarb” 
means go-getter for they all gave the 
appearance of such. Many of_ the 
electrical dealers of New York and 
Pennsylvania enjoyed the hospitality 
of H. E. Page president, and J. O. 
Morris, vice-president and general 
manager of the company and not a one 
had an idle moment on his hands. 

The convention opened at 10 o'clock 
in the morning and between that time 
and three P. M. everybody perambu- 
lated around among the various dis- 
plays of electrical merchandise put on 
by Pass & Seymour, Hart & Hege- 
man, Harvey Hubbell, American Iron- 
ing Machine Co., Lionel Corp., the 
Albert Wahle Co. and the Edison 
Electric Appliance Co. 

At three o’clock there was a genera] 
round-up of Hesarbs and all listened 
to interesting, entertaining and _ in- 
structive talks by Albert Wahle, presi 
dent of the company bearing his name, 
George Hughes, president of the Edi- 
Electric Appliance Co., Mark 
Harris, sales manager of the Lionel 
Corp. Ed. Stryker of the National 
Lamp Works, Mr. Cross, president of 
the American Ironing Machine Co., 
and others. 

To put it briefly, Mr. Wahle says 
that radio has nothing on lighting 
fixtures for being profitable merchan- 
dise to push, there being a mere trifle 
of 800,000,000 hard iron simoleons 
hanging around waiting to be spent 
on lighting fixtures. 


Mr. Hughes believes that if all 
hold hands and sweep the country 
as a unit we'll get farther than if we 
all go snooping around the corners 
individually. In other words, there’s 
going to be a lot of toast and coffee 
made this year and lots of shirts 
ironed so if we co-operate and each do 
his little job well there will be more 
heating devices than ever sold and all 
will profit thereby. 

Mark Harris said the toy electric 
train helps to mold the future of our 
country as the boy of today may elec- 
trify the steam road of tomorrow. 
Also that a window display of a mov- 
ing toy train helps to attract attention 
to other electrical merchandise. 

If there is any trouble in selling 
ironing machines, according to Mr. 
e it is that salesmen and sales- 
retail stores sell them to 


son 


“OSS, 
women in 
people who cannot use them and con- 





R. V. Pettingell and a few of the pillars of his organization. R V., president of the 


NN: &, 


Pettingell Electric Supply Co., Boston, Mass., is in the center of the top row 
looking at the chap with the cross word puzzle vest. 
to right are: O. H. Perkins; Joe Smith; E. C. Jacobson, and D. D. Erwin. 


The others in the top row left 
Bottom 


row, left to right: E. Santro, C. S. Horton, and A. F. Nash. 





sequently there are many returns that 
are unnecessary. 

The banquet in the evening was no 
less than a riot of fun and the rush to 
the dining room made a New York 
subway rush look like a small town 
Apparently no- 
body had eaten for the past week. On 
the tables were many souveniers some 
National 
Mazda lamps full of orange juice 
(that’s a laugh), key containers and 
silverware, some of which was left 
on the tables by mistake. 

A program at every place announced 
a musical comedy entitled, ‘““The Voy- 
age of the Good Ship Hesarb.” Here 


are a few of the characters. commo- 


affair in comparison. 


of which were calendars, 


dore, Hasty Harry Page; captain, 
Ostermoor first 
mate, Alley Cat Wilcox; chamber- 
maids, Esther Bradley, Bessie Kreoll 
and Ethel Levy; a couple of bum 
stowaways, Early Riser Abe Lett and 
Pretzels Henzel, and plenty of 
others. Some were good actors but 
most, apparently, bad. The voyage 
was up the Lackawanna River. 
(There’s one to laugh off. Have you 
ever seen it in an off year?). 

Such opera selections as “Last 
Night on the Back Porch” and “Yes, 
We Have no Bananas” headed the 
program. Some regular talent was 
also included in the program and the 
last the reporter saw of the proceed- 


Josephus Morris ; 


ings everybody seemed happy that 
they were part of the electrical indus- 
try in general and a Hersarb or a 
Hersarb’s customer in particular. 


Changes in Personnel 

Merrill Cotting has been placed in 
charge of Bryan-Marsh lamp sales for 
the George H. Wahn Co. of Boston, 
Mass. 

A new manager has been secured 
for the radio department of the Vir- 
ginian Electric, Inc., of Charleston, 
W. Va., in the person of J. S. Reed. 

J. G. (Joe) Cronin has been ap- 
eppointed manager of the Baltimore 
house of the H. C. Roberts Electric 
Supply Co., Baltimore, Md. 

Spencer Peirce, president of the 
Radio Electric Inn, New Orleans, La., 
has assumed charge of the radio de- 
partment of the Tel-Electric Co. of 


Houston, Tex. 
* * * 


Interstate Makes Some Changes 

News has come through that H. L. 
Binnings, who originally represented 
the Interstate Electric Co. of New 
Orleans, La., in the Alexandria, La. 
territory, has resigned. H. E. Schuss 
ler will succeed him in this territory. 
Mr. Schussler has been in the Inter- 
state’s employ over two years and has 
traveled before as well as worked in 
the office. 

The Interstate Co. has sub-divided 
some of its territory and is putting 
on an additional man whose headquar- 
ters will be in Baton Rouge, La. 
They have picked out Joe Eskovich, 
who has been with them for a number 
of years and worked his way through 
a number of different departments. 
You of 


around Baton Rouge from now on. 


will, therefore, hear Joe 
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SOME RECENT CATALOGUES BUILT ON THE DONNELLEY UNIT SELECTION PLAN 


THE DONNELLEY 
UNIT SELECTION PLAN 


A Recognition of Your Individuality 


HE new series of electrical supply catalogues that are being built on the Donnelley Unit 
Selection Plan are compiled entirely from the jobber’s standpoint, keeping in mind that the 


Everything applying to a given article is shown in 
one compact group—the heading, the illustration, 
the description, the dimensions, and the prices. This 
makes it possible for the buyer to consult the cata- 
logue more rapidly and more easily, and to minimize 
errors in placing orders. As soon as the buyer 
locates the illustration of an article, he has Jocated 
everything pertaining to it. 


The catalogues are compiled in separable, self-con- 
tained, interchangeable units. The jobber does not 
have to select by pages, nor even by columns. He 
can select by individual units without extra charge. 
Each jobber’s catalogue is therefore, “built to his 
measure” as regards selection of goods. 


The compiling units are of one-sixteenth of a page 
or multiples of that size. This makes it possible to 
give to each article the space it requires without 
waste. 


The jobber controls not only the sequence of the 
pages, but the grouping of the articles on the pages 


jobber should have the same freedom in selecting the articles to appear in his catalogue as he has 
when he buys the goods themselves. 


by units, thereby securing a distinctive individuality 
not otherwise possible. He shows only the goods 
that he wishes to show, and he shows them in the 
arrangement he desires. 


The catalogues can be furnished in either 7144x10°, 
page size, or in 734x105 page size, the latter being 
the size fearon: by the Electrical Manufac 
turer’s Council. 


A decided reduction is made in the number of pages 
required to cover a given line of goods as compared 
with other catalogues of the same page size. This is 
accomplished by the unusually large Donnelley type 
page size, and the careful, compact style of com- 
pilation, and the fact that the jobber “hand picks’ 
what he considers the good sellers of a line, witli- 
out having to show the poor sellers, unless he wishes 
to include them also. This reduction in the number 
of pages in the Donnelley catalogues is a matter of 
fundamental importance to the jobber from the 
standpoint of the real cost of his catalogue. 


Year after year Donnelley’s afford the best there is in electrical supply catalogues: The 


We seek to serve you on this basis. 


It Is Better to Secure the Best Catalogue Than to Wish You Had 


longest and most extensive experience; the only highly specialized organization of practical 
supply men, compilers, checkers, indexers, and so on, in the United States; compiling, printing 
and binding complete in one organization, with undivided responsibility and the highest financi:! 
standing; and THE I.AKESIDE PREss standard of quality. 
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The Main Compiling Room and Office of the Donnelley Jobbers’ Catalogue Department 


This department comprises approximately 130 supply men, The supply men in the department have had practical ex- 
compilers, correspondents, indexers, and so on. Their entire perience, having been associated with jobbers in Alabama, 
time is given to the compiling of catalogues for jobbers of California, Georgia, Indiana, Illinois, Kentucky, Minnesota, 
mill, plumbing, and electrical supplies, and automotive ac- Missouri, New York, Ohio, Pennsylvania, Tennessee, Texas, 
cessories. In this organization more than 1,000 editions of Virginia and Wisconsin. This organization is an integral 
catalogues have been compiled for jobbers located from part of THe Lakesine Press, which has the largest cata- 
New York to Honolulu and from Montreal to Los Angeles. logue printing and binding facilities in the United States. 


-——-NOW- 


WHEN REAL SERVICE 
MEANS MONEY TO YOU 


FACILITIES COUNT | 












































JOBBERS’ CATALOGUE DEPARTMENT 


R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT CHICAGO, ILLINOIS * 
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Three Years Old and Going 
Strong 


On their third anniversary in the 
jobbing business, the Union Electrical 
Supply Co., of Boston, Mass., moved 
larger quarters 114 High 
It is rather interesting to note 
the growth of this company which has 
been built on its motto of “a square 
deal to all.” 

Three years ago in 1922 Samuel 
Kaufman organized the Union Elec- 
trical Supply Co., taking one large 
store room at 98 Court street, and just 
a year later the volume of business 
they were doing forced him to look 
for more space and they moved down 
into the heart of Boston’s electrical 


into at 


street. 


jobbing center at 254 Congress street, 
which gave them considerably more 
room. A year later, in December, 
1924, they moved to 114 High street 
where they have a total of 3500 sq. ft. 

Up to this time they have handled 


<q UNION ELECTRICAL SUPPLY CO 
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a general line of electrical supplies 
and fixtures, but at their new loca- 
tion they have put in a radio depart- 
ment and have built in a very hand- 
some fixture studio where their con- 
tractor friends may bring their cus- 
tomers to see the different fixtures on 
display. 


* * * 


Ad News of the Salesmen 


S. J. Rowe, whose address is 422 
Levee street, Brownsville, Tex., has 
recently joined the sales force of the 
Empire Electric Supply Co., Hous- 
ton, Tex. 

The George H. Wahn Co. of Bos- 
ton, Mass., reports that L. L. Watson 
will travel Massachusetts, Rhode 
Island and Connecticut for them, as 
fixture salesman. 

Two additions to the sales force 
of the Rumsey Electric Co., Phila- 
delphia, Pa., are G. G. James and 
N. B. Platt. 
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The New Quarters of the Union Electrical Supply Co., As Contrasted with the Old 
Quarters Shown in the Lower Picture. 
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It is great sport to get away from busi- 
ness once in awhile, and this is a won- 
derful place at which to do it—Lake 
Placid, N. Y. Berman, of the Fitzgerald 
Mfg. Co., Tarrington, Conn., is shown in 
the foreground about to begin to ski. Be- 
yond him, carefully balanced, is N. Gertler, 
president of the Gertler Electric Co., New 
York, N. Y. The picture is blurry as it 
was difficult for them to maintain these 
positions for the necessary one-fiftieth of 
a second. 





Shirley Mason is now calling on the 
trade for the Tafel Electric Co. of 
Louisville, Ky. Paul Bell has been 
made city salesman for the same com- 
pany. 

Three new faces among the sales 
force of the Detroit Electric Co., De- 
troit, Mich., are those of Thomas A. 
White, F. Kirkland and Guy Thorne- 
ton. 

John Ball has recently joined the 
sales force of the Schuster Electric 
Co., Cincinnati, O. 

The Freeman-Sweet Co., Chicago, 
Ill., employed Harry Lindsey as 
salesman early in January. 

The following are three new sales- 
men who recently joined the Ohio 
Valley Electric Co., Louisville, Ky.: 
F, J. Sullivan, formerly with Harbi- 
son & Gathright, will travel western 
Kentucky and southern Illinois; T. 
H. Grunwald, who will cover parts of 
West Virginia and Virginia, and Karl 
G. Drach who. will act as city sales- 
man. 

A new city salesman for the Dau- 
phin Electric Supply Co. of Harris- 
burgh, Pa., is Frank Caffey. 

After an absence of six months, J. 
C. Frey has returned to the city 
sales force of the Electric Appliance 
Co., Chicago, IIl. 

Charles H. Kimes and Victor Rug- 
ens have recently been appointed 
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J. E. Pierce, 
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J. H. Allen, 


Street Lighting 
Salesman 






Cc. E. Lafland, 


Jr., Gen’1l West- 
ern Salesman 


W. O. Yagerline, 


General Eastern 
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INLAND ILLUMINATING GLASSWARE 


DELIVERED QUICKLY—EVERYWHERE 





At Chicago—in the heart of the world’s largest and greatest 
market for illuminating glassware—there’s where Inland Illu- 
minating Glassware is made. 


_ There’s where the Inland artisans turn out Inland []luminat- 
ing Glassware combining all the artistic qualities of hand made 
glass, perfect shape, beautiful coloring and faultless construction. 


The strategical location of Inland’s factory at the distribution 
center of the U. S. permits a delivery service on illuminating 
glassware better than the ordinary. Short hauls cut freight 
charges and handling. Inland Illuminating Glassware is de- 
livered quickly and safely. 


For 1925 Inland has definite plans for more and better jobber 
business and service. Ask that the Inland representative in your 
territory call and outline them to you. 





INLAND GLASS COMPANY 
6101 W. 65th Street Chicago, Illinois 
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salesmen for the city of Phiadelphia 
territory by the Elliott-Lewis Elec- 
tric Co., Inc. Leo Krug is now sell- 
ing radio in the store. 


Conrad J. Fairwood is a new sales- 
man with the Fullerton Eletric Co., 
New York, N. Y. 

Eastern North Carolina will be cov- 
ered for the Carolina States Electric 
Co. of Charlottee, N. C., by salesman 
D. K. Lenihan. He was formerly with 
the Tower-Binford Electric Mfg. Co. 

David Stakes is now in charge of 
the engineering department of the 
Standard Electric Supply Co., Phila- 
delphia, Pa. He was formerly with 
the Crocker-Wheeler Co. 

L. J. Moore, Jr., will work out 
of the Tampa branch of the Florida 
Electric Supply Co., Jacksonville, 
Fla., as salesman. 

F. J. Holzhauser formerly with the 
W. G. Nagel Electric Co. of Toledo, 
O., will cover the Michigan territory 
for the Commercial Electric Supply 
Co. of Toledo. 


D. K. Grille of Atlanta, Ga., has 


been employed as salesman by the_ 


Parr Electric Co. of New York, N. Y. 
He will work out of the Jersey City 
house. 


A. N. Dargan has been engaged as 
industrial motor salesman with head- 
quarters in Houston, Tex., by the 
Tel-Electric Co. of Houston. Pre- 
viously he had been with the Westing- 
house Electric & Mfg. Co., for a pe- 
riod of three years. 


Three new counter men for the 
Commercial Electric Supply Co. of 
Detroit, Mich., are now on the job; 
namely, Carl Alles, P. S. Simpson and 
K. T. Beck. 

Louis Easton is now holding out 
behind the counter of the Schuster 
Electric Co. of Cincinnati, O. 

George H. Jordan, formerly with 
J. M. Clayton Co., of Atlanta, Ga., 
has moved to Chattanooga, Tenn., and 
accepted a position with the South- 
eastern Electric Co. 

Bue Carlton, well known to the 
electrical industry of Denver as a 
jobber’s salesman, is now connected 
with the B. & R. Electric Supply Co., 
Denver, Colo. 

A. E. Mortimer has moved up a 
notch with the Robertson-Cataract 
Electric Co., Utica, N. Y., being pro- 
:moted from counter clerk to city sales- 
man. Herman Scoville has been em- 
ployed as counter man. 


Piedmont Old Timers Celebrate 


The twenty-third annual banquet 
given by the management to the Ashe- 
ville office and sales force of the Pied- 
mont Electric Co. at the George 
Vanderbilt Hotel, Asheville, N. C., 
December 31, was voted by the old 
timers to be the best of them all. 
There were 34 present, a few of these 
being guests who were former em- 
ployees of the company. This event 
was designated as “Old Timers’ 
Night.” 

Among those present, J. H. 
Weaver, now with the Commerce 
Union Trust Co., was former secre- 
tary and treasurer of Peco 22 years 
ago; Frank Condor, now city com- 
missioner of public works, was for- 
merly with the company 21 years ago. 
Harry Siebold, who was formerly 
shipping clerk, was there as one of 
the Old Timers, also Miss Nevart 
Sarafian, Mrs. A. L. Christey and S. 
P. Burton, who was formerly a stock- 
holder in the company. 

Harmon Miller, who holds the rec- 
ord of being one of the first stock- 
holders, and is now treasurer, scored 
with Wm. Farr, the president and 
manager, in being the two Oldest 
Timers present. 

Then came along Oakley C. Mills, 
now vice-president, who has been con- 
nected with the company for 15 years, 
Lavon G. Sarafian 12 years, Miss A. 
B. Moore, who registers nine years, 


Mrs. Esta Keith who owns up to five 
years, and many others whose con- 
nection with the company has been 
for nearly as long. 

After a most enjoyable turkey din- 
ner and a few remarks from Mr. 
Farr, the program was turned over to 
Lavon G. Sarafian and Miss A. B. 
Moore, and with many lively stunts 
and games, this part of the program 
was a great success. Mrs. Nelle 
Pressley gave a very interesting char- 
acter reading of the entire bunch and 
S. P. Burton gave some “Old Time” 
songs. 

The Peco Orchestra, consisting of 
Grant James and Coy Flynn of the 
fixture department, furnished many 
selections and excellent music for sev- 
eral square dances. 

In addition to the “Old Timers” 
referred to above, those enjoying the 
banquet were: Mrs. Wm. Farr, who 
was a guest, Mrs. Nelle Pressley, 
Russell Ackley, Millinder Matthews 
of the stores department, Miss Hilda 
Yeager, Robert Craccock of the pur- 
chasing department, F. P. Kirke, aud- 
itor; Miss Eva MacDowell, Wm. 
Farr, Jr., Howard Sutherland of the 
service department, Miss Thelma 
Grant, Miss Dorthy Musser and A. 
R. Phillips of the credit and collec- 
tion department, J. H. Featherstone 
and J. H. Bowles, salesmen of the 
Asheville House, James Grant, Coy 
Flynn and Harry Luther of the fix- 

















New Home of the Piedmont Electric Co. 
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places where kitchen light- will stand the gaff of gas-filled lamp use. 


ing units make better work , ve ‘ , 
lhe gat nr gpagaantle toa It fits into a 14 in. hole and is held tight 


Look around the offices, the stores, work- 
shops, factories and warehouses. More gasket. Diameter 14} in., length 21% 
and better light is needed in most of in., length above ring 13 in. Supplied 
them. with various cord and chain equipments; 

Here is one of twelve Bryant Screw the one illustrated is No. 61978 with 8 
Ring Pull Receptacles made for the job. in. chain and 6 foot cord. 


K pisces are not the only’ Each is rated 250 Watts, 250 Volts and 


by a porcelain screw ring and asbestos 
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THE BRYANT ELECTRIC COMPANY 


1421 State Street, Bridgeport, Conn. 
NEW YORK, 342 Madison Ave. CHICAGO, 844 West Adams St. SAN FRANCISCO, 149 New Montgomery St. 


ANN : “A Superior Wiring Device for every Electrical Need ’’ 


~ 
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ture department, D. B. Ramsey, J. A. 
Wilson and J. G. Murdock of the 
shipping department, and Misses Mae 
Shepard and Mary Connor of the fil- 
ing department. 

It is understood that Peco is plan- 
ning another Get-together on the 
opening of the new Piedmont build- 
ing, which they are planning to 
occupy shortly after the first of Feb- 
ruary and at which event they will be 
able to. have practically all of the 
force from the Greensboro House at- 
tend, which is not possible at this 
period of the year on account of it 
being inventory time. 





* * 





* 


Rost’s Article in “System” 
A very interesting article is sched- 
uled by System for February with the 
title “Our Financing Takes Care of 
Itself.” The author is O, Fred Rost, 
president of the Newark Electrical 
Supply Co., Newark, N. J. It tells 
of his early experiences in financing 
when he came from an entirely differ- 
ent field, knowing nothing of the elec- 
trical business, and as a consequence 
having his whole line of credit slashed 
off by the bankers, because they feared 
he would not be able to “perform” 
under strane conditions. 
* * # 


F. D. Lawrence Receives 


Beautiful Gift 
Frank D. Lawrence, president of 
The F. D. Electric Co., 
Cincinnati, O., was presented with a 
Gruen fiftieth anniversary watch, at 


Lawrence 


























This picture was taken upon the occasion of the National Lamp Meeting of the 
Electric Corp., Los Angeles, Calif. This company was recently appointed Coast dis- 


tributor for Peerless Mazda Lamps. 
land, Ore., and Seattle,- Wash. 


They have offices and warehouses also at Port- 
The first figure standing, from the right, is Ross 


Hartley, president of the company; third from the right, standing is Mr. Cushman, 
southern California representative.of National lamps; fifth from the right standing 
is W. H. Aunger, sales manager of the Electric Corp; second from the right seated 
is Mr. Sweeney, Pacific Coast manager of National lamps. 





Christmas time, which had a charm on 
the other end of the chain, inscribed 
as follows: “In token of their love 
and esteem, this watch is presented to 
Frank D. Lawrence by all of the em- 
ployees of The F. D. Lawrence Elec- 
tric Co.” 

This came totally as a surprise to 
Mr. Lawrence as he was playing 
Santa Clause, himself, at that time, 
to the employees. 

Mr. Lawrence is preud of his gift 
and we might say, who wouldn’t be 
proud to own one of the finest, most 
costly, watch movements ever made, 
given to you by your friends and asso- 
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Sapa oon 


The annual banquet of the Commercial Electric Supply Co., 504 Monroe street, 
Toledo, O., was held at the Secor Hotel on the evening of December 20. The following 
were speakers: George Wise, City Savings Bank; Ed A. Buel of the Peerless Brilliant 
Lamp division; A. I. Clifford of the A. I. Clifford Co., Indianapolis; C. F. Powers, 
of the Walter H. Ambos Co., Cleveland, and Leo France of the Appleton Electric 
Co., Chicago. 





ciates, some of them of as long as 20 
years standing. 
* % 
Several Jobbers Enlarge Their 
Quarters 


News comes from the Empire Elec- 
tric Supply Co. of Houston, Tex., 
that they are erecting a new home 
which will be finished about the first 
of April.« This will be a great help 
in conducting their rapidly growing 
business. 

The Peabody Electric Co. of Mus- 
kogee, Okla., has enlarged its pres- 
ent quarters by adding 1500 sq. ft. 
of floor space. 

The Detroit Electric Co. of Detroit, 
Mich., has secured two floors in the 
building adjoining the new branch 
at Grand Rapids. 

On January 10, the Fullerton Elec- 
tric Co. of New York, N. Y., moved 
to a more central location at 20 West 
17th street. Here they have quarters 
that are much better equipped and 
also have more attractive lighting fix- 
ture show rooms, 

The Florida Electric Supply Co., 
Jacksonville, Fla., has a new ware- 
house at Tampa, Fla., the location 
being 604 Ella Mae street. 

The Commercial Electric Supply 
Co. of Toledo, O., is remodeling its 
offices and storeroom by adding addi- 
tional shelving on the first floor for 
quicker service to the counter trade 
and moving its auditing and billing 
departments to remodeled office 
quarters on the second floor. 
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WIN BIG PRIZES IN BENJAMIN TWO-WAY 
PLUG WINDOW TRIMMING CONTEST 


Over 3,500 Two-Way Plug Window 
Trims were used in the 1924 Fall Prize 
Window Trimming Contest. The win- 
dow trims characterized the Hal- 
lowe’en, Thanksgiving and Christmas 
spirit and were used, respectively, in 
October, November and December. 

The dealer reaction was splendid and 
resulted, during the three months, in 
a greatly increased fall sale of two- 
way plugs. This, however, represents 
only a part of the clean-up by dealers, 
as the contest ended at inventory time 
and reorders for stock sold out by 
dealers have not at this writing been 
treated in the records. 

Jobbers’ salesmen took an active part 
in supplying and installing window 
trim and in stimulating interest in the 
contest and sales of two-way plugs. A 
handsome Parker Duofold fountain pen 
has been presented by Benjamin to 
each of the jobbers’ salesmen who sold 
two-way plugs to the prize winners in 
the contest as a token of appreciation 
of their cooperation. The judges of 
the Window Trimming Contest an- 
nounce the winners as follows: 

Davenport and Chair — Interstate 
Electric Co., Shreveport, La. 

Chest of Sterling Silver—Louis D. 
Rulin, Charleston, S. C. 

Solid Gold Elgin Watch—Carl W. 
Ahlroth, the May Company, Los 
Angeles, Cal. 

Cattswold Overstuffed Chair—Cor- 
rell Electric Co., Columbus, Ohio. 

Wardrobe Trunk—No name. (Photo- 
graph of window unidentified.) 

Tea Wagon—Ed. Joy Co., Syracuse, 
NN; Me 

Wrist Watch—H. L. Tillson, Boone, 
Iowa. 

Traveling Bag—Mrs. Carl C. Sieber, 
Tri City Electric Shop, La Salle, Ill. 

Windsor Chair—Southern Wiscon- 
sin Electric Co., Lake Geneva, Wis. 

Mahogany Desk Set—E. T. McSpad- 


den, Public Service Co. of Colorado, 
Denver, Colo. 

Sterling Silver Cigarette Cases— 
E. B. Garfield, the Norwalk Electric 
Co., Norwalk Conn.; M. O. Kikendall, 
Central Illinois Public Service Co., 
Bushnell, Ill.; Newark Electrical Co., 
Newark, N. J.; Electric Supply Co., La 
Crosse, Wis. 

Autographic Kodak—C. R. Gilbert, 
Middlebrooks Electric Co., Birming- 
ham, Ala. 

Mahogany Book Trough— Lym- 
burner Electric Co., Bar Harbor, Me. 
ROWSE et 





Folding Brownie Cameras—Boss 
Electrical Supply Co., Providence, 
R. I.; Landon C. Stickley, Woodstock, 
Va.; B. L. Cooper, Trenton Gas & 
Electric Co., Trenton, Mo.; L. H. 
Dicke, Hinsdale, Ill.; Star Electrical 
Co., 1013 State St., Erie, Pa. 

Polychrome Smoker’s Stands— 
Knecht-Feeney Electric Co., Mt. Ver- 
non, Ohio; Smith & West, Bangor, 
Me.; Southern Berkshire Power Co., 
Stockbridge, Mass.; Krech Electric 
Co., Milwaukee, Wis.; Utah Electric 
Co., Spanish Fork, Utah. 

Parker Duofold Fountain Pens—Elk 
City Ice & Fuel Co., Elk City, Okla.; 
West Side Hardware Co., Elgin, IIL; 
Albert Electric Shop, Bicknell, Ind. 








HOW ENAMELING IS DONE ., mu... 


In a previous article we told you 
how carefully the steel shape must be 
“pickled” and scoured in preparation 
for enameling. Every speck of dirt 
comes out of the pores to let the 
enamel go in and take hold. 


The enamel, when prepared for ap- 
plying, is in fluid form, consisting of 
what is practically powdered glass 
mixed with water. 

The first coat is applied by dipping 








the steel into the enamel. It sounds 
simple enough, but considerable skill is 
required on the part of operatives to 
do just this one little part of the 
process. 
dexterously handle the shapes to avoid 
finger marking, and “drop” them down 
with just enough “jar” to “set” the 
enamel in a viscous condition so it will 
not “run.” The shapes are then sent 


It is interesting to see them 


(Next Page Please) 





Spraying Liquid Enamel on Forms and Sheets 
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Each Piece is Fired Several Times in Oil-Heated Furnaces 


on a journey on a long belt through a 
drier. When they arrive at the other 
end, they are evenly covered with 
enamel in dry form and are near the 
furnaces ready for firing. 

Firing the enamel is the most spec- 
tacular part of the process. It is a 
thrilling scene—the opening and shut- 
ting of doors on the long row of fur- 
naces, which spout flames of burning 
oil. Try to imagine 1750° F of heat. 
Maybe you could do it better near the 
equator, but not much better. That is 
S-O-M-E heat. Open the door of one 
of these roaring furnaces and instantly 
you'll feel it many feet away. “Noth- 
ing could exist in that flame very long,” 
you'd say. 


The enamel covered shapes are lifted 
inside with a long-handled fork and the 
door is closed. At the exact second, 
just a minute or two later (the enamel- 
er knows when) the door is opened 
and the charge is removed. During 
that short space of time the enamel 
has melted and the pores of the steel 
base have opened to receive it. Second 
and third coats of enamel are sprayed 
on, dried and fired in the same way. 

When cooled, the two substances, 
steel and glass, are found to be united 
into one. From this we get the Ben- 
jamin trade mark, “Crysteel,” meaning 
a union of crystal glass and steel and 
standing for highest quality. 





BRINGING HOME THE BACON 


Little Stories of Sales Stunts Successfully Used by 
Jobbers’ Salesmen 


UTILIZING THE WRAPPING 
COUNTER 


One day I _ stood 
waiting in a store while 
the clerk was  wrap- 
ping up a package. He 
worked as usual on a 

wrapping 
There was 


nice, big 
counter. 

nothing near to look 
at so I just stood and 
clerk, 





gazed at the 

nothing in par- 
ticular, until an idea popped into my 
mind that almost startled me. “Here,” 
I thought, “is one of the best display 


ruminating on 


spaces in the store, and I don’t re- 
member of a store that ever made use 
of - it.” 

I pondered over this thing for quite 
a bit, and having worked out a plan 
went with it to one of my dealers and 
he let me put it into effect. He had 
a large wrapping counter like most 
stores, a little back from the middle 
of the room. We rigged up a dis- 
play board along the counter a foot 
or so back from the front edge. It 
hid the packer’s hands but did not in- 
terfere seriously with his operations. 
On this display board we arranged a 
nice selection of Benjamin products 


that would appeal to the average shop- 














eee 


per. There was also room in front of 
the display board on the counter top 
for two or three other items of popu- 
lar interest which the waiting customer 
might pick up and get the “feel” of. 

My dealer now tells me that where- 
as his customers had before wandered 
back with him to the wrapping coun- 
ter and then stood on first one foot 
and then on the other and yawned, 
they now immediately are interested 
in the display and begin asking ques- 
tions. He says it has resulted in his 
selling many a “Benco” socket or two- 
way plug. 

So now I am going to get busy and 
put this same stunt into effect with as 
many dealers as possible. 

LW. TAYLOR. 

Avery Loeb Electric Co., Colum- 


bus, Ohio. 


FOLLOWING UP THE HOME 
LIGHTING CAMPAIGN 


It occurred to me 
that there ought to be 
some way to cash in 
on the wide-spread in- 
terest in the Home 
Lighting Campaign. 
For so many house- 
holds had been in- 
terested in the essay 
and filling in the pri- 
mer that if something else came along 
of a similar nature they would “go to 
it.” Selecting a dealer whose appliance 
business was not fully developed, but 
who was fairly progressive I tried the 
scheme out with him and obtained 
good results for both of us. 

A complete list of the prospects in 
his locality was secured and prizes 
were offered of an electric train to 
each of the three children who would 
make the following survey most com- 
pletely: (1) Send in a list of the 
greatest number of electrical appli- 
ances that could be operated in any 
home from a cord and plug. (2) Make 
a complete survey of the appliances 
in their own homes that were already 
so operated. (3) Make plans of their 
homes showing each and every outlet 
and suggest the greatest number of 
ways for using the several forms of 
Benjamin two-way plugs. The Ben- 
jamin folder describing and illustrat- 


ing these plugs were sent to each 
home. 
Naturally the parents were inter- 


(Turn to Page Four Please) 
© © ¢ 
The fool waiteth for the iron to get hot be- 


fore striking, but the wise guy maketh the 
iron hot by pounding it.—Hardware World. 
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NEWS FROM THE 
BiG LEAGUERS 


Bill Effland was recently added to 
the sales force of the Hyland Elec- 
trical Supply Co., Chicago, and will 
travel Indiana and Michigan to sup- 
plement O. F. Helvie. Bill has had 
lots of experience and he is-an old- 
timer in the business. 

ee =e 

Quite a piece of news broke this 
month when it was announced that A. 
(Art) J. Selzer, for many years sales 
manager of the B-R Electric Co., 
Kansas City, Mo., had accepted a posi- 
tion with the Manhattan Electrical 
Supply Co., of New York City. He 
is succeeded at the B-R Electric Co. 
by C. A. Annis, sales manager, while 
G. T. Gleason has been made assistant 
sales manager. 

* ok OF 

Van N. Marker, president of the 
Revere Electric Co., Chicago, Ill., an- 
nounces that D. W. Fuller and Fred 
Orvis have been added to Revere’s 
snappy sales force. We wish the new 
men success in living up to Revere 
speed and accomplishment. 
Success is contagious and 


MEN YOU OUGHT 
TO KNOW 





H. H. HAUGGE 


The gentleman with the sweet smile is 
H. H. Haugge, Benjamin’s representative in 
the wild and wooly state of Wisconsin. 


The Beller Electric Supply Co., 
Newark,. N. J., is going to open. a 
branch store at Long Branch, N. J., 
shortly after the first of the year. J. 
Rutkin and H. Case will be in charge. 

*« * x 

Word comes from the Empire Elec- 
tric Supply Co., of Houston, Tex., that 
they will begin the erection of a new 
home which will be finished about 
April 1. J. S. Rowe of Brownsville, 
Tex., has recently joined this organi- 
zation as salesman. 

ae 

Merrill Cotting will endeavor to in- 
crease lamp sales for the George H. 
Wahn Co. of Boston. He has recently 
been placed in charge of Bryan-Marsh 
lamp sales. 

* *k * 

The Virginian Electric, Inc., of 
Charleston, W. Va., has just started 
a radio department and wisely has put 
a competent man at the head of it in 
the person of J. R. Reed. 

x * * 

Fifteen hundred square feet of ad- 
ditional floor space has just been put 
to use by the Peabody Flectric Co. of 
Muskogee, Okla. 


* * * 


The Commercial Electric 





we've never heard of D. W. 
or Fred being “immune.” 
_.& 2 

A new bulletin of Benjamin 
Industrial Signals is being 
prepared. It will be ready for 
distribution shortly. 

x ok x 

Ward Harrison, the genial 
and erudite illuminating. en- 
gineer, past president of the 
I. E. S., envoy plenipotentiary 
of Nela Park and possessing 
many other titles and much 
becoming dignity was a vis- 
itor to Chicago recently. He 
was in to see us, and while we 
are always glad to see Ward, 
we were especially glad be- 
cause he said some _ nice 
things about our Glas-steel 
Diffusers, and coming from 
Ward, that’s a lot. 

* ok * 

The Ohio Valley Electric 
Co. of Louisville, Ky., has 
added three new _ salesmen. 
F. J. Sullivan, formerly with 
Harvison & Gathright, will 
travel western Kentucky and 
southern Illinois. T. H. Grun- 
wald will cover western Ohio, 
West Virginia and Virginia. 
Carl D. Dratch is city sales- 
man. 








Commercial Building, Tulsa, Oklahoma 
Equipped with Benjamin-Starrett 
Panel Boards. 


Supply Co., of Detroit, has 
built a new addition and has 
already moved in. This con+ 
tains the fixture and radio de- 
partments with greatly in- 
creased facilities. 

* * * 

J. G. (Joe) Cronin has been 
appointed manager of the 
3altimore house of the H. C. 
Roberts Electric Supply Co., 
Baltimore, Md. 

oo oe 

Business of the Rumsey 
Electric Co., 
Pa., has increased which 


Philadelphia, 


makes it necessary for them 
to add two new salesmen—G. 
G. James and N. B. Platt. 

* * * 

The many friends of War- 
ner Sayers, of the F. D. 
Lawrence Electric Co., Cin- 
cinnati, Ohio, will congratu- 
late him on his recent en- 
gagement to Miss Virginia 
Burkhardt of Covington, Ky. 

* * * 

Old-timers of the Piedmont 
Electric Co., Asheville, N. C., 
recently held their 23rd an- 
nual banquet. This was said 
by the old-timers present to 
be the best “‘old-timers’ night” 
thus far held. 
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t 
put a good many ideas into their 
heads as to the use of additional ap- 
pliances and the means by which they 
could be connected. —, J, DIEHN, 
Wesco Supply Co., St. Louis, Mo. 


—e 


ested in helping the children and 


> ? 


SERVICING CORDS AND 
APPLIANCES 


Every one of us is 
of course familiar with 
the central station 
idea—‘“Keep the appli- 
ances working.” 
Through abuse of ap- 
pliance cords or lack 
of them at the right 
time many appliances 
are out of commission 
half the time. I endeavor to have at 
least one dealer in each locality fit him- 
self up to be headquarters for appliance 
cords and plugs and make himself 
known as the doctor of all their ills. 
It is unnecessary to state, of course, 
that in getting him started I see to 
it that Benjamin attachment plugs 
are his leader. 

Every effort is made to educate his 
trade not to abuse appliance cords, 
as any real doctor will educate his 
patients to prevent sickness. At the 
same time he recognizes that repairs 
are and always will be necessary on 
account of natural wear and tear, ac- 
cidents and wrong usage. So he 
makes the repair end a definite asset 
to his business by guaranteeing the 
prompt and efficient repair, at a rea- 
sonable price, of all cords, plugs, etc. 

By the use of a cabinet for these 
small jobs he makes certain that they 
were handled in proper rotation and 
that any one can be picked out of 
its compartment at a second’s notice. 
Each job had a work tag with all 
necessary information thereon. A 
generous supply of small parts, screws, 
terminals, etc., for several different 
makes of irons and devices also make 
a decided hit with the customers. Be- 
fore they had waited weeks sometimes, 
now they often carry the appliance 
away after only a few minutes’ wait. 
In these few minutes there is always 
opportunity to “Sell "Em Something 
More.” HERB OLIVER, 

Pacific States Electric Co., Seattle, 

Wash. 





* © ® 


J. C. Frey found it hard to remain 
from the Electric Appliance Co. of 
Chicago very long. He has just re- 
turned to the city sales force after an 
absence of six months. 





DEALER PERSONALLY 
GUARANTEES CORDS 


It isn’t so much the 
price of a cord that 
the user is interested 
in as whether or not 
it is going to stand up. 
People have been 
stung so many times 
with cheap and short- 
lived cords that, being 
more or less un- 
familiar with the relative merits of all 
makes, they are “up in the air,” so to 
speak, as to what to buy. 

Putting into effect an idea which Il 
had seen worked out in other lines 
of merchandising. I went to some of 
my dealers with a proposition as fol- 
lows: 

The dealer was to get out an attrac- 
tive guarantee card to go with each 
cord set. This was a personal, uncon- 
ditional guarantee of the cord on the 
part of the dealer for a full year. An 
additional price of 50 cents was 
charged per set, but the purchaser 
readily saw this in the light of insur- 
ance against future trouble which 
would be well worth the additional 
cost. Relatively few cords will come 
back in the course of a year and when 
they do they are replaced without any 
quibbling provided the guarantee card 
is shown. 


Right along side the counter where 
his business is handled we put up 
a good looking pottery vase, equipped 
with a Benjamin Stand Lamp Cluster. 
The Benjamin company gets out a 
little book which tells the dealer how 
to drill the pottery, make an adapter 
and mount the cluster, cap and base. 
This dealer has picked up a nice lot 
of business making over old vases into 
fine electric table lamps. 

J. W. HARRIS, 
Western Electric Co., Birming- 
ham, Ala. 


COMMERCIAL, AT TULSA, 
EQUIPPED WITH STARRETT 
iit PANEL BOARDS 


On page 3 of this issue we are 
pleased to present a picture of the new 
Commercial Building at Tulsa, Okla. 
This fine structure, modern in every 
respect, is fitted out and equipped with 
everything up-to-date and good. 

For example, the building is equipped 
throughout with Benjamin-Starrett 
Panel Boards. If that isn’t doing it 
right, we will be glad to send anyone 
our panel board catalog and let him 
see for himself how right it is. 
The Electric Wiring Co., C. A. Wise, 
of Tulsa, were the electrical con- 
tractors. 


® @ 


LEE ELECTRIC GETS 
BiG NEW PLACE 


The Lee Electric Co., Baltimore, 
Md., is moving from 217 N. Calvert 
Street to 210 East Lombard Street. 

This fast-moving, high-stepping out- 
fit will have four floors and basement 
with entrances front and rear in the 
new location. This undoubtedly means 
a quick movement of a large line of 
supplies. Things are looking fine 
down Baltimore way and we are 
mighty glad for ourselves and a lot of 
good users of Benjamin products that 
Lee Electric is handling our line. 

® 


> ¢ 


Herman Andrae Electrical Co. (es- 
tablished 1881), Milwaukee, Wis., has 
opened a fine place out at 2040 Cly- 
bourn St., after 43 years of growth at 
the downtown location. 

As the company had discontinued its 
retail store, it no longer required a 
downtown location, and so it fitted up 
this new building just to suit the busi- 
ness. 








month. 


sell Benjamin goods. 


and company. 
Address all stories to 








Here’s $5.00 for You! 


The “Benjamin Reflector” will pay $5.00 in cash each month to the Jobbers’ Sales- 
man who sends us the most interesting story of his selling experience during the 


And $1.00 each will be paid for every story which is accepted for publication. 

You can tell of some selling experience of your own where you were called upon to 
use tact, think straight and act quickly to get your prospect’s name on the dotted 
line, or you may tell of some selling stunt put on by your customers which helped to 


The story must not exceed 200 words in length and must be signed with your name 


The Editor, The “Benjamin Reflector” 
120 South Sangamon Street, 
Chicago, Ill. 





























February, 1925 


THE JOBBER'SM|SALESMAN 








Philadelphia Electric Club 
Starts New Year Right 
Not a little of the success which 
has attended the activities of the Phil- 
adelphia Electric Club in recent times 











H. A. Parsons 
Secretary 


A. L. Hallstrom 
New President 


is due to its able secretary, H. A. 


Parsons, who is connected with the 
Elliott-Lewis Electrical Co., one of 
Philadelphia’s leading jobbers. The 


most recent bright spot in the affairs 
of the Club was the annual dinner 
dance held in the Bellevue-Stratford 
the evening of January 7. 

Following a sumptuous dinner and 
program, Past- 
President Hully introduced the 
Hallstrom, 


generous vaudeville 
in- 
coming president, A. L. 
general manager of the Philadelphia 
branch of the Western Electric Co. 
who lauded Mr. Hulley for his untir- 
ing efforts in building up the member 
ship of the organization from 118 ac 
tive members at the beginning of his 
term to 380 at the present time. The 
club is planning to establish perma- 
nent club rooms in the new Benjamin 
Il’ranklin Hotel shortly. 

The 1925 administration is: A. L. 
Hallstrom, president; D. C. Birdsell, 


Parsons, Jr., 


Crosby, treas- 


vice-president; H. A. 
secretary, and J. G. 
urer, 

* * 


Sager Adds More Space 
The Sager Electric Supply Co., 201 
Congress street, Boston, Mass., has 
taken the entire building which gives 
It will devote the entire 

second floor to the radio division. 


it five floors. 


Its branch in Lynn will move to 
30-34 Spring street, giving double the 
present space, and the sales force will 
be added to also. 

* * * 


Virginian Celebrates 
Electrical dealers and engineers of 
Charleston, W. Va., were entertained 
at an informal dinner recently at the 
Hotel Kanawha by the Virginian Elec- 


tric, Inc. The event was in honor of 


the local General Electric office and 
the guests included several executives 
of that corporation, 

The dinner has been an annual 
affair for the last several years and 


the last one was declared to have been 
one of the most enjoyable since the 
Virginian began its series of annual 
entertainments. 

Edwin M. Keatley, president, pre 
Following the 
of 


guests of honor who gave brief talks. 


sided as toastmaster. 


dinner he introduced a number 

The gross business of the Virginian 
Electric increased 16 per cent during 
1924, Mr. Keatley said, adding that 
increased business was anticipated in 
not only the electrical industry, but in 
other business as well. 


J. B. 


Charleston 


Madison, president of the 
Chamber of Commerce, 
was the first speaker and he urged 
the 


members of his organization. 


electrical men to become active 










































































Scene at the Virginian Celebration 
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THERE’S PROFIT 
IN THE 

STEEL CITY LINE 

The 

is profit in 


reason there 

the 
Steel City Line is 
because contractors 
and wiremen gener- 
Steel 

De- 
to all others. 





ally prefer 
City 
vices 


Wiring 
They give such ex- 
service on 
the job that when 
additional 


cellent 


material 
Steel 
City gets the call. 


is needed 


Every article in the 


line gives a better 


job, yet costs no 
more. In some 
cases Steel City 
Wiring Devices 


cost less to install. 


The complete line 
is well and favor- 
ably known to all 
your contractors, 
therefore, jobber’s 


salesmen have less 
trouble in 
the Steel 


Line. 


selling 
City 


In the interest of 
better wiring and 
more business dur- 
ing 1925 you 
should sell your 
trade the complete 
line, including the 
new “Universal” 
Conduit Couplings 
which save your 
contractors’ time 
and labor on con- 
duit jobs. 





“Universal” Con 
duit Couplings are 
approved by 
the Underwriter’s 
Laboratories. 


For more sales 
and profits all 
through the year 


you should become 
more familiar with 
the lines—send for 
catalog No. 34-F. 


Electric Ca. 


PENNSYLVANIA 


Steel Exty f 


PiTTSBURGH 
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Keep the Bulletin Board Alive 

Take a look at the bulletin board 
in almost any shop, factory or office. 

Read the announcement about 
Easter services in the churches and 
the other one about Miss Bresnahan 
getting married. 

A bulletin board in many places is 
the mausoleum for dead facts, the 
place where events become mildewed. 


If the Easter announcement was for 
Easter this year and not last year, 
then your bulletin board, is kept up 
to date better than most bulletin 
boards. Probably Miss Bresnahan, 
now Mrs. Dillion, has already brought 
the new baby in to show to her old 
friends at the office. 

The scarcity of real bulletin boards, 
carrying bulletins of current interest, 
became evident to the Policyholders’ 
Service Bureau of the Metropolitan 
Life Insurance Company. The men 
of this bureau visit hundreds of busi- 
ness houses and factories every year. 
A study of bulletin board methods 
was made and a monograph has been 
issued on the subject. 


Here are some of the high spots of 
this monograph: 

“Care of the bulletin board should 
be the definite duty of some one per- 
son. 

“As soon as its object is attained, 
a posting should be removed. Out-of- 
date notices. hurt the value of the 
bulletin board. ~~ 

“It is not necessary to post a new 
notice immediately to replace one 
taken down. An interval of blank 
space emphasizes the next bulletin. 

“To impel frequent inspection, a 
bulletin board must carry news. 

“Whenever possible first intimation 
of any change in conditions or rou- 
tine affecting the employes should ap- 
pear on the bulletin board. 

“Such notices together with an- 
nouncement of policy will give the 
board news value. 

“News value can be enhanced by 
posting employee’s Lost and Found 
ads, notices concerning em ployes’ 
functions, etc. 





The monograph contains also full 
instructions about selecting a good 
location for a board and the best 
method of constriction. 


* * * 


When It’s Time to Say “No” 


A nice sized order got away this 
week because a salesman didn’t have 
the courage to say “no” at the critical 
moment of the sale. The same thing 
happened last week and the week be- 
fore. 

The buyer wanted to be sure he was 
getting the very lowest price. He had 
gone so far as to say that if he wasn’t 
given a certain concession he would 
give the order to a competing house. 

The salesman lost his nerve. He 
was afraid to risk the issue. He was 
afraid to incur the man’s displeasure. 
He took the easy way out: “I'll wire 
the office and see if they will take the 
business on those terms.” 

That was all the buyer wanted. 
The’ suspicion sprang into his mind 
that the salesman’s proposition could 
be bettered. Otherwise, why should 
the salesman even think of taking it 
up with the office? 

The buyer stuck to his ultimatum. 
The salesman’s hesitation had con- 
vinced him that if he hung on long 
enough the house would take his busi- 
ness. The buyer is still hanging on— 











Giant Sunbowl in a Place of Vantage. 


still suspicious that the salesman’s 
proposition was not the best obtain- 
able. 

Don’t be afraid to say “no.” Say 
it as though you meant it. Not in- 
dependently, with a “go to hades” in- 
flection, but firmly and _ politely. 
“Taking it up with the office” is weak- 


sister stuff. 
a ee 


New Officers for Tel-Electric 

The Tel-Electric Co. of Houston, 
Tex., reports that it is opening a new 
district sales office at 708 Russell 
“building, San Antonio, Tex. This 
office will be in charge of L. H. John- 
son, who will be assisted by E. E. 
Schmidt. 


o:-e @ 


Heater Display Faces “L’’ Plat- 


form 

The illustration here shows the 
Giant Sunbowl heater in the second 
floor window of the Inland Electric 
Co., Chicago, Ill. The “L” platform 
in the picture is at the Madison and 
Wells station. The value of this dis- 
play can be realized by considering 
that several hundred thousand people 
pass this point daily. During the 


rush hours the energy of 10,000 watts 
is turned on and waiting elevated 
passengers bask in_ its 
warmth. 


cheering 
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iV Wb e The New Liberty 
| “Flopper” Toaster 
ATCH ’em grab this latest Liberty achievement— 


the highest quality, low-priced, two-slice, upright 
toaster on the market. 

THE NEW LIBERTY “FLOPPER” TOAST- 
ER is made of 20 gauge bright cold rolled steel, heavily 
nickeled, beautifully polished, constructed to Liberty 
No doors to drop, Standards and sold with the one year Liberty Guar- 


Just push the toast, antee. 
And see it flop. Heating element is of genuine Nichrome wire sus- 
pended between two refractory supports and also car- 


ries the LIBERTY one year GUARANTEE. 

LIBERTY “FLOPPER” toasts two LARGE slices at 
one time, evenly, quickly and crisply, yet IT HAS NO 
MOVING PARTS. 

The LIBERTY “FLOPPER’S” appearance attracts, its 
simplicity appeals, its price makes quick, easy sales; its 
wonderful efficiency and service satisfies. It’s just another 
reason why “LIBERTY USERS BECOME APPLIANCE 
BOOSTERS.” 


Meet and Beat Your Quota with Liberty ‘‘Floppers” 


Call attention of your sales manager, your house, to this new 
Liberty triumph—THE LIBERTY “FLOPPER” TOASTER. 

Be able to tell your trade about it and take orders for it. The 
Liberty “Flopper” at $2.85 is one of those rare items in which you 
can instantly interest every prospect and customer you serve. 

Talk it over with “the chief” today. Get him to write for terms, 
discounts, and complete description. 


The Liberty Gauge & Instrument Co. 
6612 Euclid Ave. Cleveland, Ohio 











No basket to turn, 
































West of Rockies $3.15 


Size: 7% in. high; 6% in. wide; 4 in. deep. 
Bread rack, 5% in. wide, 5 in. high. 

Equipment: 6 ft. connection cord and standard 
two-piece attachment plug. 

Capacity: 110-120 volts, A.C., or D.C., 500 watts. 

Packed: Attractive individual cartons; cases 12 
and 24; weight 36 and 71 pounds respectively ; 

individual weight 2 Ibs. 11 oz. 











LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Remember that the full 
page Clamp-o-Set ad- 
vertisement is in the 
February 14th issue of 
the Saturday Evening 
Post. 
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I 


({ 





Ne, 
es. BES a Eo: eh 


at ees 


ais i ae vane” ( 
a by 
Yo SF 


Pass it on and get the credit! 


This boost for your trade 
boosts you with your trade 


This big Clamp-o-Set campaign gives 
you an opportunity to render a real mer- 
chandising service to your trade. Such 
service is the best cement on earth to 
bind your trade to you. 


You can show any retailer that half 
the real buyers in his town—the people 
who spend the money—will see this big 
full page Clamp-o-Set advertisement in 
the February 14th Saturday Evening 
Post. 


You can point out to him that we are 
advertising his windows in this page ad 
itself. Read the big bold paragraph at 
the bottom of the Post ad. 


This is a real merchandising service— 
a sales making service—that any retailer 
will quickly recognize and appreciate. 
And most important, it really will sell 
scads more Clamp-o-Sets for any retailer 
who follows your advice in this way. 


With this campaign to back you, you 
can sell more Clamp-o-Sets in the next 
few weeks than you ever sold in months 
before. You can beat the best Christmas 
selling period you ever had. 


We are helping you to the limit— 
preparing the way for your sales clinch- 
ing arguments to every retailer that you 
call on. Over 81,000 broadsides are 
going out. Four-color inserts are ap- 
pearing in Electrical Merchandising, 
Electric Light & Power, Electrical Rec- 
ord, and the Electrical Record Supple- 
ment. 


YOUR STORE 


Just two things to do— 
and 
Just time enough to do them 


Your retailers need a stock of both Regular and 
Decorated Clamp-o-Sets in time for February 12th. 
SEND their orders in as fast as possible. 


Your retailers must have the Clamp-o-Set display 
material to use by February 12th. Send their 
requisitions in as quickly as possible. 
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Isnt tt fine ~ 
to have a light of your own 
fo useas you like ? 





: ‘(ons a pleasure itisto have | 
your own individual light just | 
the way you’ want it. A Tight not for the room, nor 
for others, but for you. Such is 


the BUSS Clamp-o-Set 
























If the Clamp-o-Set offered you nothing more 
than its beauty as a stand Jamp, you'd want ir. 


But when you sec how you can hang or cl: amp 
it anywhere, and adjust tht light to any posi- 
tion—then a whole new world of light use- 
fulness Opens up to you. 


You'll think of thatlast halfhour 
of reading in bed—such lazy lux- 
ury with yourClamp-o-Set light 
focused rightwhere you want it. 


“ad 
At. 





/, In the morning, Clamp-o-Sce 
4; ¢. brings a new comfort to mans 
: shaving and to “ther"’ primpin 
—clamped or hung on the mirror ic b: at 
the dark shadows from your reflection. 


The $3 Clamp-o-Set comes in Decorated Ivory (shown on a 


HM onze (as at leit) The $2 Clamp. © Set Las 
Goish of Hrowse Prick. ( Prices im Canad 
have 9 foc cord Weh combination plsc. 

@ Set at any store that hanaies liebe. If y 


toclosing money ofdct. Buswnann Mie. Ca. 3425 6. 2 








tertite 





& ine adet. A-& 


pind St. "Rete Me 


What a pleasure to sew with Clamp-o-Set 
clamped on the machine or on a chair. And for 
the card table, the piano, the - -~ nu 
book case! An d myhowhand ¥e3 
tocarry aboucand lightup — f% 





% tna |S 
any nook orcorner—it clamps, $3 j } 
: ’ 
stands or hangs anywhere. PY /) 
3 AT “Pind Af 
Sce how different! Nosprings, / - 


no contrivances. Its clamp is a padde {disc that 
screws in and out of the base. Holds to asy- 
thin 4 flac or round. Or you can hang iton any 
hook or nail by the slot ia the base. The lamp 
socket can he adjusted to any angle all the way 
around. Even the shade tilts in any direction, 
Get this light of your own co use as you like, 
Ic costs so hi little. 








Half the real buyers in every city and town—the people who spend 


money for what they want—-will see this full page Clamp-o-Set ad- 
vertisement in the February 14th Saturday Evening Post. Swell your 


Look for Clamp-o-Set displays in store windows. 
Retailers are showing this window display so that 
you can readily s see where Clamp-o-Sets are, sold. 


profits by making the most of this campaign with your trade. 





Bussmann Mfg 


Co., St. Louts, Mo. 
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Portland, Oregon, Girl Wins $15,000 
Home in Lighting Contest 






Announcement of Complete List of National Prize Winners 


OMPETING with over two 

million school children in the 
United States and Canada, of which 
nearly one million actually submitted 
fairy tales, verses and essays in the 
Home Lighting Contest, Julia Groo, 
87 North 23rd street, Portland, Ore., 
18 years of age, was voted the 
winner of the $15,000 Model Electric 
Home, offered by The Lighting Edu- 
cational Committee, 680 Fifth avenue, 
New York, N. Y. This home will be 
built on a lot provided by Miss Groo 
anywhere she desires. Ten other 
boys and girls in various portions of 
the United States and Canada re- 


ceived scholarships, ranging in value 
from $300 to $1,200. 

The international judges of the 
Home Lighting Contest were William 
McAndrew, superintendent of schools, 
Chicago, Ill.; Mrs. William Brown 
Meloney, editor, the Delineator; B. C. 
Forbes, editor, Forbes Magazine; 
Sarah L. Rhodes, principal, H. S. No. 
28, Brooklyn, N. Y.; George D. Shep- 
ardson, professor of electrical engi- 
neering, University of Minnesota; 
George R. Anderson, professor of il- 
luminating engineering, University of 
Toronto, and M. H. Aylesworth, ex- 
ecutive manager of the National Elec- 














The Prize-Winning Essay in the Home Lighting Contest 


By JULIA GROO 


E DO not keep a horse and buggy simply because 

our father had one. Instead, we use the new and 
more serviceable means of travel. The man in the office, 
the factory manager, the contractor, all continually strive 
to find labor-saving devices. They do away with anti- 
quated apparatus and replace it with machines for in- 
creasing output. Greater production by the individual is a 
demand of the times. 

Yet when these same men reach their homes the thoughts 
of advanced methods and convenience seem left behind. 
They retain lighting equipment which was probably con- 
sidered the best when it was installed, but which is now 
obsolete because of the developments in the industry and 
the knowledge of proper lighting learned from experience 
and investigation. 

Careful thought was_ given to the lighting of our house, 
and has resulted, I believe, in our having a well-lighted 
home. It is well lighted since each fixture was selected 
to provide sufficient light where it might be needed. A 
center light gives general illumination, while portable lamps 
placed by easy chairs for reading or sewing bring the light 
directly where desired. A shade in harmony with the fixtures 
and the room covers each bulb, but all are dense enough to 
prevent glare or eye strain. Some are silk and some are 
parchment, each being adapted to its surroundings. The 
basement shades are metal. 

Small bulbs are used in decorative lamps to prevent an- 
noying bright spots—frosted bulbs where there is a pos- 
sibility of their being seen with discomfort. Portable 
lamps are placed on each side of the mirror on the dress- 
ing tables and brackets on each side of the bathroom mir- 
ror to illuminate the features on both sides, thus avoiding 
shadows. The shades prevent a bright light from being 
reflected into the eyes. 


Each room has bulbs in excess of one watt to the square 
foot, and since the walls are light, very little light is ab- 
sorbed by them, thus avoiding the necessary of larger 
bulbs. 

The center fixture in the living room has two 150-watt 
bulbs. There are two floor lamps and one table lamp, each 
containing two 40-watt bulbs. Two brackets over the 
mantel and two small decorative lamps each have a 15- 
watt bulb. Four single convenience outlets permit rear- 
ranging the furniture. 

A fixture with four 40-watt bulbs hangs 26 inches above 
the dining-room table, while 15-watt candles are at each 
side of the buffet. A double convenience outlet is under 
the table and another by the buffet. 


Our kitchen is lighted by a 150-watt ceiling fixture with 
a 40-watt lamp over the sink. Appliances may be attached 
to a double convenience outlet. 

Each of the two bedrooms has a 40-watt ceiling fixture, 
a 40-watt stand lamp each side of the mirror and a 40-watt 
lamp at the head of the bed. The three double convenience 
outlets make rearrangement of the furniture easy. 


The two 40-watt brackets by the bathroom mirror furnish 
sufficient light. The 40-watt center fixture is unnecessary 
because of the smallness of the room. The double con- 
venience outlet is for appliances. 

The basement has 40-watt lamps in the trunk room, in 
front of the furnace and at the coal pile. A 100-watt lamp 
is over the laundry tubs. A double convenience outlet is 
available for appliances. ‘Two 40-watt lamps should be 
placed over the work bench to prevent shadows on the 
work. 

Our long hall has a 40-watt ceiling fixture and a 40- 
watt bracket. 
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This full page advertisement in the 
Saturday Evening Post of February 
7th tells the Agent’s own story to 
the people in his town. 


JOBBERS’ SALESMEN: 


Could your merchants have stronger 
local advertising than this? 


EDISON MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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to the mouth of the reflector by 


very easily attached or removed, 
and greatly increases the beauty 


play window. 


__the Window Reflector 
of longer life 
and 


superior service 
e 


Jobbers’ Salesmen 


Here is a real sales producer—an un- 


breakable Window Reflector. 


Made of Porcelain Enameled Steel, 
drawn in one piece. Finished in gray 
outside, white inside. 


Has one of the most efficient reflecting 
surfaces known — white porcelain 
enamel. It will not chip, peel or dis- 
color with long use. 


The shape of the unit insures proper 
distribution of light over the entire dis- 
play and allows no dimness in any part 
of the window. 


Wheeler K-7 is made in two sizes for 
75 and 100, 150 watt lamps. It is con- 
veniently concealed as a light source, 
is simple to clean and extremely easy to 
wire and install. 


Color screens in red, blue, green 
and amber are provided for use 
with Wheeler K-%. These are 
held in a frame which fits firmly 


The adjustment is 





and attracting powers of any dis- 














Wheeler Reflector Co. 


275 Congress St. Boston, Mass. 














' tric Light Association, representing 





Franklin T. Griffith, president of that 
association, who was unable to be 
present. The judges selected the 
winning essays from over 45,000 prize 
winners in 4,784 local communities in 
the United States and Canada. Each 
community was allowed to submit 10 
to 50 local winners for the . judges’ 
consideration. 

With the use of a Home Lighting 
Primer containing lessons-on home 
lighting, the contestants were obliged 
to do three things in the competition: 
First, to make an investigation of their 
own and two neighbors’ homes and 
report in the primer of the lighting 


_ conditions therein. Second, to cut 


| fixtures from a catalog in the primer 
' und paste them in what they thought 


were the proper places in the “light- 
less” illustrations of rooms also con- 
tained in the primer. Third, to write 
an essay explaining how they would 


change the lighting equipment in 


their own homes to conform with 
present day lighting standards. Miss 
Groo was adjudged the winner be- 
cause she complied most rigidly with 
the rules, 

The five boys and girls who won 
scholarships are as follows: Two sec 
ond prizes of $1,200 scholarships in 


_ American or Canadian colleges: 


George R. Pinaroc, 451 Elwood ave- 
nue, Oakland, Calif. 

Dorothy Lathe, East Aylmer, Que 
bec, Canada. 

Two third prizes of $600 scholar- 
ships in American or Canadian col- 
leges: 

John Patten Crawford, 1226 Wes: 
Walnut street, Kokomo, Ind. 

Lucile Brewer, Gainesville, Ga. 

Two fourth prizes of $600 scholar- 
ships in American or Canadian col- 
leges: 

Joe Kelly, 839 East Washington 
street, Martinsville, Ind. 

Irene Kline, 274 State street, Low- 


| ville, N. Y. 


Two fifth prizes of #300 scholar- 


| ships in American or Canadian col- 
| leges: 


Roswell Edward Brett, 937 Gotham 
street, Watertown, N. Y. 

Mary W. Holman, Huntsville, Mo. 

Two sixth prizes of $300 scholar- 
ships in American or Canadian col- 
leges: 

Everett Ehler Wigger, 40 North 
street, Lancaster, N. Y. 

Eleanor Kathleen Linik, 58 Aurora 
Main street, West Alexandria, O. 
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A trip to the Nela Sales 
Camp this summer for 
the 10,000 milers. And 
you pick up attractive 
souvenirs all along the 


ON-TO-NELA route. 








@ NATIONAL 
MAZDA LAM 


A GENERAL ELECTRIC PRODUCT 


In the Big Race 


Spec are 1118 jobber salesmen in the 
ON-TO-NELA Sales Contest. Over 30 
speedy salesmen have already pulled past the 
10,000 mile post. We're looking for a few to 
come through with mileage that will stretch 
‘round the world and then some. And 10,000 
miles in one week doesn’t mean a thing to 
some salesmen. 


There's still time to enter the ON-TO-NELA. 
Contest is open until March rst. 


National Lamp Works of General Electric 
Company, Nela Park, Cleveland, Ohio. 
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Standard Order and Invoice 
Forms 

Standard invoice, purchase order, 
and inquiry forms for recommended 
use by all branches of American in- 
dustry and commerce were adopted by 
a National Conference held under the 
auspices of the Division of Simplified 
Practice, Department of Commerce, 
at Washington, D. C., January 14. 


For several years sellers have been 
complaining because of the increasing 
nuisance of having to bill their goods 
to customers on invoice blanks pro- 
vided by the customers. This grow- 
ing tendency of the customers is the 
result of their determination to effect 
the great savings in clerical help made 
possible by invoices standardized as 
to size and form. If the customers 
can save millions of dollars by the use 
of standard invoices, the sellers can 
save at least considerable percentage. 

Forty-five organizations were rep- 
resented at the conference. These in- 
cluded the producer, distributor and 
consumer as well as the wholesaler 
and retailer in the leading commercial 
fields. Manufacturers of office equip- 
ment and accounting machinery were 
also represented. Letters and tele- 
grams were received from organiza- 
tions and associations in various sec- 
tions of the country endorsing the 
movement, though they were unable to 
be represented. 


R. M. Hudson, Chief of the Divi- 
sion of Simplified Practice, presided 
at the conference. Secretary Herbert 
Hoover, in a brief, but forceful ad- 
dress, stressed the importance of sim- 
plification in office forms, and compli- 
mented the conference on its efforts to 
eliminate waste in office procedure by 
attacking specific rather than general 
problems. 

Since the conference was called at 
the request of the National Associa- 
tion of Purchasing Agents, W. L. 
Chandler, its secretary, was asked to 
make an introductory statement. In 
his address Mr. Chandler showed that 
the idea of a standard invoice is not 
a new one. The movement started in 


1919 when 417 associations were in- 
vited by the National Association of 
Purchasing Agents to a conference in 
Philadelphia to discuss the subject. 
For two years thereafter a joint com- 
mittee representing the Railway Of- 
ficers Accounting Association, the 
American Railway Association, the 
National Association of Cost Account- 
ants, and the National Association of 
Purchasing Agents studied the prob- 
lem from every angle. In 1921 a 
national standard invoice form was 
adopted by these four associations for 
recommended use by its members. 
Since that time a number of other 
large associations have officially en- 
dorsed it, and have put it to actual 
use. Mr. Chandler submitted the na- 
tional standard invoice form for adop- 
tion by the conference. 

After considerable discussion the 
conference voted unaniomusly to 
adopt the standard invoice form for 











Purchasing agents are not all ogres or 
ogresses. Here is one pleasant to look 
upon, and what is more to the point, 
makes her electrical purchases 100 per 
cent through local jobbers. She is Miss 
E. Payne, purchasing agent for the Boe- 
ing Airplane Co., Seattle, Wash., a con- 
cern which has already manufactured over 
1,000 planes. It may readily be assumed 


that she understands the art of playing 
one jobber’s salesman against another and 
gets “perfectly wonderful” prices. 





recommended trial by American in- 
dustry and commerce. 

The standard purchase order and 
inquiry forms adopted some time ago 
by the National Association of Pur- 
chasing Agents were likewise consid- 
ered and adopted by the conference. 
A standing committee was appointed 
to consider any objections to these 
forms which may arise and to arrange 
for later conferences to review them 
in the light of their further and wider 
use. 

The Division of Simplified Prac- 
tice will convass all organizations and 
groups interested in these standard 
forms to secure their approval and 
adoption. When a sufficient number 
of ratifications are secured, the forms 
will be published as American stand- 
ards in the Elimination of Waste 
Series of the Department of Com- 
merce, 

A survey of a large number of rep- 
resentative firms showed an estimated 
average saving of $620 per year if 
all invoices received were standard- 
ized. This would amount to an aggre- 
gate annual saving of $15,000,000 in 
all lines of American business. Since 
this figure applies only to the stand- 
ard invoice, the conference has started 
a movement which will involve a much 
larger figure through the standardi- 
zation of purchase order and inquiry 
forms as well. This indicates the 
tremendous possibilities involved in 
the simplifiation of other lines of 
office documentation and procedure. 

Copies of the standard invoice, in- 
quiry and purchase order forms as 
adopted by the conference may be 
secured upon application from the Di- 
vision of Simplified Practice, Depart- 
ment of Commerce, Washington, 
D. C., or from the National Asso- 
ciation of Purchasing Agents, Wool- 
worth Building, New York, N. Y. 

* * * 

The interests of the Tri-State Elec- 
tric Co. of Sioux Falls, So. Dak., in 
the southern part of the state, will 
be looked after by C. E. Buchman 
who recently became a ‘member of 
their sales organization. 
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Sterling STIPPLE Reflectors are 
made in a complete range of new 
shapes and sizes which have been 
scientifically designed for the purpose 
of increasing the quality, value and 
efficiency of reflected light in Show 
Windows, Display Cases and general 


Interior Illumination. 


Sterling STIPPLE Reflectors mean 
increased sales and profits for you be- 
cause they adequately meet the most 
exacting requirements of advanced 
lighting methods and provide effi- 
ciency heretofore unequalled. Com- 
plete information and catalog will be 
sent on request. Use the coupon. 


Reflector & Illuminating Co. 


Established 1912 
Manufacturers and Engineers 


. 575 W. Washington Blvd. 
B= Chicago, U. S. A. 





Reflector & Illuminating Co., 
575 W. Washington Blvd., Chicago 


Please send us catalog, prices, discounts and com- 
plete information on ®terling Reflectors. 
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Understandable Listings —A Complete Line 


This is Our New Standard Catalog Page Reduced to 4/5 Actual Size 











KEY LOCKING 


Expanded Metal 


GUARDS 





FLEXCO-LOK| 


For 25 and S0-watt Mill Type 
Lot Number 100 for Standard Brass Sockets 
Lot Number 101 for 15¢ inch weatherproof 
Lot Number 102 for 1% inch weatherproof 
Lot Number 104 for 154 inch weatherproof 
Net weight 1% Ibs Per carton of Ten List $6.00 
Regular Type for Lamps 60-watt or less 
Lot Number 1160 for Standard Brass Sockets 
Lot Number 1161 for 15¢ inch weatherproof 
Lot Number 1162 for 1% inch weatherproof 
Lot Number 1164 for 154 inch weatherproof 
Net weight 244 Ibs Per carton of Ten . List $6.00 
Regular Type for Lamps 150-watt or less 
Lot Number 7600 for Standard Brass Sockets 
P Lot Number 7601 for 1% inch weatherproof 
Lot Number 7602 for 1/4 inch weatherproof 
Lot Number 7604 for 154 inch_weatherproof 
Net weight 314 Ibs Per carton of Ten List $9.50 
“Ths Reflector Type for Lamps 60-watt or less 
flector Lot Number 3160 for Standard Brass Sockets 
Type Lot Number 3162 for 1% inch weatherproof 
Net weight 314 Ibs. Per carton of Ten List $8.00 


Strong durable guards reenforced, heavy tin coating Open on hinge in base. Screws are 
rustproof and self-retaining. F CO-LOK are efficient protection against theft as well 


Extra keys, each 











Mill 
Type 











NON -LOCKING 


Expanded Metal 


GUARDS 








Mill 
Type 


For 25 and 50-watt Mill Type 
Lot Number 200 for Standard Brass Sockets 
Lot Number 201 for 1% inch weatherproof 
Lot Number 202 for 1% inch weatherproof 
Lot Number 204 for 154 inch weatherproof 
Net weight 1% Ibs. Per carton of Ten List $5.00 
Regular Type for Lamps 60-watt or less 
Lot Number 2160 for Standard Brass Sockets 
Lot Number 2161 for 15 inch weatherproof 
Lot Number 2162 for 1'4 inch weatherproof a 
Lot Number 2164 for 154 inch weatherproof to 
Net weight 2% Ibs. Per carton of Ten List $5.00 
Regular Type for Lamps 150-watt or less 
Lot Number 8700 for Standard Brass Sockets 
Lot Number 8701 for HY inch weatherproof 
Lot Number 8702 for 1% inch weatherproof 
< Bot Number 8704 for 154 inch weatherproof 
Net weight 3/4 Ibs Per carton of Ten List $8.50 
« Reflector Type for Lamps 60-watt or less 
Lot Number 4160 for Standard Brass Sockets 
Lot Number 4162 for 144 inch weatherproof 
Net weight 314 Ibe. Per carton of Ten List $7.00 


Same construction as above, but close with slotted round head screws and screw driver. 


FLEXCO PORTABLE GUARDS To Measure 


Sole Ranlee peso easy adjustment without rewiring socket. 
ote the handy hook and ring handle lock. 


For 25 and 50-watt Mill Type 
Lot Number 10-¥ tor Standard Brass Sockets 
Lot Number 12-P for 144 inch weathérproof 
Price each, packed in carton . List $2.10 
Regular Type for Lamps 60-watt or less 
Lot Number 20-P for Standard Brass Sockets 
Lot Number 22-P for 144 inch weatherproof 
Price each, packed in carton... . List $2.10 
Reflector Type for Lamps 60-watt or less 
Lot Number 40-RP for Standard Brass Sockets 
Lot Number 42-RP for 114 inch weatherproof 
Price each, packed in carton .. List $2.25 
Sockets not included Net wt 14 0z 











To measyre weather- 
proof sockets, take dia- 
meter next to or be- 
tween shade holder 
rings. EXCO 
Guards will aleo fit 
oversize sockets. 





Net wt. I Ib. 











Trade discounts apply. 


Write for sample of 60 Watt Guard 


Flexible Steel Lacing Company 


4698 Lexington St., Chicago 




















A New Freight Classification 


Consolidated Freight Classification 
No 4, to be effective February 10, 
| 1925, has been issued and is now being 
| distributed to the railroads and sub 
scribing shippers. This is the well- 
known standard publication issued by 
the classification committees and em- 
ployed by 1200 railroads, steamship 





and electric transportation lines in the 
United States and Canada and is used 
by such carriers as an essential part 
of their tariffs of freight rates. 

The classified arrangement consists 





of listing of all commodities and in 
dicating for the various forms of pack- 
| ages, whether for less than carload or 
carload quantity, the class ratings as 
published in the freight tariffs of the 
carrier, In addition, numerous rules 
are given governing packing require- 
ments, method of loading and condi 
tions under which various ratings, car- 
lead minimum weights, ete., will ap 


ply. 


The new issue contains approx 


imately 17,000 separate descriptions 


of articles with assigned ratings. 
the 
recognized primary source for ascer- 


The Freight Classification is 


taining the ratings and _ regulations 


governing the transportation of the 


vast number of commodities currently 
Shippers find the publica 
useful that know 
' ledge of its requirements enables the 


shipped. 
tion and concede 
more orderly handling of shipments 
and prevents delays, loss and damage 
and consequent claims upon carriers. 
It can be obtained through F. W. 
| Smith, chairman, official classification 
committce, 143 Liberty street, New 
| Youk; N.Y. 











One of the fast growing supply houses 
in Boston is the Kelleher Electric Supply 
Co., and here are three reasons, represent- 
ing three departments of the business. 
From left to right they are: Louis Kud- 
dish, stockman; J. K. Kelleher, proprietor, 
and F. P. LeFort, sales manager. 
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38 selling featu 






Tes 


help you make fan sales 


tare more completely the line of fans you carry meets every want and prejudice 
your customers may have in regard to fans, the more certain you can be of 
boosting your fan sales. People do have fixed ideas about fans, as you know; and 
Wagner Fans are designed to overcome their objections. 

Wagner Fans have thirty-eight special features of definite importance to fan 
buyers. You can meet your customer at every point—anticipate every want — 
forestall every objection — build up desire—sell the goods—and know that the 
fans sold will stay sold. 

Every outward feature invites favorable comment —fine appearance; oscillation 





that can be either adjusted in the degree of arc over which the fan swings or entirely 
stopped; a safety device preventing damage if the swing is interfered with; multi- 
speed control; handy carrying handle; felt base to prevent scratching of furniture; 


and other details of convenience. 
But it is the works that determine fan dependability and life; in Wagner Fans 
these have been developed to a point that marks a really significant forward step 


in fan design. 


Yet, Wagner Fans are sold at competitive prices, well established as the prices 
people are willing to pay for quality fans. 

The new Wagner Fan Catalog contains full details of Wagner 38-feature fans, 
written especially to help the retailer. We would like tosend you a copy. 


Wagner Electric Corporation 
6400 Plymouth Avenue, Saint Louis, Mo. 


LIST PRICES 


WAGNER ELECTRIC CORPORATION 


9-inch, high-speed, non-oscillating $10.00 > S a 6400 Plymouth Avenue, Saint Louis, Mo. 
Brana high-speed: eee wae AC. = D. I would like to receive a copy of your new Wagner Fan Catalog for dealers and jobbers. 
12-inch, high-speed, oscillating 30.00 A.C. or D.C 
12-inch, low-speed, oscillating 30.00 A.C. or D.C. Ses 
16-inch, low-speed, oscillating 35.00 A.C. or D.C —- = 
16-inch, high-speed, oscillating 35.00 A.C. or D.C 
56-inch ceiling fan §2.00 A.C. or D.C Company- ae = 


Above prices cover fans for 110-volt 60 cycles 
or 110-volt direct current only. 





MI i lathnctciectis 








































THE JOBBER’SI]SALESMAN 








Pacific Radio Trade Asso- 
ciation 

A forward step has been taken on 
the Coast in the formation of the 
Pacific Radio Trade Association, open 
to any firm or individual engaged in 
the radio industry. 

A trade mark has been adopted 
and registered in the U. S. Patent 
Office. A bulletin service is to be 
mailed at regular periods to all mem- 
bers, giving a digest of all trade 
paper references, patent cases, Fed- 
eral trade cases, etc. It will conduct 
an annual radio exposition. Mer- 
chandising helps will be sent out reg- 
ularly and arrangements made for 
co-operative newspaper advertising. 
A speaker’s bureau will furnish cap- 
able speakers to deliver lectures on 
any occasion on technical, popular or 
economic radio subjects. There will 
be a well-selected radio library. Co- 
operative work will be carried on with 
the U. S. Department of Commerce 
(allocating wave lengths) and the 
District Government Supervisors. 

The address of the Association is 
284 Chronicle building, San Fran- 
cisco, Calif. 

The electrical supply jobbers are 
represented on the board of directors 
by Charles R. Musladin of the Alex- 
ander & Lavenson Electrical Supply 
Co. of San Francisco. 


* & & 


P.-A. Glee Club in the Air 

On Christmas Eve, the Glee Club 
of the Pettingell-Andrews Electrical 
Supply Co., Boston, Mass., broad- 
casted a very entertaining program 
from Station WEEI of the Edison 
Electric Illuminating Company of 
Boston. The Pettingell-Andrews Glee 
Club was organized by M. D. Riley, 
who, beside being a very well known 
electrical engineer, has made a great 
study of music. The following pro- 
gram is the one which was broad- 
casted: Hail Smiling Morn, by Spof- 
forth; Christians, Awake Salute the 
Happy Morn, by Wainwright; O, 
Come all Ye Faithful, by Reading; 


Silent Night, by Franz Gruber; Win- 
ter Song, by Bullard; Joy to the 
World, by Handel; O, Little Town of 
Bethlehem, by Redner; The First 
Nowell, Traditional; The Bells of St. 
Marys, by Adams. 


* ** * 


Group Radio Service 
The fascination and entertainment 
of radio has apparently been made 
more easily available to every one by 
tests proven satisfactory, where a 
single radio set operating a loud- 
speaker is working successfully in a 
Buffalo apartment house simply by 
means of an extension cord brought 
down from the upper apartments, thus 
operating in unison all the loud speak- 
ers or head phones on the circuit. 
Such operation has been successful on 

extension lines up to 1000 feet. 
Such service can be charged for at 
a nominal monthly rate fixed by the 
owner of the radio set furnishing such 








na an oe | 


While the monkey does not possess that 
distinguishing attribute of man—the power 
of speech—he is none the less a good 
listener. Notice the expression on this 
monkey’s face as he listens to the radio, 
showing. intense interest and concentra- 
tion. You almost expect to see him begin 
turning the dials and make a trial to get 
station TREE.—Underwood §& Under- 
wood. 





service. The building or neighbor- 
hood service can be extended to 
greater distances by wires or over 
telephone circuits whereby one simply 
calls up the radio service studio and 
listens in on the phone as long as de- 
sired, the loud speaker at the studio 
furnishing the entertainment. 


$$ * ## 


KOA Already Popular 


Another national radio voice, KOA, 
the Rocky Mountain broadcasting 
station of the General Electric Co., at 
Denver, Colo., took the air Dec. 15. 
The wave length, for the present will 
be 323 meters and the power rating 
1500 watts. The opening of KOA 
marked the completion of the General 
Electric chain of three broadcasting 
stations across the United States, with 
WGY at Schenectady, N. Y., and 
KGO at Oakland, Calif. 


KOA is half way between the mis- 
sissippi and the Pacific and Canada 
and Mexico, and will be heard by 
millions from one end of the American 
continent to the other. Harry Soden- 
water, engineer in charge of technical 
radio operations, supervised the con- 
struction of the station, while Martin 
P. Rice, director of radio broadcast- 
ing, was in charge of the grand 
opening. 

Cost of construction approximated 
$175,000 and it was estimated the 
annual cost of maintenance will reach 
$100,000. The staff when completely 
organized, will number 20 members, 
including a resident engineer in charge 
of technical operations, program man- 
ager, operators and announcers and 
members of the news bureau and the 
office personnel. 


KOA marks a departure from the 
usual circuit arrangements in that a 
master oscillator-circuit is uitlized to 
assist in obtaining constant frequency 
for transmission and freedom from 
harmonics. Two sets of transmitting 
equipment are installed and may be 
placed in service at once. This 
assures continuous operation should 
one set break down. 
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The Greatest _ ™ 
Inaugural in History 


Doe swears to mamtam it laws sod 
we wmtegnty. every man and woman sn 


sow to hear the in- 
. 


be sure you ave the proper 


Barsery tor every radio 


““THE AIR 18 FULL OF THINGS YOU SHOULDN'T MISS"’ 
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There’s compelling force 


in the Eveready 1925 advertising 


THE national advertising campaign on 
Eveready Radio Batteries for 1925 is the 
most powerful sales effort ever released 
in the interest of the radio industry. The 
tremendous power of the great national 
magazines, led by The Saturday Evening 
Post with smashing pages in two colors 
and flanked by every radio-user paper of 
any importance, is the backbone of the 
attack. Supplementing this force locally 
are the great newspapers, covering prac- 


tically the entire radio market. Firing 





like a machine gun, these newspapers 
will put into circulation during 1925 the 


staggering total of 421,600,000 Eveready 
Radio Battery advertisements. 


Tell your dealers to stock Eveready 
Radio Batteries—they sell easiest and 
bring you and the dealer quick profits. 


Manufactured and guaranteed by 


Inc. 


NATIONAL CARBON COMPANY, 


New York SAN FRANCISCO 


Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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Radio Products, Illustrated 









LS 


One of the unusual features of 
the “Noloss” Isolantite socket man- 
ufactured by the General Instru- 
ment Corp., 423 Broome street, New 
York City, is the extra large {% in. 
in diameter sterling silver contacts 
arranged so as to be self wiping. 
The contacts are fixed to heavy 
phosphor bronze springs insuring a 
firm, low-resistance connection at 
all times. ‘The spring members are 
each made of two leaves and they 
are placed in the base in a way to 
minimize internal capacity. Per- 
manent soldered connections are 
made to the main phosphor bronze 
spring at the same time serving as 
a lug, or temporary connections may 
he made to nuts provided for this 
purpose. ‘The base of this socket 
is produced from T[solantite which 
has been found to have very desir- 
able properties for radio use. It 
offers high surface and volumetric 
insulation for low phase angle dif- 
ference and may be used on short 
wave transmission and high elee- 
trical efficiency. 








The ‘Thordarson Electric Mfg. 
Co., 500 West Huron street, Chi- 
cago, announces something entirely 
new in the amplifying field, an in- 
terstage power amplifying trans- 
former. Inserted in a power ampli- 
fying circuit between a_ pair of 
standard input and output power 
amplifying transformers, it is said 
to give a quality of reception that 
more than compensates the user for 
the additional expense. 'I'wo stages 
of this power amplification necessi- 
tate the use of four tubes. Wiring 
diagrams and full directions are 
supplied with each transformer, 





“Storad” the recharge- 
able radio “B” storage 
battery which has been 
designed for perfect ra- 
dio reception is a com- 
pact heavy-duty battery 
which will give satisfac- 
tory service on any type 
of receiving or power 
amplifying circuits. Some 
of the features claimed 
for this battery are: il 
has heavy indestructible 


glass jars; leak-proof hard rubber screw type cap; air space between 
cells; heavy connecting links welded to plates; large vent plug and filler 
openings; welded on rubber covered cable terminals; special sealed post 
construction; large acid volume, and combination perforated rubber and 
treated wood separators. ‘The manufacturer is the Cleveland Engineering 
Labs. Co., 2104 Superior viaduct, N. W., Cleveland, Ohio. 





‘Type 6-25-0005 capacity — con- 
denser placed on the market by the 
U. S. Tool Co., Inc., 124 Mechanic 
street, Newark, N. J., is particu- 
larly adapted to the  penetrator 
hookup. Every condenser is tested 
for capacity, a point necessary to 
consider when purchasing in order 
to cover the full range of wave 
lengths. Its micrometer dial, turn- 
ing the entire rotor with the slow- 
ness and accuracy of the vernier, 
readily reaches the DX wave lengths 
that are close to local station wave 
lengths. It is also equipped with 
pigtail connection to make positive 
connection between the rotor and 
stator. 











The Model 19 rectifier illustrated 
at the left is housed within a neatly 
finished steel case and is made readily 
accessible by a hinged cover. Its 
light weight and convenient folding 
handle make it easily portable. ‘This 
rectifier is easily adjusted and will 
run for days without attention or 
need of adjustment. It is almost 
noiseless in operation and the con- 
tacts operate without sparking. ‘The 
Model 19 rectifier will charge 6-voll 
“A” batteries and 24 to 72-volt “B” 
batteries, 








At the right is pictured a new pocket 
voltage 
This Sterling voltmeter 
will read the total voltage of five 22%, 
or two 45-volt battery units connected 
in series. ‘The manufacturer of these 
products is the Sterling Mfg. Co., 2831 


voltmeter for “B” 
measurement. 


battery 


Prospect avenue, Cleveland, Ohio. 
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Partners for 


Real Selling 


‘To the man who wants quality of tone above all things in 
radio—who wants quality of build—and quality of appear- 
ance—sell the Radiola X. One-third of the selling job is 
already done by the widespread advertising. Another third 
is done by word-of-mouth fame that the Radiola X has 
won. Onlythe last third is leftfor you. It means quickselling. 


To the man who wants the same quality of tone—the same 
dependable reception—the same big records of performance 
—but a lower price—sell the Radiola Regenoflex. Win 
and keep the leadership. Watch the ads. Use them. Send 
for copies to paste in your windows. Push the Regenoflex. 
and the X. And sell more Radiolas! 


“There’s a Radiola | for every purse” 


Radio Corporation of America 
Sales Offices: 
233 Broadway, New York 10 So. La Salle St., Chicago. Ill. 
28 Geary St., San Francisco, Cal. 


This symbol of 
quality is your 
protection 
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New Radio Products, Illustrated 








is actually needed to mount the in- 
struments. Colored panels are popu- 
lar and are being supplied in amber 
and black. The A. W. Hornug Co., 
8921 Dickens avenue, Chicago, manu- 
factures these glass cabinets and 
panels. 


Glass in radio is being recognized as an im- 
portant factor and many amateurs have built 
glass panels and complete glass cabinets for 
mounting radio apparatus. 
referring to the panel illustrated at the left, 
that each hole that 
mounted upon same is equipped with a Hornug 
safety bushing (Patent Applied for) which makes 
it possible to use glass for mounting radio instru- 
ments. This bushing makes it entirely practical 
to use glass for radio panels as a pressure can 
be put on these bushings far in access of what 





It will be noted by 


instrument 





The current radio 
season has seen the 
advent of many new 
audio transformers. 
Now comes the an- 











A handsome and ingenious dis- 
play stand showing the radio prod- 
ucts made by the Yaxley Mfg. Co., 
Chicago, is being distributed to 
radio dealers. ‘The different parts 
are mounted on the display stand 
exactly as they appear in a regular 
radio set. The customer is given 
an opportunity to examine them 
carefully under natural conditions, 
to see the construction and operate 
them. The stand is a time saver 
for both the dealer and the customer 
inasmuch as personal attention to 
the customer cannot always be given 
promptly. The Yaxley parts are 
mounted on a heavy brass panel 
finished in blue, with a brief de- 
scription of the products etched in 
brass. The panel is mounted in an 
attractive brass frame. A_ rubber 
covered easel supports the stand, 
prevents marring the counter and 
at the same time protects the radio 
devices from damage when handled 
by the customer. 





For the person who 
already has a_ radio 
table, yet desires com- 
bined beauty and con- 
venience, at the right 
is shown an_ ideal 
model. This cabinet 
is an exact replica of 
the above model with- 
out the legs, and with 
a compartment to con- 
tain “B” batteries. It 
is known as Model X 
and is being offered 
by the Mohawk Elec- 
tric Corp., Diversey 
at Logan boulevard, 
Chicago. 


nouncement of the 
new transformer man- 
ufactured by the Gen- 
eral Radio Co, Mas- 
sachusetts avenue and 
Windsor street, Cam- 
bridge 39, Mass. With 
the development of 
the three - element 


The Model X11 receiv- vacuum tube, audio 









ing set is built in a beau- 
tiful console cabinet with 
a self-contained _loud 
speaker on top and a 
compartment below to 
accommodate all __ bat- 
teries. The door of the 
console is so arranged 
that it slides in a slot 
forming a rest for the 
arms when tuning the 
receiver. 








frequency amplifica- 
tion became an estab- 
lished fact. The tube 
in itself, however, is 
not a complete am- 
plifier unit. It is 
necessary to use with 
it a coupling device to 
adapt the input im- 
pedence of the am- 
plifier to the input 
impedence of the por- 
tion of the circuit 
which precedes it. In 
the earlier amplifying 
transformers it was 
not necessary to go to 
the extreme limits of 
transformer design 
because the associated 
equipment was not 
sufficiently developed 
to use the advantages 
of a transformer of 
such high efficiency as 
the type 285. From 
a standpoint of 
economy, transformers 
could be built at a 
lower cost which 
would give maximum 
results under the pre- 
vailing conditions of 
use. This equipment 
has been very satis- 
factorily met by the 
type 281-A _ trans- 
former. 








The Marshall Electric Co., 8225 
Locust boulevard, St. Louis, has 
developed a new type of rheostat 
for filament control. The device is 
called the “Marshall-stat” and can 
be used with any tube or combina- 
tion of tubes. This rheostat is com- 





moved. 





_pact in design, and requires only 
one hole in the panel of a radio set, 
and can be inserted in the hole from 
which an old rheostat has been re- 

The space taken up on the 

back of the panel is a circle of 

%, in. diameter. 


























February, 1925 





THE 


JOBBER'’SfA|SALESMAN 61 





CROSLEYAGAIN LOWERS PRICES 





Big Reduction in Famous Trirdyn and other r Radios 






selling radio 
in the world 


-two-tube 
ee that 
gives loud 
speaker 


reception / 


under fair 
conditions 
up to 1000 
miles. 






A three-tube regen- 
erative set that gets 
distance with the 


loud speaker. 

Becoming more 
popular every 
day- 


$1859 coe 


that easily 








radio 
brings 
with 


one-tube 


distance 


phones. 


. CROSLEY. 


‘eae Portable 


The two-tube 


| utility radio. 
==> Let your dealer 
hook it up in 
his store. 















i 
Now CROSLEY 
TRIRDYN 
The biggest selltny high- 
xrade radio on the mar- 
Distant loud speak- 
reception under all 
conditjons. 


THE LOUD SPEAKER 


; Special. 


absolutely complete—A radio for all tastes and every 


The- biggest selling high grade receiver on the ‘nar- a 
ket—the Crosley Trirdyn—reduced from $65 to $50. 

The Trirdyn Special—the beautiful Model with cabi- 
net to house batteries—formerly $75, now $60. 

The Crosley 51-P, a tremendous seller at $25, re- 
duced to $23.50. 

We unhesitatingly state that these sets, together with 
the other Crosley Radios, represent the biggest values 
ever offered. 


CROSLEY RADIOS JUSTLY POPULAR 



























Only the less expensive Crosley Radios have ex- The new 
ceeded the Trirdyn in sales. This deserved popularity nmin yo 
of the entire Crosley line is the result of extraordinary covered o 


tube utility ; set. 


erformance at a very low price. 
P y — Will give the 


Crosley Radios cost less originally, use fewer tubes 
and consume much less battery current. At the same The velar ba 
time they give results not equalled by receivers cost- sialic 
ing a great deal more and using two or three add: 
<ional tubes. 

The unique Trirdyn circuit—a combination of Arm- 
strong Regeneration, Radio Frequency Amplification 
and Reflexed Audio Amplification—has proven beyond 
a doubt that the features of selectivity, volume and 
ease of operation can be obtained with three tubes 
better than heretofore has been possible with five or 
even six. 

Hundreds of voluntary letters have come to us, tell- 
ing of the unparalleled foreign reception during in- 
ternational test week with Trirdyns and all other Cros- | 
ley Radios; even the little one-tube Crosley 50 at only ' 
$14.50. 

It is this continued remarkable performance that has * 
created such a tremendous demand for C-o«'ey Rad‘os. 
And it is this great popularity that now allows us to 
decrease our production costs and pass this large sav- 
ing along to you. 


NEW CROSLEY MODELS 


In order to allow even a greater selection, three new 
Crosley Radios have been added to our extensive line. 
Taking its place with the well known Crosley 50 and 
Crosley 50-P is the leatherette covered, one-tube 50 
Portable, a utility set in which the dealer can quickly 
make the necessary connections and allow the purchaser 
io carry it home complete. 

The New Crosley 51 Special, a two-tube receiver 
similar to the Model 51, is housed in a cabinet large 
enough to hold the necessary batteries and has a slop- 
‘ng panel. 

Similar to the Crosley 52, but with sloping panel and 
cabinet to house the batteries is the new Crosley 52 





BA ceed 


gh as Si in new 
* sloping panelled cab- 
inet which houses all 
necessary batteries. 


These additional receivers make the Crosley line 
pocketbook. See illustrations for prices. 

No matter what appeals to you most in a radio, you 
will find that point outstanding in a Crosley. 

Most good Jobbers handle Crosley Radios. 


You Will Make No Mistake in Selling Them. 







2 ‘Special 


All Crosley Receivers contain the famous Armstrong 
Regenerative circuit, and are licensed under the Arm- The Crosley $2 
strong U. S. Patent No. 1,113,149. in new cabinet 


to house 
batteries. 






As is customary prices shown do not include tubes, 
phones, loud speakers or batteries 


Prices West of Rockies—Add 10%. 













From a small beginning three and a half years ago, 
Crosley Radio has grown until it now produces more sets 
than any other concern in the world. The present produc- 
tion—nearly 5000 per day—is probably from two to three 
times as great as that of any other radio manufacturer. 

Crosley owns and operatcs the new super power WLW 
Broadcasting Station located at Harrison, Ohio, remotcly 
controlled from studios in one of three large Crosley owned 
manufacturing plants in Cincinnati. 































Ina CROSLEY Trirdyn 


R SHOWN IS THE ve a L NEW CROSLEY LOUD SPEAKER THAT IS TO BE ANNOUNCED 









TRIROIN Specal S60 
ome 9 Oe retin, & 


cabinet to hold the bat- 
teries. 


THE NEAR FUTURE 


Write for Complete Catalog 


THE CROSLEY RADIO CORPORATION 


264 Sassafras Street 


Powel Crosley, Jr., President Cincinnati, Ohio 
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The Set 


AN you imagine anything more simple— 

more practical—than a radio set with all 
the dial settings exactly identical for any sta- 
tion—regardless of where you live or what 
antenna you use? 


The entire DAY-FAN line, comprising six 
models ranging in price from $90 to $285, is 
distinguished by this feature.. 


APPEARANCE. Every DAY-FAN set is a splendid 
example of the cabinet maker’s art. Made cf the finest 
materials, they have a finish and design which har- 
monize with the surroundings of the most tastefully 
furnished homes. 


VALUE. In everything that you want—long range, 
selectivity, purity of tone, volume—there is no greater 
value. 


PERFORMANCE. The age of technical discussion and 
experimenting in radio is past. Today a set must do 
certain definite things. You may want entertainment, 
business information, or an educational program. 
Whatever your desires, a DAY-FAN will get it for you, 
quickly and easily. 


Sold by Leading Radio Dealers Almost Everywhere 


The Dayton Fan & Motor Co. 
Dayton, Ohio 


Manufacturers of High-Grade Electrical Apparatus 
for 36 years. 

















\ DAYTONIA $285 





myplic 
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The entenna system which is of 
the multiple-tuned type with two down 
leads, is 120 feet long, 150 feet above 
the ground and is supported by two 
triangular steel towers weighing 20 
tons each, 260 feet apart. Directly 
beneath, is the two-story studio build- 
ing in which is housed a large recep- 
tion room, waiting room for artists, 
general offices and a concert studio 
and auxiliary or speakers’ studio. In 
the rear and adjoining is a one-story 
power-house and generator room. 


For the present, programs will be 
broadcast three nights a week, the 
dates to be announced later, in addi- 
tion to Sunday features. Harry D. 
Randall, Rocky Mountain district 
manager of the General Electric Co., 
will have local supervision of the 


station. 
+ & * 


Radio Supplements Press Wires 
in Storm 

Christmas week, when the much 

heralded Chicago blizzard swept 

southeastward putting telegraph and 

telephone lines in its way out of com- 

mission, the United Press foiled the 











C. H. Murchland Receiving Press 
Reports 


storm’s attempt to keep news dis- 
patches away from the city of Dayton. 

When it became apparent that com- 
munication by wire might be halted 
by the big “northwester,” the United 
Press called upon the newspapers it 
serves to provide radio facilities to 
combat the storm’s interference with 
their news messages. 


Dayton lies in the Great Miami 
Valley and is protected from the 
severity of most storms by its sur- 
rounding hills, but there has hereto- 
fore been no protection afforded it 
from the crippling of its news service 
when storms rage about it. 

It remained for the Dayton Herald 
to solve this problem. As one of the 
first to respond to the request of the 
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The Diaphragm is an 
Important, Exclusive 


and Remarkable 
Feature! 


The G-G-H is built on new, different, 
All these features 
It is 
impossible for any other loud speaker to 
be “just as good” or to” the 


G-G-H. 


distinctive principles. 
were developed by G-G-H engineers. 


“similar 


Among these distinctive features none is 
of greater importance than the G-G-H 


Constant Tension Diaphragm (patent 
pending). This diaphragm is formed 


to give a permanent tension in direction of 
magnet poles. This feature eliminates the 
usual harshness. A lever permits easy con- 
trol of air-gap, so that the G-G-H can be 
adjusted to work in perfect harmony with 
any receiving set. 


With the G-G-H._ it is possible to obtain 
greater volume, perfect clarity, and a 
smooth, pleasing, quality of tone. A special 
proposition for live jobbers. Write for it. 


Write at Once for Full 
Details and Particulars 
of Big Discounts. 


EP 





Gh 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 


qoou 


uD LIN 


































Prices that sell— Profits that pay | 


Mien Witte 2.5... $12.50 
a cicceccncstcenenens $15.00 
Japanese Pearl ..................-. $17.50 


Mother of Pearl DeLuxe....$20.00 | 























4540 Armitage Ave., Chicago, IIil. | 
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MANY ARE THE REQUESTS FOR A “SOFT TREAD” RHEOSTAT 
Why Not Cash In On This Demand? 


When the owners of expensive radio sets discard original 
equipment for the Sterling “Soft Tread” Rheostat there 
must be a mighty good reason for it. Builders and 
owners of sets alike prefer the “Soft Tread.” 
They have seen it advertised in the radio 
magazines and newspapers. Those 
who have used a “Soft Tread” 
agree that its virtues have 
not been exaggerated. 
Those who come in 
to see it will ap- 
preciate its su- 
periority on 
sight. 


























7 2:2 


can cash 
in on this by 
selling the “Soft 


Tread” to your deal- 


One cannot feel ers. 


the broad _ scien- 
tifically formed contact 
move from wire to wire 

and there is absolutely no wob- 
bling. You obtain unbelievably free, 
smooth, noiseless movement in either direc- 

tion. The customary grating sensation will not 
come later, either. The non-tarnishing resistance wire and 
phosphor bronze contact are completely enclosed to keep out dust. 
It is a beautiful thing too, with moulded bakelite base and nickeled case. 
Mounted through single hole, easily and securely. 


Price $2.00 
(5 and 15 ohm) 

Price $2.25 
(30 and 50 ohm) 


Potentiometer 
$2.75 (400 ohm) 


The Sterling Manufacturing Co. 


2831-53 Prospect Avenue, Cleveland, Ohio 
Dept. F. 















MINAS 


THE LOUD SPEAKER 
THAT SATISFIES 


Flare of 
Horn of polished black pyralin or 


Of distinctive design. 


of mahogany tinted semi-trans- 
parent pyralin. 


Gives a remarkable volume of 
tone without sacrifice of clearness 
or naturalness—equal to hearing 


the original tones. 





The Burns Unit as used with the No. 205 Repro- 
ducer has already proven its merits. Furnished 
also for phonograph use. 

No. 205B—With polished black bell............ $22.50 
No. 205D—With shell pyralin bell._............. 25.00 
No. 100—Unit for phonograph use 





No. 106 
Manufactured by 


CHICAGO, U. S. A. 


STATE AND 64TH STREETS 














United Press that its service continue 
uninterrupted, the Herald appealed to 
the Dayton Fan & Motor Co. and a 
receiver was immediately dispatched to 
the Herald office, where under the di- 
rection of Major O. E. Marvel, chief 
engineer, it was quickly installed and 
press reports received over it by C. H. 
Murchland, United Press telegraph 
operator. 

Dayton suffered a drop of 27 de- 
grees in temperature in 12 hours, but 
although this change crippled the wire 
service seriously, it demonstrated the 
practical value of radio in emancipat- 
ing newspapers from such handicaps 
in the future. 


* * * 


What Is Radio? 
By Ernest Walker Sawyer, M.I.R.E. 


Ernest Walker Sawyer is one of the world’s 
most interesting radio engineers. In 1912 at San 
Francisco he built the largest radio station in 
America, using a 30 K. W. transmitter and 600- 
foot towers. In 1914 he built the largest radio 
station in Canada and during the first year of 
the World War operated it for the Canadian gov- 
ernment in daily communication with Ireland. 

In 1915 he built the famous Poulsen trans- 
mitting sets for the Eifel Tower, Lyons, Nantes, 
Rome, Salonika, Constantinople and hundreds of 
other European Asiatic and Afracan stations. He 
later equipped the two greatest British stations— 
those of Oxford and Cairo. More recently he has 
done considerable European travelling and con- 
sulting work on long distance communication for 
the Commercial Cables Co. and others. He was 
instrumental in the formation of Chas. Freshman 
Co., and is now general manager of Electrad, 
Ine. 

He gives you here something to think about.— 
Editor’s Note. 


The Trans-Atlantic tests having 
passed with interest we are all asking 
what has been accomplished. The dis- 
tance records have not been broken, 
but once again we have had it forcibly 
put to us that what little we know of 
radio is as nothing to what there is 
to know. 

Let us first consider one thing of 
interest. The amateurs of England 
with one tube sets are getting far bet- 
ter results than we Americans using 
radio frequency and super devices. 
Recently an English amateur in one 
night logged 93 American amateurs 
from New York to San Francisco. 
These same British are receiving al- 
most nightly the amateurs of New 
Zealand, over 11,000 miles away. 
Keep these records in mind one mo- 
ment while I mention other peculiar 
phenomena. The Scientific American 
asks us all to stand by on January 24, 
1925, so that a special effort can be 
made by eminent scientists to deter- 
mine the effect of the eclipse of the 
sun on the radio signals. During last 
year’s eclipse the signals apparently 
were intensified and then diminished 
as the eclipse passed. 
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This filter tuner with 
resistance - coupled 
audio amplifier is 
equipped with Bradley- 
densers. The tuning is 
sharp and selective. 





Brass Plates—Soldered Joints—Grounded Rotor 
Important Features That Sell the Bradleydenser 


The Bradleydenser is a low-loss condenser with many dis- 
tinctive features that insure long life and high efficiency. For 
instance, the brass stator and rotor plates are soldered at all 
joints. The plates cannot become loose, corrode at the joints or 
work out of alignment. The rotor is mounted on a long sleeve 
bearing that supports the rotor plates without the use of an 
outer end-plate. Therefore, the di-electric material is reduced to 
two small buttons. This means low loss and sharp tuning. 


The stator plates are protected with a dust cap that can be 
detached without tools. The minimum capacity is extremely 
low, and body capacity effects are greatly reduced. The entire 
design makes for the highest efficiency in radio receivers. 


Built for Allen-Bradley Co. 


Efficiency Electric Controlling Apparatus Bradleydenser 


492 Clinton St. Milwaukee, Wis. 





a good profit. 


Send for latest sales 
information on the 
Bradleydenser. This 
nationally-advertised 
condenser will insure 
satisfied customers and 
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THE NATIONAL—THE NATION’S BEST SELLER 


The National Regenaformer is well 1 4 in. Velvet Vernier Dial. 

. ; 1 National Regenaformer, mounted 
on its way to become one of the best m4 
sellers for jobbers and jobber’s sales- 1 .00035 National DX Condenser 

nl. with 
i lio fans are ick to lez f its 1 4 in. Velvet Vernier Dial. 

Nadlo fans are quic a carn _ : 1 Blueprint of Wiring Diagram. 
extreme sensitivity and selectivity. The 1 Set of Hardware for Mounting. 
National has no radiation and stations 
come in at definite points, on the sec- The kit retails for $22.00. National 
ond dial and can be logged. Regenaformer and coil only $7.50. 

The principal units for constructing The National Company has an ex- 
this two-tube receiver have been em- clusive license for the manufacture 
bodied in a kit consisting of of the Regenaformer. Jobbers should 

1 National Antenna Coil mounted on write for full details of our propo- 

1 .0005 National DX Condenser with sition. 

CAMBRIDGE 39 BOSTON, MASS. 


Mfrs. of National DX Condenser and Velvet Vernier Dials. 
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The ACE.--The First Step To 
A Bigger Battery Year 


The ACE gives long, steady 
service to radio fans using them 
with their sets. Naturally, this 
dependability is reflected in sales 
for it earns a decided preference 
for ACE among fans. 


Therefore, the ACE Radio B 
Battery is the first step to a big- 
ger and better year for the sale 


GS wae 01 batteries. 


> new ACE is put up in a 
he Carbon Pr ‘oducts é he ne C put uy a 
LANC beautiful mahogany finished case 


with a minimum of lettering and 
is designed to match the finish 
of the radio receiving sets. 





Manufactured in all standard 
sizes. Push it to the limit. 


HE Cy rbon Products @ 


LANCASTER, 
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Are we about to solve the mystery 
of radio? 


We may prove that radio waves 


_have substance or weight by measur- 


ing the variation of energy when they 
travel east and west. Apparently the 
increased momentum or _ tangential 
force of the earth revolving towards 
the ‘east strengthens and improves 
those signals going east. This was 
first noticed particularly on high pow- 
ered radio work when in 1915 the 
powerful French station at Lyons was 
able to send daily messages 8,000 
miles east over land to Shanghai over 
half way around the world, but the 
Lyons signal heard in Washington 


only 3200 miles to the west over 
| water was scarcely as strong as in 


Shanghai. 

let me say then, that we admit 
we know very little about radio ex- 
cept it is a peculiar phenomenon which 


certain gadgets permit us to use to a 


limited extent. We might just as well 
use the hypothesis that radio messages 
or impulses are transmitted between 
points as an express train delivers 
packages to their destination. How 
is it done? The wave hypothesis has 
fallen down. The carrier is proven 
to have mass. If it is affected by 
gravity and has weight then it must 
also have shape or form. That form 
is something that so far our senses 
can not conceive of. It is like the 
vague fourth dimension of mathema- 


tics. Only those of concentrated de- 
| velopment in mathematical knowledge 


can get the drift of the idea. 


Just as we are trying to bring men- 


| tal telepathy to an understanding, so 


we must do likewise with radio. 
There has never in the world history 
been a more opportune time for a 
scientist to become crowned as now, 
with the solution of the phenomena 
of radio? What is it? 

The Heaviside theory has proven 
faulty. The day absorption of short 
waves is greater than the night and 
now contrary to all theory and prac- 
tice of 25 years development we dis- 
cover that signals from Bordeaux are 


| stronger on 18,000 meters than on 


23,000. After these years of devel- 


_opmert of long wave transmission we 
| are now turning to the neglected short 


waves and reflection and refraction 
principles. The problem of static is 
still unsolved and the peculiarities 
of the so-called fading of signals can 


| not be satisfactorily explained. The 
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Have You Seen 


The Howard? 


Most jobbers, oncg they see or hear the 
Howard 5-tube Neutrodyne are keen to sell 
it for they quickly appreciate its salability. 


The Howard 5-tube Neutrodyne is en- 
cased in a beautifully finished walnut con- 
sole—an attractive piece of furniture as well 
as a delicately balanced receiver built 
practically throughout with Howard Guar- 
anteed parts. 


You can sell the Howard—it’s well 
known for the thoroughly dependable job it 
will do. Its ability to do the work for which 
it is built is never doubted by those who 
know it and they are numbered by the tens 
of thousands. 


Take a look at the Howard—listen in on 
one—-let it convince you it’s the best for you 
to sell. Then write us for full jobber 


proposition. 


HOWARD MANUFACTURING 
COMPANY, Ince., 


451 E. Ohio St. Chicago, Il. 





The Howard 5-tube Neutrodyne, licensed under the Hazeltine 
patents, is made of high quality Howard Radio Parts and incor- 
porates exclusive and special features. It has coast to coast range— 
perfect selectivity—excellent volume and is absolutely guaranteed. 
Made in two styles—cabinet and console, of beautifully finished 
selected black walnut, presenting a very handsome appearance. 









































68 THE JOBBER'SM|SALESMAN 














Are YOU 


Cashing in on the 


Popular Demand 

















TYPE 247-H 


Price 
“5 


GENERAL RADIO 
Condensers? 





For ten years General Radio condensers 
have given dealers a good turnover with full 
margin of profit. 


Today because of wider popular demand, 
improved design, extensive national advertis- 
ing, and prompt deliveries General Radio 
condensers offer an even greater field for 
profit. 


Why not get your share of this steadily in- 
creasing profit? Keep your dealers well sup- 
plied with these popular instruments. 


Write for our new revised price sheet and 
new radio catalog 920. 








GENERAL RADIO Co 















































| ger, sales manager. 








Aurora Borealis and other magnetic 
and electrical manifestations improve 
radio reception but disrupt the cables. 
From this you might say radio laws 
should not be at all like laws of elec- 
tricity and magnetism. Just as an 
electric motor may drive a water 
wheel or other dissimilar device, so 
our present day radio transmitters and 
receivers built on electrical principles 
are controlling the radio phenomena. 
Let us get some fresh minds in the 
subject—the old timers have gone 
stale and admit the defeat of all their 


theories. 
* * * 


New York Radio Show in 
March 


Final arrangements have been com- 
pleted for the fifth annual radio show 
and convention under the management 
of the Executive Radio Council, Inc., 
to be held in the grand ballrooms of 
the Hotel Pennsylvania, New York, 
N. Y., from March 2 to 7, 1925. 

Coming just before the beginning 
of the supposed slump in the radio 
trade during the summer months, the 
March radio show with its first show- 
ing of many late models and exclusive 
features acts as a stimulus for sales, 
and is one of the radio manufacturers’ 
greatest single allies against slacken- 
ing of business during July and Aug- 
ust. A prominent radio manufacturer 
stated recently: “Interest is  sus- 
tained in the summer by healthy ad- 
vertising and exhibition of new re- 
ceivers. Then in the fall, after the 
advantages of equipment has become 
fully known, and the product readily 
marketed we go ahead with another 
extensive campaign. The day is not 
far off when radio will be so non- 
seasonable that the March radio show 
will be the first show of the current 
year instead of the last one of the 
“radio season.” 




















Three members of the sales organiza- 
tion of the Electric Corp., Los Angeles, 
Calif. On the left, Gene Shour. Center, 
W. W. Allen. On the right, Herb Aun- 
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Shem to Your Store 


HERMIODYNE advertising reaches nearly forty million 


readers in cities, towns and on the farms. 


Every advertisement tells of Thermiodyne’s marvelous triple 
achievement—(1) great range of selectivity; (2) instant receptivity, 
and (3) utmost simplicity of operation—ONE MASTER CONTROL. 


Every advertisement urges the reader to go to the dealer for 


demonstration—thousands every day are doing it. 


Just five minutes’ time is all you need to demonstrate Thermi- 
odyne thoroughly. Sell the set that sells itself — Thermiodyne. 


Quick sales—handsome profit. Write TODAY for dealer propo- 


sition—only a little territory left. 


THERMIODYNE RADIO CORPORATION PLATTSBURGH, N. Y. 





Gs, U5. P08 [ Ther -my- odyne } 
Licensed under Trube and other patents pending. 


_your RADIO store 
ermiodyne ——— 
Sthesmiodyne 1 Hees 





4) 


Price 


*140 


Without Accessories 
at 


Sell the line of ac- 
cessories you Carry 
—Thermiodyne uses 
any standard make. 
Extra profit here! 


cAdvertisement for “Electrical Record’’—‘“‘Jobbers Salesman” and “‘Radio Dealer”—February, 1925 
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Drop a tool across the wiring in 


a radio receiving set, or connect 
the wiring to the wrong binding 
posts, and zip—the tubes are burned 
out and $20.00 or more needlessly 
wasted. 


Tubes can be protected against 
destruction from short circuits for 
a few cents by installing the “Gem” 


Radio Fuse. Then when there’s a 
“short,” the fuse blows and the 
tubes aren’t injured. Easily in- 
stalled. 


We are advertising the “Gem” 
Radio Fuse in leading radio maga- 
zines and in other ways. This will 
make it easy for you to sell these 
fuses and make a nice profit. 


Write for interesting booklet and 
our special proposition. 


CHICAGO FUSE MFG. Co. 
<> MANUFACTURERS OF i 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN © 1Srn STREETS 
CHICAGO 


————— 
‘GEM’ RADIO FUSE 











MODERN 


MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
having always enjoyed extreme 
popularity because of their quality 
of tone and powerful amplifica- 


tion, which are unsurpassed. 





MODERN TRANSFORMERS rep- 
resent the very highest possible 
achievement in 


quality, design 


and workmanship. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


World’s largest transformer manufacturers, mak- 
ing transformers exclusively for Radio 
purposes. 


Toledo, Ohio 








TRANSFORMERS 


Nakken’s Exciting Life 


The young world of radio is pec- 
pled with men the stories of whosc| 


read like a 


Davis romance, 


lives 


Richard Harding 
but few, if any of 


them, have seen as much of this trou-) 
bled world, and seen it under as| 
strange auspices, as Theodore H. 





Theodore H. Nakken 


Nakken, who has just joined the tech- | 
nical staff of the Colin B. Kennedy 
Corp. 

A native Nakken 
1910, 


through the attraction of: a problem) 


of Holland, Mr. 


became interested in radio in 


|that has fascinated some of the most 


famous names in electrical science—- 


radio control of vessels and _ torpe- 


does, with which Tesla had already 


in 


Jr. | 


and with which, 


Hays 


experimented, 


America, John Hammond 


was working. 


In order to obtain funds for his| 


experiments, Mr. Nakken travelled | 
over most of Europe, lecturing on| 
radio, and thriftily combining with | 


this, research work and post graduate 


study at nearly all the most famous 


European universities and scientific 


schools, as well as practical experi- 
ence as a draftsman and designer in 
the shops of some big electrical cor- 
porations. 

The 
pursuin® his studies, but he immedi- 
ately Holland, formed a 
company opened negotiations | 
the 
inventions in the field of radio con- | 
trel. The best offer came from the | 
Imperial Russian government, and the 
of 1916 found the Holland | 
scientist in Petrograd, in the uniform | 


war found him in Germany. 


! 
returned to a 
and 


with Allies for disposal of hi: 





| spring 


| 








This Greatest 
Improvement 
is Creating Unprecedented Sales 


ONE PIECE STATOR 


(Pat. Applied for) 





The greatest individual salespoint since 
the vernier—the one piece stator has made 
a lasting impression upon radio fans which, 
in turn, is reflected in a sales leap from 
dealer to factory. Tending toward con- 
denser perfection, the new one piece stator 
eliminates broken contacts, soldered joints, 
leakage and resistance. 


Featured in types 3, 4, 5, and 6 with new 
Hexagon Shaft. 
CS and CV low price types 


always in stock. 
100% GUARANTEED 
Write for Folder 


U.S. TOOL CO., Inc. 


124 Mechanic Street NEWARK, N. J. 
Mfrs. of Special Tools, Dies, Jigs, Auto- 
matic Machinery and Sub Presses. 











BLUEBELL 


Door Bell 


Transformer 





Salesmen— 


Here are 5 points to remember when sell- 
ing Killark transformers: 


1. Guaranteed by the manufacturer, 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


May a returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 
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We manufacture a complete line of Radio 
Batteries for Radio use only. They render 
Economical and Dependable Service on all 
types of Radio Receiving Sets. 


INVESTIGATE 


This Unusual Merchandising Plan 


on the sale of 


YALE RADIO BATTERIES 


bs dee will be interested in this plan 
which will make it possible for your 
dealers to increase their volume and 
profit on the sale of Yale Radio Batteries. 
Famous for their Quality. 


Communicate with us immediately 
so that you can benefit on February 
Battery Sales. This is the peak month 
for the year. 


YALE ELECTRIC CORPORATION 


CHICAGO BROOKLYN, N. Y. SAN FRANCISCO 
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Low-Loss 


Grounded Rotor 
Condenser 


The 23-plate model now ready for the trade. 
Most efficient electrically—strongest 
mechanically. Several radical improve- 
ments. Heavy aluminum plates. Complete 
die cast job, making high frequency resist- 
ance extremely low. onstruction rugged 
and fully guaranteed. Before purchasing 
condensers get the facts, prices and speci- 
fications of this superior Lincoln product. 
Write for details today! List price, $4.50. 


MANUFACTURERS WRITE! 


Before you decide what condenser you will 
use in your set... get all the facts and 
specifications of the Lincoln. Investigate 
this condenser now. Write at once for 
further information and prices. 


LINCOLN RADIO CORPORATION 
224 North Wells St., Chicago 
Manufacturers of 


The ‘‘Long 45”’ 
Lincoln Collapsible Loops—The Lincoin Kit. 


Tuner—The Lincoln Oscillascope 

















BIGGER SALES 


A Popular Priced Set 


Quality Made 









EAGLET 
$ The World’s 
Priced Set 
Makers of 
RECEIVERS 


3 Tube Dry Cell 
Greatest 
Manufactured and Guaranteed by 
The Famous Models A and B 
A Real Opportunity for 


The 
NEUTRODYNE 
Popular 
EAGLE RADIO COMPANY 
EAGLE NEUTRODYNE 
the Dealer 


Eagle Radio Company 
17 Boyden Place - Newark, N. J. 


of an admiral in the Russian navy, 
busily commencing the installation of 
his apparatus at the Kronstadt ar- 
senal. 


Then came the revolution, before 
the Nakken torpedo had had a chance 
to show what it could do, and the Ad- 
miral’s uniform, which had been put 
on him to help him overcome the in- 
ertia of the Russian navy department, 
overnight became one of the unhealthi- 
est costumes Mr. Nakken could have 
worn. 


After making his way overland, 
amid scores of comic, tragic and be- 
wildering episodes, through the entire 
breadth of European Russia and Si- 
beria, Mr. Nakken eventually escaped 
to Japan, crossed the Pacific, and in 
San Francisco, in July 1917, joined 
the Signal Corps, U. S. A. After 
several months spent as a language 
and technical instructor in the train- 
ing camps, he was ordered to Wash- 
ington for duty as a radio specialist. 


Discharged after the armistice, he 
returned to Europe, and spent over 
two years at the Hague, in Rotter- 
dam, in Berlin, and in Paris, work- 
ing on a new type of photo-electric 
cell, which he expectes soon to give 
the public in perfected form. Its use 
will be in the field of tele-photo- 
graphy, which at present absorbs a 
considerable share of his interest and 
curiosity. He expects to pursue in- 
vestigation into this and similar fields 
in the Kennedy laboratories. 


























on this 


The 
chap’s face may be because the photog- 
|rapher asked him what the “X”_ in his 


questioning expression 


|name stood for. He is Hubert X. Sheeter, 
|salesman for the Woodill-Hulse Electric 
'Co., Los Angeles, Calif. 


Body Capacity—What It Is and 
How to Overcome It 


Every radio fan has heard of “body 
capacity” until he is tired of it, and 
it is safe to say that nearly every fan 
has had his own troubles with it. 
Most of them would have better luck 
if they had a better understanding of 
what it really is. What is this mys- 
terious force that often upsets the 
finest tuning with unruly squeals, and 
what is the best way to prevent its 
effects? 

Body capacity, or hand capacity, is 
the term applied to the property of 
the human body which makes it act as 
an electric condenser. Your body is 
not a good condenser. Compared to 
the variable condensers in a receiving 
set it has within itself an extremely 
small capacity. 


The trouble is that even an ex- 
tremely small variation in either capa- 
city or inductance of a set can throw 
fine tuning out of adjustment. 


Each time the operator’s hand takes 
hold or lets go of a knob in the proc- 
ess of tuning, the capacity of the set 
varies by a small amount, because 
some of the body capacity is communi- 
cated to the set while the hand is in 
contact with it. Then you know too 
well what happens. 

A very fine adjustment of the total 
capacity of a set can be obtained with 
modern vernier knobs for rotating the 
parts of the condensers, which supply 
practically all of the capacity of the 
circuit. In the same way a very fine 
adjustment of the total inductance is 
obtained by rotating the parts of the 
coils which supply nearly all of the 
inductance in the circuit. Thus these 
two elements in the set itself can be 
very closely controlled. Body capac- 
ity, while small enough in itself, is 
quite beyond control. That is why, if 
it is allowed to act on the set at all, 
it is likely to upset the whole apple 
cart. 


* * * 
Globe Busy With New 
Developments 
The Globe Electric Supply Co., 
of Denver, Colo., has been ap- 


pointed sales agent for the Trans- 
mission Tower Fabrication Co. in 
Colorado, Wyoming, Utah, Idaho and 
northern New Mexico. The Globe 
company has also added a radio de- 
partment, according to a recent an- 
nouncement of Paul A. Douden, its 
president and manager. 
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The word “Sterling” stamped on silver means “Ster- 
ling Quality”—it is your protection against cheap sil- 
ver substitutes. Like the word “Sterling,” the name 
“Gem” on the green cartons in which “Gem” Switch 
Boxes are packed, is your guarantee against inferior 
boxes. 


Scientific design, highest grade materials, ultra- 
thorough workmanship and conscientious inspection 
are the steps by which these famous boxes won their 
reputation as the “Standard” make and by which they 
have maintained that reputation for more than 22 years. 


There are “Gem” Sectional Switch Boxes designed 
to meet every requirement for both old and new work. 


Send for our big illustrated catalog No. 29. 








CHICAGO FUSE MFG. Co. 
<> MANUFACTURERS OF ® 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN & ISH STREETS 


CHICAGO 


The genuine boxes bear our trade mark “Gem” 
and are packed in individual green cartons bearing 


the name. 





SECTIONAL SWITCH BOXES 


Covered by U. S. Patents Nos. 950,502 March 1, 1910, and 1,016,925 Feb. 13, 1912 
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Commercial 
Lighting 


All of the Beardslee units suitable for commercial light- 
ing have been gathered together into a separate catalog. 
You will find in this useful book units suitable for prac- 
tically every kind of commercial installation, from the 
little neighborhood store to the big department store, 
high school, bank or hotel. 


All units are priced complete (except lamps) including 
wire, sockets, glassware and boxing, F.O.B. Chicago. 


We can make 24-hour shipments direct to your dealers. 


Write today for copy of “Commercial Lighting”’. 


Beardslee 


CHANDELIER MFG. COMPANY 
218 South Jefferson St., Chicago 











Profit-Making Pointers 


(Continued from page 1+) 
Topeka, Kans. Their entire window 
was cleared, and the floor covered 
with white sand to resemble a bath- 
ing beach. In the rear of the win- 
dow a lighthouse was erected, with 
a base two feet square and standing 
four feet high. The sides slanted 
towards the top, making room for a 
platform 18 inches square on which 
was placed a 60-watt electric light 
with a white bulb. At night the bulb 
was flashed on and off, showing the 


| sign, “Wife Saving Station.” Fror 


the lighthouse, attention was _ in- 
evitably attracted to the electric 
washing machine in the opposite 
corner, surrounded by other electric 
household appliances. The washing 
machine was partly filled with soap 
suds and water, and was kept, run- 
ning all of the time. If it is desired 
to show alternating colored lights, 
they can be regulated to go on and 
off at any intervals desired. The 
wiring, and connection can be home 
made, wiring from an outlet at the 
rear of the window with an extension 
cord. <A flash plug can be placed in 
the circuit, and adjusted for the alter- 
nation required. 


Delinquencies Increase Slightly 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during November, 1924, and 
December, 1924, as compared with 
the same months the previous year, to- 
gether with the total amounts and 
average amounts of the delinquencies. 


Branch Number of 
and Accounts Total Average 
Month Reported Amount Amount 


Central Division 

November, 1928....912 $146,808.04 $160.43 
November, 1924....690 86,002.90 124.64 
December, 1923....746 92,731.28 124.80 


| December, 1924....694 88,782.40 127.92 


New York 

November, 1923....844 50,725.00 145.00 
November, 1924....221 26,657.00 102.00 
December, 1923....344 42,943.00 125.00 
December, 1924....308 40,897.00 185.00 
Philadelphia 

November, 1923....222 29,708.60 133.82 
November, 1924....176 20,555.80 116.79 
December, 1923....208 28,025.04 134.74 
December, 1924....182 21,040.65 115.61 
New England 


November, 1923.... 51 6,018 34 = 118.01 
November, 1924.... 56 3,867.63 69.06 
December, 1923... 36 4,176.85 116.02 
December, 1924.... 50 8,579.80 71.58 
Pacific Coast 

November, 192% 18 1,252.62 286.25 
November, 1924... 14 2,630 62 187.90 
December, 1923.... 17 1,791.96 105.40 


December, 1924... 29 4,495.06 155.00 
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See for Yourself 
these Time-Saving Advantages 


Look at the Single Wall. 
It’s easy to see why it 
can't buckle, collapse or 
clog the tube. 


Note how the small 
strands form hinges be- 
tween the large rollers. 


They help make DURA- 
DUCT flexible. 


See the Roller-Bearing Wireway. A wire fished thru it 
touches only the tops of the rollers, friction is thereby re- 
duced so that long lengths can be fished without the usual 
trouble from the waxed braid sliding back and clogging the 
wireway. 


These are the reasons why contractors, who figure that time 
saved is profit, always specify 


DURADUCT 


Reg. U. S. Pat. Off. 


They also find it economy to use 

the other DURABILT PRODUCTS. * 
biletentthd” Necpsiid: Pntocso Tubular Woven Fabric Co. 
DURACORD Portable Cord 


DURAWIRE RC. Wire and Flex- Pawtucket, R. I. 
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You'll Make 
No Mistake 


in recommending Hartford Time 
Switches to your customers. There 
are no better or more rugged time 
switches-made. The best proof of the 
consistent, dependable service given by 


HARTFORD 


Time Switches 


is their continued and increasing use by the lead- 
ing industrial plants, the U. S. Government, and 
Central Stations throughout the country. 


The wide range of capacities and types enables you 
to select just the right Hartford for your custom- 
er’s particular purpose. 

Write for latest Hartford Time Switch Bulletin, 
and get our new prices for 1925. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., 


4 

















New York 4 


| When the Credit Man 
Packed His Grip 


(Continued from Page 6) 
line of credit in half when you saw 
what a rough, tobacco-chewing bunch 
you were selling to.” 
“Not one,” declared Seywert with 
emphasis. “I did not cut a single 


customer’s line of credit—on the con- . 


trary, I believe that, as a result of 
these trips, the men I interviewed got 
an increased line of credit amounting 
to about 20 per cent on the average. 

“In fact, I believe that if credit 
men made a practice of going around 
as I do, not only the credit line but 
the sales would also jump 20 per 


| cent. Don’t think that is personal 


egotism: what I mean is that closer 
contact between credit man and cus- 
tomer would enable us to give better 
service, to help customers meet a 
credit crisis in a safe and proper man- 
ner, and would result in the salesman 
getting considerably more and much 
better business, 

“The advantage of co-operation be- 
tween credit man and salesman is 
something that cannot be too emphati- 
cally stressed. If the salesman would 
take counsel from the credit depart- 
ment he would get not only more busi- 
ness but he would get more profitable 
business. If the credit man, through 
personal acquaintance and understand- 
ing of the individual salesmen, could 
learn to rely upon them for certain 
classes of credit information, half the 
embarrassments that center about 
credit questions and correspondence 
would be eliminated. Interdependence 
is the key to credit work today. 

“There has always been a good deal 
of exaggerated thinking about credit 
turn-downs, and about the way a 
credit man works. We fellows are on 
the job to save the company credit 
losses, and some salesmen think we 
accomplish this by refusing credit to 
anyone who isn’t Al. But we have 
a bigger job, and that is to help the 
company get volume. This we can’t 
do unless we adopt a policy that is 
liberal to the limit of safety. Just 
where is the dividing line? Your 
credit man is always trying to find it, 
and to hew as close to it as he can. 
The information a salesman gives him, 
if reliable, will help him find it, but 
when a salesman tries to “sell’’ him 
a customer who is shown by all other 
reports to be unworthy of the line of 
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N PARANITE—here’s the spirit of 


honesty. Honest products, honestly 
formed and honestly merchandised. 


PARANITE Rubber Covered, Wires, 
Cables and Cords—‘more than code 
requires — dependable, superior and 


economical. 


The PARANITE Line—extensive and 


complete. Rubber covered wires, cables 
and cords—every foot proof of honesty 


in manufacture. 


Manufacturers, jobbers, jobbers’ sales- 


men, contractors and consumers alike 


—all are certain: If It's PARANITE 
It's Right. 


Indiana Rubber & Insulated Wire Co. 


JONESBORO, INDIANA 
CHICACO NEW YORK | 


811 MARQUETTE BLDC. THE THOMAS & 
63 fou hs 
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(Yhirty-six years 
experience back of 


Dayton Fans 





















GEND for trade information and your copy of 
TRADE WINDS. 


A complete line of the highest grade Fans sold 
only through the recognized trade channels 
under a policy designed to facilitate profitable 
merchandising. | 


Don’t fail to see the new 10” oscillating model 
retailing for only $15.00 and the 8” non-oscil- 
lating fully guaranteed $7.50 fan. 


Dayton Fans embody the three essentials of fan 
construction. 


Durability 
Large Volume of Air Delivery. 
Attractive Appearance. 


There is a Dayton Fan for every Purse and 
Purpose. 


Dayton Fan & Motor Co. 


Dayton, Ohio 
AaV- ba* 


PRODUCTS 


















credit advocated, then the credit man 
must use his judgment as against sales 
argument. That’s where salesmen and 
credit men split. Maybe the credit 
man is wrong—but the responsibility 
is his and you can’t blame him for 
playing it safe. Credit that isn’t safe 


| is what sends businesses into bank- 


ruptcy. No credit man wants to lose 
his job that way. 


“But I now know from experience 
that the credit man who gets out and 


| knows the men to whom he extends 


credit, and does not rely wholly upon 
either his own sales organization or 
upon the reports furnished by the 
credit agencies, is the one who is going 
to reach the real truth about credit. 
lor my part, I wouldn’t have missed 
this experience on the road for a 100 
per cent raise in pay.” 

“But,” I asked Seywert, “how is 
a credit man going to handle an inside 
job and do outside work? Must all 
future credit men be twins?” 

“Spend Monday and Tuesday of 
each week on the road. The inside 
work won't suffer, sales will increase, 
and not only the credit man, but the 
whole organization will have a whole 
lot more fun.” 

* * # 


Just a few more words to tie this 
story up neatly. Ferd Seywert has 
made more friends in the last four 
months since he became a traveling 
credit man than in the previous four- 
teen years. He has learned more 
about the company’s customers and 
what credit they deserve. Instead of 
dealing in accounts he is dealing with 
human beings ;, instead of trying to 
read character from a credit report 
he’s reading it in the faces of cus- 


| tomers; instead of fingering papers he 


| is shaking hands with men. 


He used to be Mister Seywert. Now 
he’s just plain Ferd, and one of the 
best fellows you ever met. He is 
credit man for The Erner Electric 


-Co., jobbers, of Cleveland, O. 





Men Prominent in Associations 


John T. Morgan, secretary and 


| sales manager of the Charleston Elec- 
| trical Supply Co., has been elected 


| president of the Charleston Chamber 


of Commerce. 

H. T. Long of the Carolina States 
Electric Co., Charlotte, N. C., is di- 
rector and treasurer of the Charlotte 
Lions Club. 
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The Famous 
6/b. Hotpoint 
with 
Improvements 
Now Only 


$G°° 


Hotpoint™ : 
6 1b. Model-R-~——- 


$ 5eo 





Fo New Hotpoint Irons 
Backed by Advertising to 


> > > > SO Sd SC > —_ — 


8,000,000 Women 


Napoleon’s motto was “Strike hard and strike EARLY.” 


Wearestriking HARD by offering the famous Hotpoint 
Iron with improvements, price reduced from $6.75 to 
$6.00, and the new standard Hotpoint quality Model R 
at $5.00. And the story is being told to over eight 
million readers in the 


Saturday Evening Post Ladies’ Home Journal 
Woman’s Home Companion Good Housekeeping 
Sunset Magazine 


We are striking EARLY to enable you and your deal- 

a a | ers to get a big start earlier in the year than usual— 

to build up for you and your dealers the largest annual 

Cartons iron sales you have ever had. To this end the adver- 

which are being shown in the tisingstartedright outin January and continues through 


magazines to tie up with those February and March. 
the public will see in your : 
dealers’ windows and stores. Get every one of your dealers to tell the women in 


his neighborhood that HE has these widely advertised 
new irons—by displaying them in his window and on 
his counters. Help your dealers to tie in and SELL 
and you will get the dealer orders and early reorders. 
Capitalize the campaign to the utmost. We’re with you. 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5612 West Taylor Street : Chicago, Illinois 
BOSTON + NEW YORK + CLEVELAND - CHICAGO «+ ATLANTA - ST. LOUIS + SALT LAKE CITY + ONTARIO, CALIF. 
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Factories: Chicago, "linois, and Ontario, California 
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Boost Your Sales 


with A Bolites 


(Porcelain Enameled Steel Reflectors ) 





Glass-Steel Abolite Unit with Diffusing Glass Bowl 
Non-Detachable One-Piece Formed Reflector 


NEW and attractive ABolite for office lighting, etc., 
which will help your customers and yourselves to 
MORE PROFITS. 
Because— 
It has the advantages of the standard porcelain-enameled 
ABolite reflector, combined with the soft diffusion and 
attractive appearance of the glass-bowl type. 


There’s Information and Profits 
in Catalog 177-A 


5 Big Sales Points 
about ABolites 


1. Correct Design assures right light distribution. 


2. Accurately Made between dies on powerful presses— 
not “spun” as are ordinary reflectors. 

3. Detachable Reflectors—an important feature of most 
ABolite types—permit the interchangeable reflectors 
to be attached to the holders after the installation 
has been O. K’d. Easy to clean or change later if 
need be. 

4. Low Stock Investment—ABolite interchangeability 
makes it easier to carry a full line, and speeds de- 
liveries. 

5. Made for Service and Satisfaction—every operation 
being done in our own plant. 


AB PRODUCTS DIVISION 


NATIONAL SCREW & MFG. COMPANY 
2440 EAST 75TH STREET 
CLEVELAND, O. 


THE 
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Potash and Perlmutter 
(Continued from Page 22) 
countant and an attorney and coun- 
sellor at law, ought to have no trouble 
in buying a ticket for Europe after 

anyhow of six weeks of study. 

“In the first place, Abe, every 
steamship company now has plans of 
its steamers which the customer can 
take away with him and examine care- 
fully, and if he’s a graduate of some 
good engineering college like the Mas- 
sachusetts Institute or something, he’s 
got practically nothing to worry 
about, in especially as the steamship 
company ain’t small when it comes 
to getting up a plan of its steamers. 
Every plan when unfolded occupies a 
space twenty-five by ten, or twice as 
large as the average stateroom with 
bath, and it can be refolded as easy 
as putting up a one-man-top in a 
tornado.” 

“After the customer has located his 
stateroom on the plan, which takes no 
time at all,—say ten days or so,” 
Morris went on, “he is now in a posi- 
tion to figure the cost of the passage 
ticket, including the tax, the railroad 
fare from the port where he lands to 
the place where his ticket reads to, 
and the excess baggage, and if he 
can’t do this by arithmetic, there is 
always algebra and even geometry.” 

“This Lrings him to the place where 
he has got to fill out the information 
which the steamship company requires 
on the back of the passage ticket, and 
then their’s practically nothing left 
for him to do but to pick out the right 
colored labels for his baggage, get 
dock permits, arrange for a space for 
his steamer chair and his seat in the 
dining room and spend a couple of 
hours on the dock giving miscellaneous 
assorted information to anybody who 
is standing around in the uniform of 
the steamship company.” 

“Furthermore the Organization of 
railroad companies ain’t exactly or- 
ganized to save labor for passengers 
instead of for members of the organi- 
zation,’ Morris continued. ‘Nowa- 
days man who lives in the surburbs 
can get married or operated on, join 
a fraternal order, enlist in the army 
or navy and become a member of 
Congress, with only a little less trou- 
ble than he can buy a commutation 
ticket. 

“Formerly, all a commuter had to 
do to insure the company against 
somebody else using the commutation 
ticket, was to sign it with his usual 
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Converts a single outlet 
into a duplex 
























































No. 7010 


with tandem blades 








Dealers have been looking for 
a smaller, neater multiple Plug 


Here it 1s! 


A multiple plug that will please—because it’s small and 
exceptionally attractive. There’s nothing cumbersome 
or awkward about it. 


Show your customers how snugly it fits up against the 
outlet plate. 


Made of strong black composition, in tandem and par- 
allel bladed types. Packed ten on a card for counter 
display. 


A superior plug at a reasonable price! 
LIST PRICE — 50c 
Standard Package—10 


Show this new multiple plug to your customers. Point 
out its advantages. Take advantage of this new op- 
portunity for additional sales. 


HARVEY HUBBELL 


L WARIN DEVICES 
meee - No. 7035 


BRIDGEPORT CONN. U.S.A. 









with parallel blades 












@ Remember its the Te Slots, that make outlets Convenient” 
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Best in long 
tight runs 


Rome Code Wire has the 
smooth, “roller” finish that 
makes for easy fishing in 
long tight runs of conduit, 
and through the jobs which 
are full of short, close 
elbows and offsets. 


Rome Code Wire is a good 
Code Wire—dependable 
under all conditions—the 
quality product of one of 


the largest mills in America 
devoted to the manufacture 
of copper wire exclusively. 


ROME WIRE CO. 


Mills and ‘ 
Executive Offices: Rome, N. Y. 
Diamond Mills: BUFFALO, N. Y. 


NEW YORK BOSTON 
50 Church St. Little Bldg. 


CHICAGO CLEVELAND 
14 E. Jackson Blvd. 1200 W. Ninth St. 


DETROIT LOS ANGELES 
25 Parsons J. G. Pomeroy, Inc., 
St. 336 Azusa St. 


SAN FRANCISCO 
J. G. Pomeroy, Inc., 2224-L 
611 Howard St. 








signature, and then afterwards if he 
wanted tc prove to the conductor that 
he was the rightful owner of the 
ticket, he could sign his name again 
and let it go at that, but seemingly, 
Abe, railroad companies ain’t going 
to take no chances on a railroad con- 
ductor being able to read handwriting. 
So now commuters have to have their 
photographs pasted on their tickets 
the same like they would be wanted 
for murder or anyhow grand larceny.” 

“Well, there’s a whole lot to be said 
for Organization at that,’ Abe con- 
tinued, “and maybe if we had one of 
them organization charts like Sig 
Geschicht has got it, we could learn 
something from it.” 

“Sure we could,” Morris concluded. 
“We could learn that we've got a lot 
of pin heads working here, but what 
good would it do us?” 

(Copyright, 1925) 


Max McGraw 


(Continued from Page 21) 
Supply Jobbers Association. McGraw 
attended its meetings before he 
became of age. Despite his ex- 
treme youth there were business men 
who had every confidence in his abi- 
lity. 

A new company was organized to 
do business on a bigger scale than 
the McGraw Electric Co. The new 
company was named the Interstate 
Supply Co. The stockholders were 
McGraw, McGraw senior, Ross 
Brown, the boyhood playmate, J. G. 
Boyd, W. S. Warfield, Jr., and L. E. 
Packer, the last two at the head of a 
big wholesale grocery firm in Sioux 
City. 

Young McGraw was still loyal to 
his first impression of an ideal busi- 
ness, Jos, R. Lehmer’s, and patterned 
his business closely after that of the 
successful Omahaian. The new firm 
added mill and factory supplies to 
its electrical equipment business, 
and the firm’s sales grew by leaps 
and bounds, succeeding beyond its 
members’ fondest hopes. 

In 1907, Max McGraw organized 
a company independent of the Inter- 
state Supply Co., for the purpose of 
manufacturing magneto, telephone and 
light and power switchboards, the tele- 
phone being the design of R. Hanson, 
who was made superintendent of the 
factory. 

The company continued in success- 
ful operation as the Interstate Elec- 
tric Mfg. Co., until 1910, when Mc- 
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“CIRCLE T” 


NEW Lines of Meter Service Switches 
With Accessible or Sealed Service Side Fuses 


30 Amp., 125-250 Volt 
For Plug For Enclosed Fuses 


We have placed on the market 
various lines of meter service 
switches of standard type with 
interchangeable single or shut- 
ter type end walls—30 to 60 
Amp. (100 Amp. will be 
ready directly). This new line os sews 
includes switches with main nis Meal 
fuses accessible to the custom- 
No. 28311 er, with or without test blades, 
With Ganging Twistouts for meter service or main 
For 2 or 3-Wire Service . . 
entrance switch work. It in- 
cludes, also a line of switches 
in boxes designed for sealing 
the main fuses. 





This line is made with or with- 
out test blades for meter serv- 
ice or main entrance work. 


We hope that every electragist 
or any other reading this notice 
will see that he has a copy of 
our meter service switch circu- 
lar No. 3 describing the entire 





No. 18311 line of all our meter service No. 15627 
Service Side—Fuses Exposed 2 Flat Cover 
Switch and Blades Dead devices. 


The Trumbull Electric Manufacturing Co. 


PLAINVILLE, CONN. 


NEW YORK CHICAGO SAN FRANCISCO 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street 
BOSTON PHILADELPHIA ATLANTA 


“Circleteed is Guaranteed” 
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CONDUITS 


RIGID STEEL AND NON-METALLIC FLEXIBLE 


MADE RIGHT 
COST RIGHT 
SERVICE RIGH 


Hence good jobbinz propo- 
sitions. The demand for 
these brands is constant, be- 
cause contractors recognize 
merit and want the best. 
Samples by mail to you or 
your trade on request. 





MAIN OFFICE 90 WEST ST. 
NEW YORK 





“LOOMFLEX' FLEXIBLE CONDUIT 
“CIRCULAR LOOM" FLEXIBLE CONDUIT 
“ELECTRODUCT"ENAMELED CONDUIT 
“XDUCT"GALVANIZED CONDUIT 
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American Circular Loom Co. 
90 West St., New York 
BOSTON PITTSBURGH CHICAGO 
ATLANTA LOS ANGELES PORTLAND 
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Graw consolidated it with the Inter- 
state Supply Co., the consolidation 
being known as the Interstate Elec- 
tric and Mfg. Co. 

Then came an epoch in the affairs 
of the firm. In February, 1912, Jos. 
R. Lehmer died, lamented by the 
many who knew his sterling worth. 
Not wishing to continue the business 
he founded and built to huge propor- 
tions, his estate sold out to the man 
who had considered it his ideal. Find- 
ing many disadvantages in continuing 
the two businesses under separate 
names, the Jos. R. Lehmer Co., and 
the Interstate Electric & Mfg. Co., 
were consolidated as the McGraw Co., 
with Max McGraw as its president. 
Surely the presidency of such a con- 
solidation was an enviable and un- 
usual position for a man but 31 years 
of age to attain within 14 years after 
he started work. 


From that point on the business 
grew even more rapidly, an important 
new element in its further success hav- 
ing entered, in the person of A. J. 
Cole, now so well known in the indus- 
try as “Art” Cole. He was with the 
Westinghouse Company at the time, in 
the lamp branch, and had unlimited 
faith in the opportunites in the job- 
bing business, and he and McGraw 
formed a friendship based on mutual 
admiration and respect which has 
lasted down through the years. He 
became associated with the company 
and was influential in inducing Mc- 
Graw to open the Omaha house, which 
is now the nominal headquarters of 
the company. The McGraw Co., is 
generally credited with having made 
the first jobbing agency contract with 
the Westinghouse company involving 
a consignment of a general stock of 
their apparatus and materials. 


In July 1922 they bought out the 
Central Telephone & Electric Co., in 
St. Louis, Mo., forming the third 
McGraw house in that city. The 
scope of operations of the three houses 
now extends into Iowa, part of Kan- 
sas, Nebraska, Oklahoma, Missouri, 
Arkansas, Kentucky, Colorado, Wyo- 
ming, South Dakota and part of 
Minnesota. From the inception of the 
association of Mr. Cole with Mr. Mc- 
Graw the former has looked after 
the sales end of the business. 


The success of this business, insofar 
as its trade with the central stations 
is concerned, may be largely attri- 
buted to the fact that the principals 
have had large experience in the 
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VERY big and little office is a 

live prospect for an Ilg Ventil- 
ating Fan. And that’s not half the 
story. Tell your trade to get busy 
— and remember, any dealer who 
buys one Ilg Fan will come back for 
more. Ask us about our unique 
1925 Co-operative Dealer Sales Plan 
— as usual, it’s something new. 


ILG ELECTRIC VENTILATING CO. 
2854 North Crawford Avenue Chicago, I11. 
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CATALOG No. 2965-60 
N. E. C. Fuse Blocks 





CATALOG No. 2587 
Plug Cut Out : 





CATALOG No. 5755 Pat. Pend. 


More Sales With Barber 


The Barber Line possesses many outstanding features of construc- 
tion and operation that mean more sales for you. Cash-in on these 
important points—points of quality that makes selling the Barber 





Line an easy one. 


The assembly of the New Barber Universal Service Switch permits 
the user to replace branch fuses without disturbing the service 
switch. When the top of the switch box is sealed, this automatically 
protects the live parts and wiring. This makes the Barber Universal 
Service Switch positively safe to the user and to the Central Station. 


The Barber Line of Universal Service Switches is furnished in 
one, two and three pole with grounded neutral. By removing one 
strap the branch circuits can be changed from four circuits grounded 
neutral to one or two circuits not grounded. 

You can sell the Barber Knife Switches, Switchboards, Panel 
Boards, Porcelain Specialties, Iron Cabinets and other Electrical 
Specialties to all your customers. 

Our distributors’ proposition will prove of interest to all your 
jobbers. 


BARBER ELECTRIC MFG. CO. 


NORTH ATTLEBORO MASSACHUSETTS 


SALES OFFICES: 


Boston Baltimore 
Detroit Philadelphia 
New York San Francisco 


Pittsburgh 
Kansas City, Mo. 
St. Louis, Mo. 








design, construction and operation of 
public utilities. Mr. McGraw now 
heads as president the Platte Valley 
Power Co., and the Dakota Public 
Service Co., between them serving 35 
cities and towns, Cole is vice-presi- 
dent of these companies. The com- 
panies under their management em- 
ploy about 300 people. 

Quite frequently one hears the suc- 
cess of some conspicuously able man 
ascribed to pure luck, when, as a 
matter of fact, his success is entirely 
due to his ability to recognize and 
make the most of his opportunities. 
Like lightning, luck rarely strikes 
twice in the same place. Some few 
men appear to be the special wards of 
fortune and to turn everything they 
touch into gold, but in nine cases out 
of 10 the man who is consistently 
lucky to the casual observer is in 
reality a man who always has his 
eyes open and his mind poised for 
the conquering leap to board any op- 
portunity that passes his way. The 
lucky man is rarely a successful man. 
The successful man moves steadily 
and directly onward and upward 
while the lucky man, if luck visits 
him more than once in a lifetime, 
moves by spurts. 

The ability to recognize opportu- 
nity is not necessarily a gift of for- 
tune. It can be acquired, but only at 
the expense of hard work, and it is 
one of Mr. McGraw’s attributes. The 
man who knows an opportunity when 
he sees it is a man who has burned 


- the midnight oil and who has other- 


wise labored to acquire knowledge of 
things and their relations to one 
another. The successful man cannot 
wait for inspiration to guide him when 
an opportunity is present; he must 
not only be able to recognize oppor- 
tunity, he must be able to utilize it, 
and in order to do that he must know 
how to lead his opportunity to the 
place where it can be employed. To 
do that he must have good judgment, 
the mental ability to separate the 
wheat from the chaff, a sense of pro- 
portions and relationships that has 
been tried and proven in the fire of 
experience. In mose cases of what 
many of us call luck, a little investiga- 
tion would reveal that good judg- 
ment had more to do with the result 
than luck, Some very observant men 
even go so far as to say that what we 
call good luck is nothing more than 
good judgment operating upon oppor- 
tunity. 
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WE CAN SHOW YOU HOW 
TO GET MORE FAN ORDERS 


And We Will If 
You Want Us To 





The average contractor-dealer welcomes the jobber’s 
salesman with ideas that will help him move his stock and 
keep the profits rolling in. And the j. s. with selling ideas 
is the fellow that’s going to get his orders. 


That's the kind of a j. s. you want to be—a salesman 
that has business-getting ideas for his trade all through the 
year. 


We're interested in helping you along during the fan sell- 
ing season. Accordingly, we're preparing an attractive 
booklet which will give you many ways in which you can 
help your dealers sell more R & M Fans. 


Send for a copy of this helpful booklet or tell your sales- 
manager to ask for a supply. Let us put you on the list of 
live wire j. s. to receive a copy just as soon as it’s off the 


press. 


Incidentally, this booklet will build valuable good will 
for you with your trade. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 
New York, 30 Church St. Chicago, 1444 Conway Bldg. 
Philadelphia, 1418 Walnut St. Cleveland, 1239 W. Third St. 
St. Louis, 1522 Chemical Bldg. San Francisco, 701 Rialto Bldg. 
Cincinnati, 9 E. Third St. Buffalo, 827 Ellicott Sq. Bldg. 


Robbins & Myers Fans 
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8S gag 
Kitchens 
Bathrooms 
Hotels 
I AYCIICH IRS 
Beauty 
Parlors 


Doctors’ 


Offices 


Barber 
Shops 
Etc. 


outlet. 


Porcelain 
KAD are batel 
Keyless 

Types 


up floor and wall. 
not soil while installing. The finish is ever- 
lasting and will not chip, scratch or stain. 


fevouer 


WHITE GLAZED 


Porcelain Sanitary 


Bracke 


With the 
Everlasting 
Finish 


With 
Convenience 
Outlet and 
Plain Canopy 


CONVENIENCE 
OUTLET 





An unusual combination of convenience outlet 
and artistic, durable bracket. 
may be installed at cost of conduit run and 


On new work 


On old work does away with tearing 
Easily kept clean and will 


The soft white finish and rust-proof nickel 
trimming presents a pleasing appearance 
and harmonizes with other fitments. The 
lamp may stand upright or hang inverted 
to suit surroundings. A splendid feature 
to tie into Better Home Lighting and Day- 
light Kitchen Campaigns. 


Write Today for Descriptive Folder. 
Your Dealers Will Be Interested 




















Meavy Duty Pus Sockers 

Heavy Duty Pur Husks 

Comourr Box and Fixtune 
Swircwes 





tn-SaetTween Switcwes 
Fiuse Leven Switcwes 
Piusn Pu. Swirones 
Camory Switcn MICKEY 








| PEC MCGILL: 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1004 


VALPARAISO + INDIANA 






























Making Yourself Worth 
More | 


(Continued from Page 10) 


you handle and their uses, and more 
about selling methods. Why should 
you wait for the sales manager to 
cram knowledge into you when it is to 
your advantage to get it as fast as 
you can? 

You will pick up more or less 
knowledge as you go along, just 
through your daily experience, but if 
you learn nothing more than experi- 
ence alone teaches you, you will be a 
long time becoming proficient. The 
selling experiences of others are re- 
corded for your benefit in books and 
periodicals if you will but study them. 

By reading the literature of the 
electrical trade and of the salesman- 
ship profession, you learn why deal- 
ers should buy what you have to sell 
and you learn how to induce them to 
buy it. You learn what obstacles 
have confronted other salesmen and 
how they surmounted them—how you 
can surmount similar obstacles. You 
ought to be anxious tq learn all you 
can from the experiences and mis- 
takes of others in order that you may 
avoid making those same mistakes. 

You can make yourself worth more 
as an electrical salesman by the 
various means of self-improvement 
and self-help, or you can leave it all 
to the sales manager and improve only 
when he compels improvement. It is 
all up to you. They way is open and 
clear. If you set about developing 
your own ability, determined to im- 
prove anyway, you will soon be on 
your way to the top. If you wait for 
outside stimulation, you will never be 
more than just an average salesman. 
If you are a self-booster, you keep 
going upward all the time. If you 
depend on outside boosting, you slip 
back between boosts. 








Four of a kind beats—well, you know 
what Hoyle says about it. Anyway, here 
is a hand hard to beat. Left to right, 
they are Larry Zant, Herb Oliver, Fred 
Block and J.in Plantz, all of the Pacific 
States Electric Co, Seattle, Wash. 
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Salient Sales Features 


That Make For S.: tandaro Leadership 
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Model No. 756 

A massive domestic range for large 
homes, estates, small clubs and in- 
stitutions. Six hotplates on the cook- 
ing top, a Standard fireless cooker 
compartment, domestic type alumi- 
num lined oven to the left above. 
A hotel type oven below. A super- 
range of remarkable beauty and 
limitless efficiency. 
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Electric Ranges 
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The Standard Electric Stove Company, 

Toledo, Ohio. 

Please send me: Catalog (J 
Cook Book 0 


Both publications contain technical information that 
every salesman should read. We will gladly give 
special information on any phase of range construc- 
tion, sales, and service to any salesman or dealer. 


It is easier to sell a Standard range 
than any other in the market because: 
Standard design is different yet all 
parts of all models are interchange- 
able. There is no service problem. 


There is no difference in the quality of 
the different priced ranges—only a 
difference in capacity and finish. 


Standard construction is sturdy. Cast- 
ings are used wherever strength is 
required. All stamped parts are test- 
ed to resist rust. Burners are easily 
replaceable without special tools or 
expert talent. Sheet aluminum only 
is used wherever moisture is present. 
Standard ovens are made of 18 gauge 
sheet aluminum trussed and braced to 
prevent warping. Corners are round- 
ed. Burners are recessed. The full 
dimension of the oven is available for 
use. 


Standard Fireless Cookers absolutely 
eliminate cooker taste and odor. They 
set a new standard of cooker efficien- 
cy. 

Standard Automatic control is the 
sensation of the electrical range world 
today. 


We will cheerfully elaborate these 
points of exclusive superiority. Use 
the coupon and learn what a really 
modern range is like. 


The 


Standard Electric Stove Co. 
Toledo, Ohio 


=e 


Your Name ........... 


Address 








Your Firm’s Name... 
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Ohe 
Jobber’s 


Catalog— 
Silent 
Salesman 


N many localities the industrials are large 

buyers of electrical material from the Job- 
ber. Requirements by the industrials are 
requisitioned by their chief electricians and 
engineers, through their purchasing agents. 


A purchasing agent of a large chemical 
plant told us recently that it is almost impos- 
sible to place orders with jobbers who do not 
issue catalogs. When catalog numbers are 
shown on requisitions together with the job- 
bers name, naturally the order goes to that 
jobber. 


Ordering made easy is another function of 
the properly prepared jobber’s catalog. 


The jobber’s catalog is a silent salesman. 
It’s there on your customer’s desk working 
every minute of the day selling your goods, 
if it’s your catalog. It makes selling easy for 





you and ordering a simple matter for your - 


customer. 


Is there a catalog selling your goods be- 
tween calls? 


We are the only exclusive publishers of 
‘atalogs for the electrical jobber. Our com- 
pilers are trained catalog men under the 
supervision of a practical Electrical Engineer 
of jobbing experience. 


The Electrical Jobbers 
Catalog Company 


Grand Rapids - Michigan 





Charles E. Brown Opens 
Okonite Chicago Office 

The Okonite Co. will open an office 
at 310 South Michigan avenue, Chi- 
cago, Ill., on February 1 and will take 
over the sale of Okonite products in 
the western territory. 

Charles E. Brown, formerly vice- 
president of the Central Electric Co., 
Chicago, has been appointed vice- 
president in charge of the territory 
west of Pittsburgh and east of the 
Rocky Mountains of the Okonite Co., 
with headquarters in Chicago. He 
will be assisted by the following men, 
all formerly with the Central Electric 
Co.: A. L. MeNeill has been ap- 
pointed manager of the railroad de- 
partment; E. H. McNeill has been ap- 
pointed sales engineer; Ray N. Baker 
has been appointed sales engineer; L. 
R. Mann has been appointed manager 
of the St. Louis office; Joseph O’Brien 
has been appointed sales representa- 
tive, with headquarters in Chicago; 
C. E. Brown, Jr., has been appointed 
manager of the light and power de- 


partment. Meise he 


Interstate Wins Prize 

A handsome davenport and chair is 
the prize which goes to the Interstate 
Electric Co., Shreveport, La., as the 
result of being a winner in the two- 
way-plug, window trimming contest 
of the Benjamin Electric Mfg. Co., 
Chicago, Ill. The window trims char- 
acterized the Hallowe’en, Thanksgiv- 
ing and Christmas spirit and were 
used respectively in October, Novem- 
ber and December of 1924. A great 
number of jobbers’ salesmen took an 
active part in supplying and installing 
window trims and stimulating interest 
in two-way plugs. 











A Saturday morning gathering at the 
Middle States Electric Co., Chicago, III. 
Left to right they are: A. O. Potts, sales- 
man; G. B. Stanley, secretary and gen- 
eral manager; T. N. Mehan, vice-presi- 
dent and sales manager, and A. C. Hol- 
land, salesman. This bunch needs no spe- 
cial introduction as they are well known 
to the trade. P. W. Green, president, 
should have been in the group but was on 
long-distance after big game. 
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A Newly Added Style 
—Now Optional 


THIS style is coming to 
hold a place in the pref- 
erence of many contract- 
ors and novelty-seeking 
owners. 


To fill that place—in a 
quality way—the new 
Square Handle is optional 
in the H & H Shallow 
Tumbler No. 8601, made 
formerly with round 
handle only. 


The design of the handle 
makes plates fit trimly, 
even when the switches 
beneath are not mounted 
precisely or at uniform 
distance from the plates. 


The new slotted plates 
are interchangeable with 
other makes of square 
handle switches—an aid 
to standardization. 


In ordering this switch, 
write it “8001 Square.’ (It 
doesnot displacethe round 
handle style which is fur- 
nished unless “‘square’’ is 
specified.) 




















‘The Switch with the 
Balanced Movement 


THE Square Handle 
“8601” has the selfsame 
mechanism as the round 
handle style—famous for 
its easy-throw, quiet ac- 
tion. 


It works as if the up-and- 
down movement were 
balanced. When you start 
the lever you store up en- 
ergy in a compression 
spring. At the point 
where you'd meet with 
the most resistance, this 
spring-energy is released 
—thrown back of your 
press—helping to throw 
the lever 


With a lever action the 
smoothest ever is a switch 
action the surest ever. 
And the lack of strain, the 
quieted impact, adds 
years to the life of a 
switch. 


Such is the quality behind 
the H & H new Square 
Handle—made available 
for every jobin this com- 
petitive-price switch. 
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The hole in % inch bush- 
ings will take single 
braid, rubber covered 
wire up to number 8 
The % inch will take 
double braid up to num- 
ber 4. 





Made in two sizes to fit 
¥% and % inch knockouts 
in any service or outlet 
Ox. 





SNAP IN 
PLACE 
LIKE A 
GLOVE 

FASTENER 

AND STAY 
THERE. 





These Economy 
Sales Bring Profits 


To You 








When you sell Utility Snap-In 
Blanks or Bushings, you are sav- 
ing money for your trade because 
they cost less, are easy to install 
without resorting to skilled labor, 
and have an all metal, non-rust 
construction which insures perma- 
nency. 


Besides you are making profits 
for yourself through these sales. 


In addition to economy Utility 
Snap-In Blanks or Bushings are 
safe. The most important feature 
of all electrical installations is 
safety. Utility Snap-In Blanks or 
Bushings assure safety. That is 
one of their most important selling 
features. 


Utility Snap-In Blanks or Bush- 
ings may be used in steel gutter 
lining, meter loops and drop cord 
covers as well as boxes. 


Send for a sample and our lib- 
eral jobber proposition. 








Approved by Underwriters Laboratories 
N. E. C. Standard 


WRITE FOR SAMPLES 


UTILITY 
TOOL, DIE & STAMPING 
COMPANY 


INC. 
Toledo, Ohio 











How to Sign a Contract in an 
Elevator. 

A. R. Allen of Holloway, Bentz & 
Co., of New York-tells the following 
story: 

“I dropped into one of the large 
buildings in the downtown section of 
the city looking for Form E business. 
Upon inquiring for the building super- 
intendent I was directed to the two 
elevators. When one of the cars came 
to the main floor I asked the operator 
for the superintendent and to my sur- 
prise was informed that I was talking 
to him. 

“TI was so taken back at meeting my 
victim so quickly and unexpectedly 
that I lost my speech for a minute. 
But gathering myself together I 
jumped into the car and started my 
lamp talk to the superintendent while 
he took folks up and down. I assure 
you that this was some experience try- 
ing to talk to a man running a pas- 
senger elevator, with people getting 
on and off at all floors. Sometimes I 
was poked away off in the far corner 
of the car loaded with passengers, and 
all the time the superintendent and I 
trying to talk business. I made the 
trip from the ground floor to the 13th 
floor about 25 times and finally suc- 
ceeded in getting a lamp order to the 
tune of $75.00 net. 

“This made me work all the harder 
for a lamp contract, and after several 
more trips up and down I got him to 
sign up. So on the way DOWN I 
wrote UP a Form E contract and on 
the way UP he put his name DOWN 
on the dotted line.” 


Georgia Tech Man with Atlanta 
Jobber 


The Fulton Electric Co., Atlanta, 
Ga., has a new city sales engineer in 
the person of W. W. Crowe. Mr. 
Crowe was formerly head of the elec- 
trical department of the Georgia 
School of Technology. He is re- 
tained on the advisory board of the 


department. 
* * # 


Ray Klinckman with Kubec 


Ray C. Klinckman has recently 
joined the selling organization of the 
Kubec Electric Co., Chicago, Ill. He 
will cover the “West Side.” He for- 
merly sold Peerless cars, and in the 
automobile field was known as a “high 
power” man. It is always gratifying 
to see men of that class get into the 
electrical field. 
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iA New ARROW Product 
Shallow Canopy Switch 
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Base Only 5/16 inch Deep 





OTHER FEATURES 


RATCHET HANDLE Cannot vibrate Loose or Become Lost 
INSTALLATION Can be Made Without Removing the Handle 
BAKELITE BASE 

GLO-TIP Added Makes Device Luminous 


_Cat.No. | List Price Std. Pkg. ‘ | Pkg. Wet.| Carton 
331 | $0.60 100 With stem ,%, inch long 12 10 
332 65 100 With stem 5; inch long 13 10 : 
333 65 | 100 With stem ,; inch long!) 14 10 No. 1870 
1870 .25 | 100 Glo-Tip 100 





THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


The hi ines line dl Wii — Devices 
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No. 2580 


Non-adjustable floor box, with cone 


nozzle. 





No. 2501 
Adjustable Floor Box. 





No. 2512 
Adjustable two gang floor box. 





Russell & Stoll 


Service 


Special equipment for 
conditions which are not 
met with readily available 
material can be had 


through Russell & Stoll 
Service. This Service also 
includes assistance with 


any unusual problems con- 
cerning receptacles and 
similar devices. Let our 
experts help you with your 
problems. 











The most exten- 
sive line of floor 
boxes available 


HE R & S line of floor boxes 

and receptacles covers every 
phase of electragists’ needs. This 
line is supplied in a wide range 
of types and sizes, either adjust- 
able or non-adjustable, at prices 
which make them. suitable for 


all kinds of installations. 


These products are so de- 
signed and made that, once in- 
stalled, 


further attention. 


they will require no 
Boxes are of 
galvanized cast iron, floor plates 
of heavy brass, with gaskets to 


make them watertight. 


Bulletin 52 describes the vari- 
ous types of R & S floor outlets. 
Write for it today. 


We will also send on request 
Bulletin 53 describing the many 
types and capacities of R & S 


wall receptacles. 


RUSSELL & STOLL CO. 


53 ROSE ST. NEW YORK, N. Y. 


DISTRICT OFFICES 


Buffalo Cleveland San Francisco 
Chicago Los Angeles Boston 
Birmingham Philadelphia Portland 
Detroit 














What Makes a Salesman? 


Many verdant salesmen have had 
some rather harrowing experiences 
while breaking into the selling game, 
yet none, perhaps, can say he has had 
a harder time than a certain salesman 
discovered by B. J. Williams, sales 
manager of the paint, roofing and 
floor covering departments of the 
Paraffine Companies, Inc., San Fran- 
cisco, Calif. 

Mr. Williams, during a speech at 
a recent meeting of the Golden Gate 
Paint and Varnish Club in San Fran- 
cisco, told about this luckless sales- 
man who later became one of the best 
salesmen in the United States. Let 
Mr. Williams narrate the yarn in his 
own words: 


“About 15 years ago I was sales 
manager of a company manufacturing 
soap in Chicago. Because the profits 
in soap weren’t anything to boast 
about I was compelled to seek dia- 
monds in the rough as potential sales- 
men material. I managed to pick up 
many green youngsters, unversed in 
the fine art of selling anything, but 
possessed of winning personalities. 


“One such ‘diamond in the rough’ 
I discovered in the person of a con- 
stable of a small Illinois town. This 
man, whom we'll call Sam, was a born 
salesman, but didn’t know it. After 
I had hired him I discovered that only 
a few months before he had been re- 
leased from the insane asylum. 

“T started him out selling the soap. 
The first person whom he visited was 
the superintendent of the asylum. ‘I 
want to sell you a carload of soap,’ 
Sam began. The _ superintendent, 
being asked to buy a carload of soap 
from a former patient, naturally as- 
sumed that Sam’s insanity had re- 
turned. He decided to humor the 
salesman. 

“Certainly, I’ll buy a carload of 
soap, he told Sam. ‘Come into this 
room with me, and we'll sign the or- 
der, in fact, if you’re a good fellow 
I’ll buy a couple of carloads.’ 

“Sam, unsuspectingly, followed the 
superintendent into a padded cell and 
with a deft, sudden movement, the 
official snapped the lock in the door; 
Sam found himself a prisoner. 

“But he managed to convince the 
superintendent, after a few hours’ im- 


| prisonment, that he was really sane, 


and actually engaged in selling soap. 
And he told me later that at no future 
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Resonant Wood 
Insures 
Natural 

Tone 

Quality 


Music Master Quality 
( Cuts Out Competition 


Fortunate the jobber’s salesman. fortunate 
the radio dealer, who can offer for sale a radio 
reproducer of quality so outstanding as to ren- 
der it a virtually exclusive and practically non- 
competitive specialty. 

Music Master stands superlatively alone 
in the three vital requirements of radio repro- 
duction: 


Reproducing unit of extreme sensitiveness through- 
out the whole range of audible frequencies—from 


a oe VI $30 deepest organ tone to slightest whisper. 


Tone chamber of heavy cast aluminum that faithfully 
MODEL VII $35 re-moulds transmitted sound into its naturally vibrant 
21” bell life-like qualities. 


Amplifying horn of resonant air dried Mexican 
mahogany, rendering virile tone quality that makes 
Music Master the musical instrument of radio. 


There IS No Substitute 


The facts that sell Music Master to the radio 
public are the identical facts that sell Music 
Master to the radio trade— 





~ PLUS a policy of fair selling price and lib- 
eral margin of profit, backed by extensive 
national advertising and intensive selling assist- 
ance. 

Music Master is a “buy’-—on its points of 
merit. Present these to vour dealers and watch 
vour sales go up! 


Connect any Music Master in place of head- 
MODEL VIII phones. No batteries. No adjustments. 


Mahogany Cabinet 
with “full floating’’ 


horn of nat- 42 
noe 25 {Music Slltaster Corporaiion 
Makers and Distributors of High-Grade Radio Apparatus 
Tenth and Cherry Streets 
Chicago Philadelphia Pittsburgh 


asier 


REPRODUCER 


i 


hunersuel i 


ey 
» 












THE JOBBER'SfIJSALESMAN 




























CUUUAUOUOOUUUOUOUUUUUUEEUOOTOOEOUUTTOEHETOTIEEN Motce the Lighting Louipment MITTEE 


Ceiling Fixture No. 505 


VITRIFIED POTTERY LIGHTINGFIXTURES = =ne-—7tee 2° 


(Patents Pending) 


They do not tarnish or corrode 
Always easy to clean 





tees fixtures have the beauty of the Potter’s Art 


combined with their utilitarian value. 


The fixtures are finished in a brilliant white glaze and 
beautiful, endurable colored pottery glazes: 





| 
White Blue 
Gray Golden Brown 

Old Ivory Bronze Green Nickel plated fastening screws; fit- 
Black ted with adjustable bridge to fit any 

t box. | 

These: standard outle | - | | 
Cneiianiiiaiiadl en Waterproof pigtail sign socket. 
a aaalidi uM, oa Ms Packed 12 to the carton. Excellent 
Washable — oa roof for the outside porches; fine for 

cies Shock Proof bathroom, small kitchen, hall or | 

will not injure W cather proof bedroom. 

| 


No. 505 as a ceiling unit, in any color mentioned above, and | 
a pair of No. 510 WALL BRACKETS make an unsurpassable | 
bathroom fitment. They agree in design and can be selected 
to match in the Pottery finishes. 


“Standard package 
quick moving lighting fixtures for 
the jobber and retailer’ 


WALL BRACKET No. 510: 


Pull chain socket. If keyless is desired chain can be fastened 
inside so it is not visible or hole objectionable. 


All fittings heavy nickel-plated. Equipped with adjustable 
bridge or strap to fit any standard outlet box. 


Two color No. 18 stranded wire pigtails. Packed in individual 
boxes; 12 to the carton. 





Wall Bracket No. 510 


ae Oe FRANKLIN POTTERY 


(without bulb) ( A CORPORATION) 





HO UUHH HHH HET HHETHHHTHHMHMNH LANSDALE PENNSYLVANIAmunu: 
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Range Cooking From a Lamp Socket 


a gg mg T o St BR “1. 

0, e.e . e a et oe! 

'$8,50°. eit Women are waiting for just this—a lamp socket table stove 
that actually fries, boils—does all kinds of cooking. 


ha 
. a The Everhot T-2 table stove (shown above) cooks so well 


it is called a “portable electric range.” Beautifully designed 
and finished. Made of the best materials. Sells for only $9.50 Gurting Iron Ebony 
retail. Far West $10.75. Ivory $2.00 | 


: Sclderinn tren S-1 one-burner, $5.50; S-3 one-burner, three-heat, $8.50; 
Radio $3.25. T-3 two-burner, three-heat, $16.50; “Special” one-burner at 
Seatenes S75 $3.50. Far West prices are slightly higher. 


PON) LiL ell 


a 


Drying Comb 
Ebony $2.75, 
Ivory $3.00 


; . 4 
Ph “ 
a em : Professional Iron 


Flat tron $6.50, Kem | ry Ivory Finish, $3.00 
Western $7.50 " 
AWA iP 9 i; 


NUFACTURERS OF APPLIAN? 
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HEALTH PAD 


















The Hemco 
Heater Plug 





Built for Service 


Merchandising Pays! 3 


es like it—that’s what makes the Hemco Health Pad easy 
to sell. It is soft and fleecy; just a blanket of soothing, even, 
controlled heat. It is built with great care to give vears of service, | 












and from its accurately wound element to the tiny thermostats that 
regulate its temperature it has been designed to always be on the job . 
when needed. 7 
But it sells so well because it is a piece of merchandise. Its inbuilt ( 
value is apparent. Its fleecy eiderdown cover and the attachment 
cord are in perfect color harmony. ‘The highly nickeled three heat 
smut what ic oie eee switch is the best that money can buy. Its attractive display carton 
Se ee ee accentuates the Health Pad’s quality, and it has been built strong to 
a a provide a handy container to keep it clean and shapely through years 
edge. Its self-adjusting con- of use. 
tacts were designed to grip any 
meee OE age lng yt Your trade will find Health Pads move when heating pads find little | 
atone ig Mins 1 ceaitieate appeal. Tell them about it. F 
€ 
] 
(a) : 
] 
e O ! 
§ 


GEorGE RiIcHARDS & COMPANY snc. 
557-Wesrt MonrRo™ STREET- CuIcaco,/tLtINOIS. 
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time in his career did he do a. better | 
job of selling than he had in con- 
vincing the superintendent that he 
wasn’t deranged. 

“Sam’s case is significant, for it 
proves those things conclusively: If | 
a man has natural sales ability, plus 
character, his past work is no 
hindrance.” —Pacific Coast ‘Traveler. 

* * # 

















Selling a Friend 
The chief difficulty of selling a 
friend is the ease with which the sales- 
man slips into banter. While a sales | S f dy b li 
interview does not have to be “heavy” ameness Oo ig Ua ty 
in its entirety, when dealing with a 
friend it must be kept on a serious 














Lynchburg quality sells Lynchburg Glass Insulators. 


basis. If the salesman allows the con- ; ena’ — a of hard service, Lynchburg Glass Insulators on 
iar ; ; eae Sanaa ow and medium voltage lines show absolutely no deterioration. The 
versation to run in - light vein, it is | sameness of Lynchburg High Quality tells—it is a tremendously im- 
very easy for the friend-prospect to portant sales factor. 


“laugh off” the issue. Some live men, | 


Lynchburg Glass Insulators are designed, pressed and annealed with 


it is true, make a point of joviality only quality and service in view. This is why you should and can 
and jocularity; these attributes are sell them in profit making quantities. 
well enough as openers, but nothing is Samples and descriptive literature gladly furnished on request. 
the match for earnest sincerity when 
it comes to real sales talk.—The | LYNCHBURG GLASS CORPORATION 
Pelican. | Lynchburg, Virginia 

* * * 


All in the Day’s Work ||| _S4Preme Where Quality Counts” 


In meeting Chicago’s demand for 
electricity, the Commonwealth Edison 
Co. recently broke all records for de- 
mand and output for one day. 


Wednesday, Dec. 17, householders, STOCK YOUR TRADE) 
offices and industries at one time de- | WITH FITZ-M-ALL 
manded 688,000 kilowatts or 922,250 | ¢ 
horsepower—!,, horsepower for every | AND THE KRUSE I 
man, woman and child in the city— | Stock your contractors with] 
and for the 24-hour period the city’s | | these two fast selling articles for ' 
population used 10,306,770 kilowatt the big increase in business 
that’s bound to come to them. 
1924 shows a tremendous in- 
crease over the previous year— 
1925 promises to show a greater 
"= * proportionate increase in sales. 
Fitz - M - All Outlet Box | 
A Work of Art Hanger and the Kruse Switch- | ‘\ } 
The Ohio Valley Electric Co., 512 box Supporting Strip are pop- | 
W. Main street, Louisville, Ky., has ular among contractors. 
reason to be proud of its new cata- | _ That’s why over 400 of the 
finest jobbers in the United 
States are stocking the complete 
line. 
Jobbers can now secure stocks Zi 
from our warehouses in Chicago, 

















Patented 


FItTZ-M-ALL 


OUTLET BOX HANGER 













hours of electricity—about the same 
quantity Chicago used during the en- 
tire year of 1893: 




















logue on electrical specialties, a book | 
of 108 pages, with flexible black cov- 
ers adorned with gilt printing. It is 
practically all devoted to electrical 


appliances and lighting equipment. Boston, Philadelphia and San 
From the list of specialties, radio has Francisco for immediate ship- 
been omitted, since the company is- ment. aes 
sues a separate booklet on this line. | Keep your trade stocked with 


The first half of the book, which the Kruse and the Fitz-M-All. 


shows high-grad ki tensils 
ouuliiiitie tatu mgpre ian MID-WEST METAL P RODUCTS COMP ANY 
on heavy stock and is especially at- | MUNCIE INDIANA 


tractive. 
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Fixture Dealers Will Not Let 
Market Die 


In as much as the National Council 
of Lighting Fixture Manufacturers 
definitely decided at their meeting in 
Philadelphia, on January 13, that 
they would not hold a national or re- 
gional fixture show this year, the Na- 
tional Association of Lighting Equip- 
ment Dealers has decided to hold a 
Fixture Market in connection with its 
annual convention about the middle of 
March. The date and location will be 
announced later. 

This action was taken at a meeting 
of the executive board held in Cleve- 
land January 15, and was the result 
of request from the majority of the 
members of the association. 


* * * 


New A. M. E. S. Handbook 


A handbook has just been sent by 
the Associated Manufacturers of Elec- 
trical Supplies to its members. This 
is the first handbook that has been 
issued in the history of the A. M. E. S. 
and it represents careful study of the 
subject by the standards committee, 
which is the responsible body of the 
Association that has had direct charge 
of its publication. 


It is divided into three parts. Part 








\ 





The Mision Plant of 





I contains the list of officers, board 
of governors, committees and repre- 
sentatives on outside organizations, 
constitution, by-laws and organization 
and working rules, etc. Part II con- 
tains the list of member companies 
with their executive and associate rep- 
resentatives listed alphabetically and 
also by sections. Part III contains 
the first published standards of the 
Association. This part will increase 
rapidly as other standards which have 
already been formally adopted are 
printed and added. 


> } 6 


Death of W. G. Mills 


W. G. Mills, district manager of 
the Atlanta division of the National 
Carbon Co., Atlanta, Ga., died very 
suddenly on the night of January 19. 
At the time of going to press with 
this issue, no further particulars were 
obtainable. The deceased had been 
with the National Carbon company 
and the Eveready division for a 
period of over 20 years and was 
known to almost everyone in Atlanta 
and indeed throughout the southern 
The company that he had 
so actively and faithfully served for 
feel his loss 

innumerable 


territory. 


will 
the 


so many years 


greatly, as will 


™ 








friends that he has made throughout 
the South. 


* * * 


An Okonite Plant in Patterson 


The Okonite-Callender Cable Com- 
pany, Inc., has purchased a plant in 
Paterson, N. J., where it will manu- 
facture lead-covered paper insulated 
cables. 


American Fabric Co.’s New 
Home 


The American Fabric Co., Provi- 
dence, R. I., has manufactured radio 
cords of all descriptions and insul- 


‘ated cords and braids for electrical 


purposes since 1917. Producing the 
highest quality cords, it is manufac-. 
turing as many as 100,000 per week. 

Shown in the illustration is the 
new up-to-date fire-proof mill, with 
13,000 sq. ft. of floor space. The com- 
pany owns an adjoining extra area of 
35,000 sq. ft. of land for future build- 
ing. The structure is equipped with 
the most up-to-date new machinery. 

J. Kenner is the president and 
general manager, while B. Kenner is 
secretary and treasurer, and H. 
Kenner is vice-president. 
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Paragon Electric Sales Opens 
Radio Department 

The Paragon Electric Sales Co., 
manufacturers’ representatives at 134 
North Seventh St., Philadelphia, Pa., 
is celebrating its first year in existence 
by opening a radio department. W. 
B. Eldridge, sometimes called “Doc”, 
is the man who has been elected to 
bother about radio sales. 

Previous to his connection with 
Paragon, Mr. Eldridge was the manu- 
facturer of a mercury grid leak known 
as “Resistron” and during the early 
days of the radio boom made the 
“Gem” crystal set. Doc’s experience 
covers a wide range of activity having 
at one time or another been connected 
with the publishing and automotive 
field as well as having been personnel 
manager at Hog Island during the 
war. During this time, part of his 
duties consisted in traveling around 
the country selecting boys to learn 
shipbuilding. Before the war Eld- 
ridge spent 16 years with the Phila- 
delphia Bell Telephone Co. 

The Paragon company was started 
on February 7, 1924, by C. N. Wilt- 
bank, C. H. Fryburg and C. H. Fur- 
ness. Through their large group of 
acquaintances, knowledge of the elec- 
trical business and enterprising na- 
tures, they have gone far toward suc- 
cess in one year. However, the in- 
crease in their business and a desire 
to co-operate with their jobber custom- 
ers and the manufacturers they repre- 
sent, forced them to divorce their radio 
lines from the electrical and put the 
former in the hands of a competent 
manager, 

At present the manufacturers repre- 
sented in Philadelphia by Paragon 
are: Carbon Products Co., Peerless 
Radio Corp., Radio Panel & Parts 


i 
9 


L. L. Goding at the Left and I. Elkas at the 
Right are Bound Up in the Destinies 
of the Wagner Fans Shown Below 


Co., Saturn Mfg. & Sales Co. and the 
Reliable Parts Mfg. Co. 
* * * 
Ogden & Dennison Now on 
42nd Street 

The Standard Electric Stove Co., 
of Toledo, O., announces that Ogden 
& Dennison, its eastern sales represen- 
tatives are now located at 112 West 
42nd street, New York, N. Y., a 
convenient location for New York and 
eastern buyers. A display stock is 


carried for inspection. 
2 * 


Wagner Fan Sales Well 
Organized | 
The Wagner Electric Corp., 6400 | 
Plymouth avenue, St. Louis, has or- | 
ganized its fan sales department. The | 
company, as has already been an- 
nounced, recently embarked upon the 
manufacture of a new line of fans. 
The manager of the fan sales de- 
partment will be L. L. Goding. 
Mr. Goding is a native of Portland, 
Me., and has had considerable electri- 
cal merchandising experience, having 
been connected with such well-known 
companies as the Century Electric) 
Co., Jenney Electric Motor Division | 
of the Aryge Manufacturing Co., | 
Fairbanks Morse & Co., and Peerless 
Electric Co. 
At the same time I. Elkas, well | 











known and_ personally acquainted ; 
throughout the electrical jobbing and | 
dealer trade, has been appointed | 


special representative of the fan sales! 
Mr. Elkas brings with 


him many years of sales experience. | 


department. 
For 12 years he was district sales | 
manager for the Robbins & Myers Co., | 
of both their Chicago and St. Louis | 
offices. 


manager 


Previous to that time he was | 


of the Sprague Electric) 


Works Division, General Electric Co. | 
at St. Louis. 























AND 


“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


A HIGH QUALITY 
THAT NEVER VARIES 


In the end the quality of 
Weatherproof Wire depends 
on the honesty and integrity of 
the manufacturer to serve the 
industry with a high quality 
product. 

Our 25 years of experience and 
approval of the largest users 
in the country of this product 
prove both. 


American Insulated 


Wire & Cable Co. 


CHICAGO 


















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, Illustrated 


















































The “open end” of the No. 30 
“Thor” ironer as illustrated on the 
left takes care of ruffles, cuffs, col- 
lar bands, ete. Skirts and dresses 
can be ironed under the entire length 
of the ironing shoe. No brackets or 
braces to obstruct, just a clear iron 
ing space 30 in. long. 





The entire body of “Thor”  ironer 
as pictured on the right, can be easily 
folded and locked in a vertical position 
when not in use. This new ironer is 
built to use in the kitchen and will not 
be in the way even in the small kitchen- 
ette apartment. It fits into any out-of- 
the-way place in the kitchen or into an 
unused corner of the cleset when not in 
use. Locked in the folding position the 
“Thor” No. 80 ironer occupies a minimum 
amount of space. It is a product of the 
Hurley Machine Co, T'wenty-second street 
and Fifty-fourth avenue, Chicago. 








The three-speed 10-in. oscillator fan 
shown in the accompanying illustration is 
ideal for the home, office, hotel, restaurant, 
etc., and is being offered by the Galvin 
Electric Mfg. Co. St. Louis, Mo. The 
motor frame, base and guard are finished 
in a multiple coated black enamel. The 
handle on the motor makes it easy to carry 
the fan about. It is designed for 100 to 
115 volts, 25, 80, 40, 50 or 60 cycle A. C., 
or 100 to 115 volts D.C. A 10-foot portable 
cord and separate attachment plug are 
furnished with each fan. 








The Standard mail box shown 
herewith has all cast brass front 
doors with reinforced edges, making 
it stronger than the ordinary sheet 
metal box. The upper doors are 
fastened together forming a master 
door, operated as a unit and con- 
trolled by a lock located in the cen- 
ter of the group, which is furnished 
by the Post Office department. The 
lower or tenants doors are inde- 
pendent of the upper doors and are 
provided with a slot for the inser- 
tion of telegrams, notices or calling 
cards. The doors swing upward 
giving ample space for the removal 
of mail. This box can be furnished 
with electrical or telephone equip- 
ment and is being placed on the 
market by the Standard Sales & 
Mfg. Co., 108 Park avenue, New 
York City. 














Three outstanding features are 
claimed for the new window re- 
flector manufactured by _ the 
Wheeler Reflector Co., 275 Congress 
street, Boston, Mass. ‘The Wheeler 
K-7 reflector is non-breakable, con- 
structed of porcelain enameled 
steel, finished in gray outside and 
white inside and is drawn in one 
piece. No parts to loosen or break, 
will last indefinitely and will suc- 
cessfully withstand the roughest 
usage, The high-grade white enamel 
is one of the most efficient reflecting 
surfaces known. ‘This feature, to- 
gether with the shape of the re- 
flector, assures proper distribution 
of light over the entire display. ‘The 
enamel will not chip or peel under 
the most intense heat. This unit is 
designed for use with 75, 100 and 
150-watt lamps. It is conveniently 
concealed as a light source, is sim- 
ple to clean and easy to wire and 
install. 








The Beaver Machine & Tool Co., 
Ine., 625 North Third street, New- 
ark, N. J., has placed on the market 
a new device in the plural outlet 
field known as “Xtra Taps.” As 
shown in the illustration this device 
is equipped with two male prongs 
and two pair of parallel slots. ‘Thus 
the device doubles the capacity of 
the standard single receptacle, or it 
can be. used in the Edison screw 
shell type of socket or receptacle by 
first placing the body half of a two- 
piece plug in the socket and then 
putting the extra taps into place. 
The manufacturer points out that 
the two pair of openings are being 
placed at a convenient angle to the 
face of the wall and furthermore 
claims that this device is the small- 
est of its kind on the market. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER . 











Universal Use and Satisfaction 


Any electrical job, from the big 
industrial needs to mending an 
electric flat-iron or curling tongs 
—is done better when Firestone 
Friction Tape is relied on. It is 
widely preferred because of its 
more tenacious hold, more per- 
fect insulation and longer service. 


Tests even more strict than de- 
mands of the government or 
private concerns, have been 


Results provea far higher standard 
for Firestone Friction Tape in all 
the essentials — tensile strength, 
dielectric properties,freedom from 
sulphur and long uniform wear. 

Its wide adaptability and extra 
service Open up new uses for 
Firestone Friction Tape and 
dealers find increasing demand. 

For discounts and full specifica- 

tions write the Home Office at 


met in the Firestone laboratory. 7) Akron or our nearest branch. 


irestone 


FRICTION TAPE 
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New Electrical Products, Illustrated 














A new 10-in. alternating current 
oscillating fan Model 42 is the 
latest addition to the R & M fam- 
ily. The fan it is claimed is un- 
usually high in efficiency, cool and 
comparatively quiet and smooth in 
operation. It makes seven complete 
oscillations per minute, its full 
sweep being 90 degrees. The oscil- 
lating mechanism is the R & M 
regular adjustable type, permitting 
the degree of oscillating wanted to 
be readily attained while the fan 
is running by simply turning the 
knob on the propellor plate. Or it 
can in the same way be made non- 
operative. A four-point switch in 
the base provides three running 
speeds. A felt pad on the base 
gives complete protection to highly 
polished surfaces upon which the 
fan may be placed. It is the ideal 
fan for residence use or small 
offices. It is supplied with eight 
feet of black new code reinforced 
cord with separable plug attached 
to the base of the fan and is being 
offered by the Robbins & Myers Co., 
Springfield, Ohio. ; 











The counter display card _ illus- 
trated above, if placed on the 
counter will act as a silent sales- 
man for you. Below is a _ heater 
unit which enables you to give your 
customers a real service on reflector 
bowl heating unit replacements. 
The “Replaceall” as this heater unit 
is called, is a product of the Waage 
Electric Co., 5100 West Ravenswood 
avenue, Chicago. All that is neces- 
sary when your reflector bowl heat- 
ing unit is burned out or does not 
heat well is to unscrew the old 
element and put in a Waage “Re- 
placeall” unit, which fits all types 
of reflector heaters with standard 
sockets. 








The new flush toggle switches re- 
cently brought out by Harvey Hub- 
bell, Inc., Bridgeport, Conn., are 
equipped with a drum spring which 
is wound up by the action of the 
toggle handle. When the spring has 
reached its full strength it is re- 
leased by what is known as a “lock 
and release” movement. ‘This move- 
ment takes advantage of the full 
strength of the spring, consequently, 
it will break a greater load, in a 
smaller space, than any other form 
of toggle switch action. As far as 
is known, this is the first instance 
of the successful application of a 
“lock and release” movement to a 
toggle switch. The new Hubbell 
flush toggle switches are made in 
white porcelain with toggle handles 
of black bakelite and in black com- 
position with toggle handles of 
brass. The brass handle type can 
be supplied with luminous tips. 
Both types can be supplied in sin- 
gle pole, double pole, three-way and 
four-way. 








The “White”  sew- 
ing machine © light, 
style 1SM, manufac- 
tured by the O. C. 
White Co., 19 Hermon 
street, Worcester, 
Mass., is universally 
adjustable, readily de- 
tachable, with various 
clamps for firm attach- 
ment to any standard 
sewing machine. In 
the recommended pos- 
ition as shown in 
the illustration — the 
“White” 1SM_ brilli- 
antly and uniformly 
lights the work as il 
approaches the needle, 


































positively eliminating 
all shadows and glare. 
If it is desired to 
clamp the fixture at 
the back of the frame 
so that the light is 
directed on the rear 
of the needle, the 
necessary changes in 
the above directions 
will be obvious. Once 
its location has been 
tried out and found 
to be — satisfactory, 
make sure the strap- 
clamp is firm; it may 
then remain there in- 
definitely without fur- 
ther attention. 
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BOSTON 





Entire mechanism protected 
from dampness and injury by 
solid-back frame and heavy 
cast iron housing, fitted 
firmly onto marine rubber 
gasket. 


Patented high-power arma- 
ture kept in magnetic field 
until ball strikes gong, giv- 
ing twice the power of any 
other bell mechanism made. 





Made in skeleton and en- 
closed types, the latter with 








Made in _ vibrating, single OUR GUARANTEE 
stroke, combination single Covering a period of two 
stroke and vibrating. Electro- years from date of sale ac- 
mechanical and magneto-ex- companies every piece of ap- 
tension types. paratus we manufacture. 


STANLEY & PATTERSON, INC. 


MANUFACTURED BY 





Electrical mechanism insu- 
lated from frame, all ter- 
minals carrying current 
mounted within housing. 


non - guarded. half-grid 
guarded and full-grid guard- 
ed gongs. Sizes: 2 to 18 
inches, single or double 
gongs. 


Will opperate on all approved 
sources of electrical energy. 
Wound to any resistance de- 
sired. 





GENERAL OFFICES AND FACTORY 


250 WEST STREET 


(3 BLOCKS ABOVE FRANKLIN ST.) 











Cable Address: “Eleclight,”” New York 


NEW YORK, U. S. A. 


DETROIT 


C. R. Corcoran Jno. L. Turko DISTRICT SALES OFFICES 
12 Pearl St. 2217 Dickerson Ave. 
BUFFALO SAN ANTONIO DENVER PITTSBURGH 
Cc. K. Wyatt W. S. Haythorne The Wesco Co., Inc., J. A. Jaques 
Mutual Life Bldg. 301 Schley Ave. 1156 Seventh St. 305 7th Avenue 
TRMINGHAM PHILADELPHIA SEATTLE SAN FRANCISCO 
. H. Beaven J. A. Vaughan P. L. Hoadley Clapp & La Moree 
Age-Herald Bldg. Packard Bldg. Seaboard Bldg. 171—2nd_ St. 








LOUISVILLE CHICAGO 
Electrical Sales Co. Doherty-Hafner Co. 
Kenyon Bldg. 730 W. Monroe St. 
SALT LAKE CITY CLEVELAND HGTS. 
Raymond Ackerman C. B. Moore 
Dooly Bldg. 1572 Rydalmount Road 
LOS ANGELES HABANA 
Clapp & LaMoree Arnesto N. Rodriguez 
310 E. 4th St. Abreu Bldg. 
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These Galvin Two-Size All Purpose 
Fans Will Bring 'You More Sales 
Our 14-inch oscillating AC and DC 


fan meets every requirement of a 
16-in. or 12-in. fan while our 10-in. 





oscillating Universal and our 1|0-in. 
non-oscillating AC takes care of all 
smaller size requirements and in ad- 
dition meets price competition on 


Quality types. 


Just two sizes of fans to carry in 
stock with none of it idle. Our lib- 
eral selling margin to both the Job- 
ber and to the Dealer solves the 


problem of Fan Profits for 1925. 





10-in. Non-Oscillating A.C. Single 
Speed. 10-in. Oscillating Universal 
Three Speeds. 14-in. Oscillating A.C. 
and D.C. Three Speeds. 


Write today for full par- 
ticulars on Fan Profits 


GALVIN ELECTRIC MANUFACTURING CO. 
3320 So. Broadway, St. Louis, Mo. 


EXPORT DEPARTMENT: 149 BROADWAY, NEW YORK, N. Y. 






































The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


It is the only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 


It is the only publication that is devoted exclu- 
sively to the business in which you are en- 
gaged. 


Why not take advantage of this helpful, interest- 
ing service? A dollar a year brings it. Subscribe 
now. 




















Jim Kirk Takes Chicago 
Managership 
The Pittsburg Reflector Co. of 
Pittsburgh, Pa. has- opened a branch 
in Chicago, being located in Machinery 


|| Hall, Clinton and West Washington 





James J. Kirk 


streets. James J. Kirk, for the past 
12 years illuminating engineer of the 
Commonwealth-Edison Co., and who 
has also handled the lighting sales 
work of that concern for the past few 
years, has been appointed manager. 

Mr. Kirk, notwithstanding the de- 
mands that his work has made on his 
time, has always been active in the af- 
fairs of the various organizations of 
the electrical industry. He is now 
serving as chairman of the Illumina- 
ling Engineering Section of the Wes- 
tern Society of Engineers; has been 
respectively director and vice-presi- 
dent of the Illuminating Engineering 
Society and has acted as chairman of 
various committees of the lighting 
bureau of National Electric 
Light Association. It was as chair- 
man of the store lighting committee of 
N. E. L. A. that he showed the elec- 
trical industry for the first time the 
direct relation between the store light- 
ing intensities and volume of sales. 

* * * 


“RomeX” is Patented 

On December 23, 1924, letters pat- 
ent No. 1,520,680, were granted Rome 
Wire Co., Rome, N. Y., on its new 
non-metallic armored cable “RomeX.” 
The company believes that when the 
Underwriters’ approve of the use of 
“RomeX” this wire is destined to fill 
an important place in the electrical 


sales 


wiring industry. 

Under the broad claims of the pat- 
ent as issued the company feels it is 
now in a position to guarantee to the 
industry a high standard of quality 
of this product, not only as manufac- 
‘tured by it, but also by such other 
manufacturers as may be licensed to 
operate under the Rome patent. 
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Wilson Manages Central 
Station Sales 

Ralph B. Wilson has been ap- 
pointed manager of central station, 
sales of the Electric Vacuum Cleaner 
Co., Ine., Cleveland, O. He succeeds} 
Hearne O. Adams, who recently re-| 
signed. 











Ralph B. Wilson 


After taking an engineering course 
at Princeton University, Mr. Wilson 
was engaged in engineering work at 
the Panama Canal. At the comple- 
tion of the canal in 1914, he began 
his sales work with the Goodyear Tire 
and Rubber Co. At the time of leav- 
ing to take over his work with the 
Electric Vacuum Cleaner Co., he was| 
in charge of one of their sales depart-| 








ments, 

Mr. Wilson has been with his pres- 
ent company for the last three and 
one half years as director of branches. 
This position entailed the manage-| 
ment of the Premier Service Co., which | 
is a subsidiary of the Electric Vacuum 
Cleaner Co. 

* * * 


Federal Switches in Good 
Hands 

The Federal Steel Products Co., 
Newark, N. J., announces the ap- 
pointment of the Electric Agencies 
Co., 655 Minna St., San Francisco, 
as its Pacific Coast representatives. | 
A complete line of Federal safety 
switches will be carried in stock. | 
B. A. Wagner is in charge of this | 
agency. 

It also announces the addition of | 
I.. M. Rubenstein to its selling staff. 
Mr. Rubenstein will travel through the | 
Southern States and will maintain an | 
office in New Orleans. 











Emerson Residence 
Oscillating Fan 


In French Gray Finish 


This French Gray Finish Fan 
added to the 1925 line of Emersons 
will meet the demand for a fan in a 
finish that harmonizes with prac- 
tically all modern home decorative 
schemes. 

This is the standard 12” 6-blade 
slow-speed residence type oscillator 
for 110 volts, 60 cycles, finished in 
French Gray over motor body, base 
and blades—carried regularly in 
stock. 

Frankly, we know of nothing that would enhance the beauty of this 
French Gray oscillator. 

You can get all the details of the fan and the complete line of Emersons 
by asking for Bulletin No. 4029—a postal will do. 


MERSON FANS 


with the 5 year guarantee 


The Emerson Electric Mfg. Co. 


2018 Washington Avenue, St. Louis, Mo. 
50 Church’ Street, New York, N. Y. 











The Emerson Company Sells No Apparatus at Retail. 













Quality Products 


Non-Metallic Flexible Conduit 
Flexible Steel Conduit 
Square Armored Cable 


Deal P.S. Write for our vest-pocket 
if telephone directory. 
Eastern Tube & Tool Co., Inc. 
Brooklyn, N. Y. 





Quali 
a 
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“Send My Deal- 
ers the free Red 
Seal Window 
Display Service’ 


a 


You tell us that— 
we do the rest. 


That’s all you have 
to do to sell more 
Red Seal Batteries. 


Your dealers have 
read in their trade 
journals all about the 
Big Red Seal Service. 


They want this Ser- 
vice because they 
know that these Big 
Displays sell Red 
Seals as nothing else 
will! 


Make us work 
for you. 








"mat eg 
jMan HATTAN 
vw ELECTRICAL SUPPLY CO.INC. 


NEW YORK CHICAGO ST.LOUIS SAN FRANCISCO 








Governor Trumbull Takes 
Office 


Brief announcement was made in 
the January issue of the elevation of 
John H. Trumbull, president of the 
Trumbull Electric Mfg. Co., Plain- 
ville, Conn., to the governorship of 
Connecticut, when Hiram Bingham 
was elected to the United States 
Senate. 

On December 15, Governor-elect 
Bingham was elected senator. Janu- 
ary 7 he took the oath of office as 
governor, resigned the same day and 
left for Washington to take his seat 
as a senator. Mr. Trumbull, lieu- 
tenant-governor, automatically became 
governor and took the oath of office 
January 8. 

This political 
recognition of a man whose whole life 
has been business, and in no way 
political, will be of decided interest 
to the electrical industry in general, 
and to Mr. Trumbull’s large ac- 
quaintance in particular. 

Many know that four years ago 
Mr. Trumbull was elected state sena- 
tor from his own home district. He 
was appointed chairman of the finance 
committee. Immediately at the ex- 
piration of the first term he again was 
elected state senator, and again chosen 


rather unusual 


as head of the finance committee, and 


| also nominated for president pro tem 


of the senate. He then third 
official of the state, and on several oc- 
casions during the absence of gov- 
ernor and lieutenant-governor, acted 
in their capacity. 

Under Mr. Trumbull’s leadership, 
Connecticut became 


was 


a ‘Pay-as-you- 
go’ state. It has been interesting to 
note that newspapers of all political 
affiliations have been emphatic in 
their congratulation of Mr. Trumbull 


and the state. He enters office with 


| a free hand and no enemies. 


| 


Although governor of the state, 
Mr. Trumbull will keep actively in 
touch with this business and will be 


at his office here at the factory for a 


| part of each day as a general thing. 


* * * 


Multi Secures New York 


Representation 

The Multi Electrical Mfg. Co. of 
Chicago, Ill., announces that A. S. 
Deveau has taken on the manufac- 
turers’ agency for its line in the met- 
ropolitan district of New York. His 
headquarters are at 53 Park Place, 
New York, N. Y. 





“STANDARD” MAIL BOXES 


HAVE CAST BRASS 
FRONT AND DOORS 








Patent Applied for. 


' Insures Safety of Mail 


Approved by U. S. Post Office Department 


A QUALITY PRODUCT—AT THE COST 
OF SHEET BRASS 
The Master Door also tenants’ door have 
reinforced edges; prevents the bending of 
doors by mischievous persons as expe- 
rienced with sheet metal construction. 
| The Box that Gives Satisfaction 


Write for prices and territorial rights. 


STANDARD SALES & MFG. CO. 


Dept. B, 103 Park Ave. 
NEW YORK, N. Y. 
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Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 


surface both inside and out. It is noted 
for its lasting qualities. 
Steelduct enameled conduit is dis- 


tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers, Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 


Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


YOUNGSTOWN OHIO 


UNDERWRITERS 

LABORATORIES a 

nsPeec 
CON 


Tfo g 
ouwiT 
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2-PLEX TAPE 





Cuts Contractor’s Costs 


The NEW 2-PLEX TAPE is 
coated on one side with non-drying 
friction material, and on the other 


side with heat-tested, special red 
insulating rubber. Requires only 
one wrapping to complete a_ safe 


Both tapes in ONE. 


Here’s what the Electrical En- 
gineering & Repair Co., which did 
the electrical work for the world’s 
eighth largest office building, says: 
“If the separate tapes could be ob- 
tained without cost, 2-Plex would 
still be economical.” 


job. 


Let us send samples to you or to 
your customers. 


HOLFAST RUBBER COMPANY, Mfrs. 


Atlanta, Georgia 











en 

















Hotel Radisson 


Minneapolis | 
In the Heart of 
the Retail and 
Theatrical Dis- 


trict. 


450 Rooms at Moderate Rates 


4 Large Cafes 
The Largest and 


Most Complete 
Hotel in the 
Northwest. 


ee ee ee ee ee ee ee Oe 


| Hail Oldtimer! 

| It is indeed a pleasure to introduce 
to the trade in the Central territory, | 
A. F. (low loss) Parkhurst. Mr. | 
Parkhurst’s radio experience extends 
over 20 years, during which time he 
has served in every branch of radio 








A. F. Parkhurst 


from brass pounder in the U. S. Navy 
in 1903. to radio inspector for the 9th 
District in 1923 

He is now associated 
Hartzell Sales Co. 
Chicago office, and doing his bit in 
serving the central jobbers along 
with his associates J. A. Cole, W. G. 
Jones and J. J. Bauman. 

+ 8 


The 


as manager of the 


with 


Consolidation of Hurley and 
Other Interests Falls 
Through 
After months of negotiations, it was 
recently announced that plans for a 
and 
Appliance Co., 
both of and the Electric 
Vacuum Co. of Cleveland, 
into a dominating factor in the electri- 
tield 


merger of the Hurley Machine Co. 
the Edison Electric 
Chicago, 
Cleaner 
cal household equipment were 
abandoned. 

The plan for the consolidation has 
been considered from time to time dur- 
ing the last two years, as Vice-presi- 
dent A. J. McCoy of the Hurley com- 
announced. After a careful re- 
view of the considerations 
the conclusion was arrived at that the 
might realized 
from such a consolidation at this time 


pany 
involved, 
advantage which be 
are not sufficient to make it advisable 
to proceed with the matter. 
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ASpecial Free Offer 
For Your Trade 


On Orders for 


WAACE 3-HEAT IRONS 








'An Exceptional Opportunity 
ze to Boost Sales 


| Practically every Waage dealer reports that 
| the 3-Heat Iron is the fastest selling iron he has 
ever handled. In order that more dealers may 
be acquainted with its money making possibili- 
ties and at the same time introducing the Waage 
“Connect All’ (Single Heat) cord set, we are 
making a most unusual offer. To every dealer 
who orders six or more 3-Heat Irons we give 
away absolutely free of charge the following 
merchandise. 


On Orders for 6 trons—3 wae’ 
Cord Sets. Retail Value. are 
On Orders for 12 nenend Waage ‘ “Connect All’ 
Cord Sets. Retail Value $7.50 
On Orders for 24 Irons—i2 Waage * 
Cord Sets. Retail Value 

and a Waage Ammeter Demonstrating Case. 


‘Connect All’’ 
-$3.75 


‘Connect All’ : 
$15.00 


This offer is only open until April Ist 

The Waage 3-Heat Iron is the only iron that can be 
regulated to 3 distinct heats. A turn of the wrist does it 
—HOT. for flat work; MEDIUM for ordinary work; 
LOW for delicate work. No other iron offers such great 
| value or gives such complete satisfaction. 





juality pro 
instant 


truly 
command 
heat iron, 
yellow cord 
to speci- 


Waage ‘‘Connect All’’ Cord Sets are 
ducts, handsome in appearance and 
appoval; fit practically every make of single 
toaster, pereolator, etc. Attractive black and 
thoroughly insulated, asbestos covered according 
fications. Retail at $1.25, and sell quickly. 

The Ammeter Demonstrating Case is one of the finest 
sales helps ever distributed by any manufacturer. Points 
out in a most convincing way, the difference between the 

| three heats and the saving in cost thus effected It 
eliminates sales resistance by actual demonstration. When 
not in actual demonstration makes an attractive and 
interesting display stand. 

Get behind this proposition now and watch sales climb 
It's too good to overlook. Make every call a customer. 


WAAGE ELECTRIC CO. 


| 5100 W. Ravenswood Ave. 1622 W. {6th St. 
Chicago Los Angeles 

6 Reade St. 1410 Patterson St. 
New York allas, Tex, 


WAAGE WINNERS 
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Wirn AISLELITES 











You can sell complete installations to 
motion picture theatres and auditoriums 
in your territory. 

Aislelites are opportunity for 
sales. They light the aisles of motion 
picture theatres with a diffused light. 
They eliminate overhead and side lights 
and make going in and out of theatres 
quick and safe. Aijslelites fit in beside 
the seats out of the way. 

Every electrical contractor and every 
architect specializing in theatres will 
buy and specify Aislelites. Get the 
order for yourself. Full selling informa- 
tion and jobber proposition on request. 
Send for it. 


EXHIBITORS SUPPLY 
COMPANY 


825 S. Wabash Ave., Chicago, Ill. 











es Liles e 
ENAMELED CONDUIT 
ARKD 


yo are selling conduit, the 
contractor is selling a com- 
pleted job, the mechanics are sell- 
ing their time and skill—all to 
exceptional advantage when the 
conduit is Pittsburgh Standard. 


“‘Reaches the job ready to in- 
stall.” Costs no more, saves 
most, pays best. 








Pittsburgh Standard 
Galvanized Conduit 


The first choice of many experienced 
Electragists. 


Enameled Metals Co. 


PITTSBURGH, PA. 





more | 








| Cheap Foreign Goods a Hazard 


The “National Safety 


through its members has noted the in-| 


creasing use throughout this country 
of electrical and gas toys, decorations 





and 
has 


manufacture. This, 
organizations, 


| foreign 


| other national 


been endeavoring for many years to) 
assist in maintaining and raising the | 


| high standards of protection against 
‘fire and accident already reached in 
such articles of American manufac- 
ture. 
of such foreign-made articles are of 
so faulty design and construction as 
to the fire and accident 


hazards in proportion to their use, a 


increase 


publicity as possible to the situation, 
pointing out the desirability of hav- 
ing all such articles 
meet the standards of similar articles 
of American manufacture before being 
sold in this country. 

Further, a committee was appointed 
'to review this situation, empowered 
‘lo co-operate with committees from 


foreign-made 





other interested organizations, such 


sociation, National Bureau of Casu- 
alty and Surety Underwriters, Elec- 
{trical Manufacturers Council, Amer- 


| 
= the National Fire Protection As- 
| 


ican Gas Association, etc., to prepare 

|a plan for the supervision of foreign- 

| made articles with a view to having 

‘them comply with the various U. S. 

‘casualty and fire prevention stand- 

_ards before being sold in this country. 
* * * 


Eleven Horsemen 


Why confine the apocalypse to 
four! When it comes to a revelation 
in selling methods and aggressive | 


Council | 


and heating and cooking utensils of. 





In view of the fact that many | 


resolution was passed to give as wide | 








| 
| 


action among the jobbers, the eleven | 


of the 
|Chicago, Ill., profess to be able to 


| horsemen 


Inland Glass Co., | 


give Coach Rockne some pointers on | 


quick-stepping and 
| field work. 


| the 


quick-thinking 
Here is the line-up of 
eleven: F. E. 


Inland all-star 


Chambers, sales manager and captain | 


of the team; C. E. Lafland, Jr., gen- 
eral western salesman; J. C. Walsh, 
Kansas and Missouri salesman; F. S. 


Ingers, Nebraska and Iowa salesman; 


L. E. Johnson, Minnesota and Dakota 
salesman; W. O. Yagerline, general 
eastern salesman; J. W. Lepper, Ohio 
salesman; P. E. Sullivan, Michigan 
Paul E. Burress, Illinois 
salesman; J. E. Pierce, Chicago sales- 
peri J. H. Allen, street lighting 


salesman: 


salesman. 


| 
| 








(Enamelled) 


NVALVALL e; ja LVADUCT 





(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 























Discriminating Travelers Prefer 


Hotel Lincoln 
WHEN IN INDIANAPOLIS 
400 R MS $aTus 


together with many other comfort 
features at most reasonable rates. 





Thereis but one price to everybody. 
Rates posted i n each room. 





Rooms with shower bath $2.50 
and upwards 

Rooms with tub bath $3.50 
and upwards 





Conveniently located in the heart of 
Indianapolis, on WASHINGTON ST. 
( National Trai}) at Kentucky Ave. 


Management R. L. MEYER 
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BRUNT 
auatity PORCELAIN 


Manufactured undec 
license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 


oO oods marketed through the 
od. Jobber. 


Drive-It Knob 


Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN C0., 


COLUMBUS, OHIO 























CONTRACTORS DEPEND 
ON THE MULTI LINE! 


Contractors know 
from actual use 
that the Multi 
Line of Bushings 
give the best of 


service — that’s 
why they use 
them and you 


can sell them. 


Multi Bushings are 
made of the finest 
porcelain and a special 
No Clamp Bushing composition in the 
clamp and no-clamp 
types. All sizes for 
all jobs. 





a 


Every jobber should 
stock this line of 
bushings. Get in 
touch with us im- 


Pi T mediately regarding 
ipo Thread Pore. our jobber proposition. 





Jobber’s _ sales- 
men, ask your 
sales manager to 
take on the 
Multi Line of 
Bushings. 





Composition Slip 


MULTI ELECTRICAL MFG. CO. 


1848 W. 14th Street, Chicago, Ill. 








Sage Now Second Vice-Pres. of 
Robbins and Myers 


for about 15 years 
manager of the Pittsburgh 
Offices and 
commercial representative of 
| Crocker-Wheeler Co., and 
‘cently New England representative of 
The Kerr Turbine Co., Wellsville, 
N. Y., has been elected second vice- 
president of The Robbins & Myers| 
Co., Springfield, O. 

Mr. Sage will be identified with the 
commercial organization of the com-| 
pany in the field, assisting President 
F. S. Hunting in looking after com- 


Henry J. Sage, 
| district 
special 
The 


more _ re- 


and Boston 


|mercial organizations and extension| 
| . : . . | 
|of general business. For a time he| 
| will be located in New York looking! 


after special work in that city and 





the eastern territory. 

He is well fitted for this work, hav-| 
ing had 
special sales department organization 
work with the Crocker-Wheeler Co. 

The office of second vice-president is 


considerable experience in 


a new one, created recently, and is a 
| part of the company’s plan to increase 
its business this year. 


* * * 


Mitchell-Rand Entertain 


| ‘The annual dinner of the officers, 
| salesmen and factory managers of the 
| Mitchell-Rand Manufacturing Co., 18 
New York, 


held December 


N. Y., was 
27, at the Building 
Trades Employers’ Club. 


Vesey street, 


Previous to 
|the dinner the regular monthly meet-| 
|ing of the salesmen was held in the! 
offices of the company. 

Among the invited guests were:) 
C. S. White and R. E. Dunne of the 


| Hope Webbing Co.; W. B. Cosgrave, 


National Vulcanized Fibre Co.; A. E. 
Jones, Irvington Varnish & Insulator 


Co.; T. J. Buckley, Lamson Asphalt 
& Chemical Co. 

After the dinner, the officers of the) 
M-R 
managers and guests attended a per- 
“New Brooms” at the| 
Fulton Theatre. | 


Company, salesmen, factory 


formance of 


* * 


* 
Liberty Gauge In New 
Quarters 
Quarters affording twice the pres-| 
have been secured by the| 
Liberty Gauge & Instrument Co. at 
6612 Euclid Avenue, Cleveland, O| 
Plans for increased production will 
now quickly materialize and even bet- 
ter service rendered than in the past. 


ent space 





“CENTRAL” 
Rigid Steel 


CONDUIT 


| ies mA 





“Central White” is elec- 
tro galvanized and is made 
especially for high class 
installations, concrete con- 
structions and exposed 
work where the conduit is 
to be painted. 


Approved by the Under- 


writers Laboratories. 


“Central White” 
(Galvanized) 


“Central Black” 
(Enameled) 


CENTRAL TUBE CO. 


PITTSBURG, PA. 














The SriadicedSiake 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 


Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


DETROIT, MICH. 








Velvet Frost 


Reg. U. S. Pat. Off. 


Enables you to per- 
manently frost any 
lamp in 2 
Safe and 
economical to use. 
214, 5 and 10-Ib. 


cans, 


clear 
minutes. 





McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 











cal 
YAGER’S 


Soldering 





Salts Paste 


They will stand all the pushing 

you can do. They sell because 

they do good work 
priced reasonably. 

ALEX. R.BENSONCO.,Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 


and are 
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Every Business’ 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 8S. Wabash Ave. CHICAGO 










105 Peoples Gas Bide. 





| Death of James A. Brett 

| James A. Brett, district manager 
|of the Westinghouse Electric & Mfg. 
| Co. at Cincinnati, O., died suddenly 
on January 7, at Hamilton, Bermuda. 
| The funeral was held at Mt. Vernon, 
|N. Y., his birthplace. He began his 
electrical career as night telephone 


| operator at Mt. Vernon. Later he 
‘entered the employment of the 
|Sprague Electric Works. It was in 


| 1905 that he went to Cincinnati as 


/manager of the Westinghouse branch. 
* * * 


| Curtis Incorporates New 

| California Company 

In order to enlarge and further 
facilitate operations in the states of 
California, Utah, Nevada and Arizona, 
new lighting company—‘Curtis 
Lighting of California, Inc.,” has 
‘been formed. Officers are located at 
3113 W. Sixth street, Los Angeles, 
Calif. 

Officers of the new company are 
Augustus D. Curtis, president; Fred 
S. Mills, vice-president, and F. E. 
Hastings, treasurer. All three men 
have long been known to the lighting 
fraternity. 

The formation of Curtis Lighting 
of California, Inc., recalls another re- 
cent expansion of Curtis Lighting, 
Inc., when just a year ago this or- 
ganization, whose home offices and 
factory are at Chicago, was effected 
by a coalition of three long established 
companies—National X-Ray Reflector 
Co., Chicago; X-Ray Reflector Co. of 
N. Y., Ine., and Luminaire Studios, 
Inc., of Chicago and New York. 

* 


a 


* * 


Goldfus Brothers Become 
Radio Distributors 

Charles Goldfus, president of the 
Charles Goldfus Co., 801 Seventh 
street N., Minneapolis, Minn., re- 
cently completed negotiations for 
northwest distribution for the Ther- 
miodyne Radio Corp. of Plattsburg, 
> ¥ 

Mr. Goldfus is well known in Min- 
jneapolis and Chicago radio circles, 
having been connected with the R. M. 
Laird Electric Co. for a number of 
years. He has been factory repre- 
sentative in the territory for the 
Michigan Radio Corp. for the past 
three years, and is now entering the 
radio field as a distributor with his 
brother, H. I. Goldfus, formerly pri- 
vate secretary for Mr. Shepard, west- 
‘ern sales manager of the above men- 
tioned factory. 








GENERAL 
PORCELAIN CO. 





Manufacturers .of 
Standard .Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 





| V.T. Sockets, Radio Specialties. 














The 


Mo specialties. 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 


A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT CO. 


TRENTON NEW JERSEY 





le; 




















WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 


No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


'§.H. STOVER & CO. 
PITTSBURGH, PA. 









BE A BOOSTER 









Tell Your Friends 
About 


| THE JOBBER’S SALESMAN 
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Wrigley Toggle Bolts 


“Wrigley 
For Quality” 


Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


First toggle bolt 
made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, III. 








come off! 





MERCHANDISED Binding Posts 


Nationally advertised, attractively packaged, quality 
merchandise. Tops furnished either plain or en- 
graved in 25 different markings, and they don’t 


Send for our new catalogue—it’s ready NOW! 


H.H. EBY MFG. CO. ¢ 
Philadelphia, Pa. 0 7 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








CONDENSER 


dittne 


Worm Drive 
VERNIER 


23 PLATE $00 


only e 


Jor Sale 
Everywhere 


AMERICAN BRAND CORPORATION 


8 WEST PARK ST. 


NEWARK. N. J. 


' 








Wakefield Promotes Wilson 


Francis I. Wilson, has recently been 
appointed sales manager of the F. W. 





Francis I. Wilson 


Wakefield Brass Co., of Vermilion, 
O., of “Red Spot’ 
lighting specialties. 

Mr. Wilson is a graduate of Indiana 
University where he took law and was 
admitted to the bar, but after practic- 
ing only about two years he abandoned 


manufacturers 


| the law for salesmanship and entered 
ithe employ of the Erner Electric Co., 














Cleveland, O., remaining there until | 
1922 when he joined the Wakefield 


organization. 
* * 


Eisemann Indorses Time Pay- 
ments 


The Eisemann Magneto Corp., New | 


York, N. Y., is sending to dealers a 
comprehensive explanation of _ its 
radio time payment plan, with par- 
ticular reference to the company’s 6-D 
receiver. 

The broadside is accompanied by a 
letter and gives details and tables of 
the entire plan, which is handled 
through the Commercial Investment 
Trust, Inc., New York, N. Y. 


*# 2 


D. Allen Betts Joins Eagle Co. | 


D. Allen Betts, of Norwalk, Conn., 
formerly with the Apco Mfg. Co., of 
Providence, R. I., has joined the staff 
of the Eagle Radio Co., at Newark, 
N. J. Mr. Betts has been a radio 
enthusiast since before the war, and an 
Eagle booster for several years. He 
will remain in the Eastern territory 
for a short time. He is well known 
throughout both New England and 
the Southern States he has 
traveled extensively. 


where 








AUDIO TRANSFORMER 
. Choice of 28 Set Manufacturers. 
atio 34% 


2993 Franklin St., 
Transformers of Merit for 15 years. 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 


Lumber Compan 





to 1 and 6 to 1. Fits all hook-ups. 
Dongan Electric Manufacturing Co., 
Detroit, Michigan. 








CEDAR POLES 


Butt Treated 
T. M. Partridge 


y 


ta 











WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 


ToCashInOnBELL Poles & 


J SEND FOR BOOKLET CONTAINING 
: VALUABLE 


(Ze 

















‘80th. StreetaxEast End Avenue, 
NEWYORK CITY 





PS, ap heu? : 


NS Pe 


Jariing Jobers; 
is 


~ - KNow-By-Test. 
















































THE JOBBER’SHAI)SALESMAN 














bbe 


4 


= 
Rp Reeth ome meine as, 


_ jo 


' 


x 


am) 





service 


PEIRCE 
Secondary Racks 


HERE is a Peirce Rack for Every Secondary job. When 

secondaries are tied to Peirce racks uninterrupted service 
is assured. All Peirce racks are designed so that the point of 
fastening is in direct line with the strain, thus developing the 
full strength of the metal used. 


They are made in six types: Standard type, Extended Back 
type, Light Presteel type, Heavy Presteel type, Horizontal 
type and Huff type. 


Recommend Peirce Racks for all secondary uses as de- 
scribed in Bulletin No. 3. 


Sold exclusively and carried in stock by the 
Leading Electrical Jobbers. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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Columbia 


of electricity 
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There’s a forceful 
advertising campaign 
behind 


Columbia Evereadys 


“HERE are fifty-two of the leading magazine 
nd class papers, putting more than 500,000,000 
Then there 
re 442 newspapers blanketing the country, 
hich will put 156,000,000 more Columbia 


veready ads into battery users’ hands. 


dvertisements into circulation. 


Columbia Eveready Battery quality forti- 


s 
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a are | 


} IGNITOR | 
| Dry cel 


1 FOR 

A 'SNITION, R fe ce 
@ AND ALLE 

im SENERAL PURY 


INSPECTED § 
TESTE 4 


fied by this enormous advertising campaig 
greatly assists jobbers’ salesmen in selling 
Columbia Evereadys. Order from your jobber 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, 
New YORK SAN FRANCISC(¢ 


ATLANTA 


Inc 


CHICAGO DALLAS KANSAS CIT 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Columbia 
Dry Batteries 


-they last longer 
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In all Wakefield 

















“Red Spot” 
Standard 
Hangers are 
the most popu- 
lar commercial 
fixtures. 


advertising, correspon- 
dence and sales talk, our 
advice to the trade is 









— month we urge them to ask you about the “Red Spot’’ 
Kitchen Units. These units have so many practical advan- 
tages. Their fine appearance makes easy sales. Their unique con- 
struction makes the work of installation fast and cheap. Their 
absolute sturdiness and everlasting finish guarantee permanent 
satisfaction. 


The buyer who investigates ‘‘Red Spots’ critically before de- 
ciding upon the unit for a Kitchen Lighting Campaign—the 
buyer who figures all costs—price, selling expense, installation, 
come-backs— finds that “‘Red Spots’’ offer the greatest net profit. 


We have issued a very complete publication entitled “‘How To” 
which illustrates and explains in detail every step in the success- 
ful Kitchen Unit Campaign. Let us send you a copy—free. 


a 














THE F. W. WAKEFIELD BRASS COMPANY 


VERMILION, OHIO 














Pacific Coast Representative: Geo. A. Gray Company, San Francisco and Los Angeles 

















